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Top Cars 


New-car registrations for one 
month, plus 49 states for Febru- 
ary: 

1959 
Pos. 

1—211,741 
2—198,860 
3— 55,600 
4— 52,487 
5 416,976 
6— 42,463 
7— 42,230 
S— 23,708 

o— 22,076 


1958 
Make Pos. 
Chevrolet 198,360— 1 
Ford 151,027— 2 
Olds. 5A,340— 4 
Pontiac 40,065— 6 
Plymouth 59,819— 3 
Rambler 17,603—10 
Buick 48,555— 5 
Cadillac 20,571— 9 
Mercury 20,580— 8 
Studebaker 6,403—14 
Dodge 21,402— 7 
Chrysler 10,806—11 
Edsel 8,579—13 
DeSoto 8,936—12 
Lincoln 5,596—15 
Imperial 3,228—16 
Misc. 39,895 
Total All Makes 
838,299 713,204 
Further details on Page 28. 


Ford and Rambler 
Step Up Output 


Industry’s Car Total 
Again Tops 133,000 


By Martin L, Whitmyer 
Staff Writer 


> division increased car pro-| 
duction schedules last week) 


Rambler turned in another 
prd-breaking performance. 
These developments helped offset 
entory adjustment” cutbacks at 
olet and kept UV, S. car output 
133,000 units. 
The industry turned out an esti- 
- 133,077 cars last week, 
rly matching the previous 
= total of 133,879. Last 
's car output compared with 
$4,387 units produced during 
week ended Apr. 12 a year 


-day operations at six Ford 

mn plants, Rambler, Edsel, 

uth in Detroit, and the Lin- 

Thunderbird assembly unit at 

Witom, Mich., helped offset a 1,777- 

umit decline at Chevrolet, and 

leer declines by nine other manu- 
faeturers. 

> 

division’s upswing, part of 

an announced 20-percent in- 

cféase this month, pushed its total 

to, 30,300, €éompared with the 29,676 

Pord cars (excluding Thunderbird) 

. d out a week earlier. 
aiding Thunderbird to the Ford 
total gave the division 31,865 


* * 
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In Midst of Spring Sales Upturn... 


Entered as Second Class Matter 
at the Postoffice, Detroit, Mich, 


New-Car Stocks Climb to 


By Maynard M. Gordon 
News Editor 


_ signs of a strong spring 
market, new-car stockpiles 
continued ta rise for both domestic 
and imported makes last month. 
Before the end of April, do- 
mestic-car stocks in 1959 will 
have pas the year-ago level 
for the first time, Import inven- 
tories in the U. S., meanwhile, | 
have reached one new high after 
another, as sales continue to rise. | 
Here is a brief resume of the 
Apr. 1 picture, as determined by 
| Automotive News: 
| Domestic-car stockpile — 777,313) 
units, up 10 percent from the) 
March 1 total of 706,839 but still 
6 percent below last year’s April} 
inventory of 833,201. 
| Imported-car \jstockpile—an esti- 
mated 64,000 units, up 16 percent 
|from the Jan. 4 total of 55,000. 
. \* ” 
| EITHER the domestic nor 
the imported stockpiles have} 
reached an alarming stage, in 
terms of higher {retail sales. The} 
domestic accumulation represented | 
a 52%-day supply and the import 
|inventory a 45-day supply at pre-| 
| vailing March selling rates. | 
Dealers in all g@egments of the | 
new-car market, on the other | 
hand, were watching the inven- 
tory-sales ratio closely. 
Factories were cdnfident of con- 
| tinued sales gains im April, but in-| 
ventories appeared| certain of 
passing the 776,964 ‘cars recorded | 
\last May 1 after two monthly de-| 
clines. 
Inventories reached a high of| 
900,000 three years ago, when do-| 
mestic cars flooded, dealerships | 
during the 1955 sales fling. 
* : * 


shores, 

Among domestic makes alone, 
| the five lowest-pricéd lines were 
edging toward 7 percent of 
| dealer inventories and factory 
production at the end of March. 
Plymouth’s return te volume op- 
erations could well hoist the 
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HIGH 
(903,789 Cars—Merch 1, 1956 


| 
HE unabated upcurve in domes- | 


tic-car inventories during the 


By Robert M. Lienert 
Associate Editor terest in their products. 

EW YORK.—An air of assur-| Optimism is an admitted neces- 

ance and mature marketing) sity in the auto business, whether 

confidence pervaded the Interna-| domestic or import, but men in the 

tional Automobile Show, which} burgeoning import field agree that: 


| pression of soaring American in-; 


first quarter of 1959 reflected to a| “economy” grouping to 75/ per- 
| greater degree the buying demand| cent by mid-May. 

|in the lower-priced lines—a trend | 
likewise evident in stepped-up March-May, 
shipments of foreign cars to these| and dealer stocks never’ gave more 


in the 900,000 days of 
1956, factory output 


Even 


| than 60 percent to Chévrolet-Ford- 
Plymouth-Rambler-Spidebaker. 

As medium-priced makes have 
lagged this year,/except for Pon- 
| tiac, the so-calléd “economy” do- 
mestics have Asrabbed more and 
|more of the’ market. Announce- 


|ment of a 26 percent hike in Ford 


Dealers’ Total New-Car Stocks 


Transit to Field) 


VIVITIIS 776,964 Cars 


PREVIOUS RECORDS 


Low 
157,607 Cars—Nov. 1, 1954 


—Automotive News compilation 


expected to bracket the Big Three’s 
entries. 

A more conservative view was 
taken by Claude de Chalot St.| 
Mars, of Tri-Color Motors, Inc.,| 
East Coast distributor of Renault, | 


Show Note: Imports Here to Grow 


$9 Per Year, 35c Per Copy 


CIZ313 


car schedules this month under- 
scored the growing power of the 
lower-priced group in the closing 
half of the model year. 


* * * 


MPORTERS were not unaware of 
the mushrooming economy-car 
impetus among American con- 
sumers, So-called “captive” imports 
set the pace in the first quarter for 
record-smashing buildups of Euro- 
pean-car stocks. 

Retail sales kept pace with the 
imports from Britain, France, 
West Germany, Italy and Swed- 
en. Doubled February sales of 
imported cars over the 1958 level 
kept the import tide from over- 
whelming the market. 

Shipments of imports to the 
| U. S. are expected to hold at rec- 
Col. 1) 


(Continued on Page 4, 


‘New Sales Marks 


Set by Imports; 


|Standings Juggled 





| Aras registration figures show 
that imported cars are still 
finding the streets paved with gold 
in America. 

With two months of new-car 
registrations (minus Oregon for 
February) reported by R. L, Polk 
& Co., the record shows that 
imports are selling at a record 
rate and are nearly doubling 

| year-ago volume. 

| Even with Oregon still to be 

| counted, February saw the import 
total rise to 39,591, compared with 

the previous monthly record of 38,- 

| 858 chalked up in October. 


A year-to-date basis, the 75,- 


Ns imported cars sold account 
| for 8.99 percent of the market in 


the 1959 period, compared with 39,- 
445 and 5.53 percent penetration a 
year ago. 

While imports more or less 
continued in their pattern of 
climbing ever upward, current 
registration figures bear out that 
the domestic market itself is 
undergoing a drastic shakeup, 

Although Chevrolet continues to 


closed up shop here yesterday 
(Apr. 12) after a nine-day run at 
the Coliseum. 





The imported car, in the con- 
sensus of exhibitors, is not only 


mblies last ‘week, compared! here to stay; it is here to grow. 


31,072 the previous week. 


Chevrolet outproduced Ford di- 
vision by 2,335 units last week 
but its estimated 34,200 assemblies 
Were 1,777 units below its previous 
Week’s output of 35,977 cars. Chief 
Cause for the decline was four- 

operations at Chevrolet's as- 
Sembly plants at Baltimore and 
wn, N. Y. Chevrolet said 
cutback was designed Se 
production into wi 
field inventories. ™" 
About the only trouble Ford di- 
(Continued on Page 39, Col. 3) 


The show itself was a smasher. 
Displays were more elaborate 
and colorful than ever before. A 
record crowd, topping a quarter- 
million persons (at $1.50 each), 
poured through the gates and kept 
factory and dealer reps on the 
jump. In terms of sheer size, the 
show was the biggest auto exhibi- 
tion ever staged in the U. S. 
on aa ~ 
XHIBITORS (Volkswagen was 
among the missing) tabbed the 
successful show as a concrete ex- 


Dealer accounting systems analyzed, Page 3. 
Gas turbines come in for new attention, Page 4. 
Chevrolet reported all set on small-car engine, 


Page 8. 


Why finance companies hate repossessions, Page 20. 
Brooklyn-Long Island dealer parley, Page 4. 


1. Total sales of imports in the 
U. S. this year should top 500,- 
000 and may reach 600,000. 


2. Introduction of smaller cars 
by the Big Three will help—not 
hurt—the imports. 

3. Competition will grow—but it 
will be import vs. import, not im- 
port vs. domestic. 

4. The upcoming major battle 
will be for the dealer—not for the 
consumer. 

- * * 
| ASSESSING the prospects for 
total sales this year, most for- 
eign-firm officials noted that so far 
sales have run double the year-ago 
rate. ‘ 

The most popular estimate was 
a half-million units sold in 1959, 

although one British executive 

said that “without any lion 

shooting at all, we should do 600,- 

000.” 

No import spokesman would ad- 
mit to being frightened by the 
new U. S. small cars. 

“The Big Three will detract 
from their own market, not from 
European. makes,” said F. M. S. 
Best, acting general manager for 
Roddtes Motors. 

Other European experts gener- 
ally supported his view, saying 
that their mass market still lies in 
the price and size range below that 


| the American small car, We wish | 


| who said, “Many people may hold | lead the parade, its monthly margin 


up buying imports, waiting to see| over Ford is shrinking. 

hs : Notable is Studebaker’s leap into 
we knew which they'll buy when|the Top Ten from the No, 14 spot 
they see it. We think they'll still| it occupied a year ago, Led by 





like the import.” 
x * * 
THE other hand, Gus Ehr- 
man, of Hambro Automotive 
(Continued on Page 38, Col. 1) 


Lark, Studebaker’s registrations 
have nearly. tripled its 1958 count. 
Rambler, on a year-to-year com- 
parison, also climbed four rungs 
(Continued on Page 39, Col. 1) 


Economy Run Winners 


Rambler American, Chevy 6, Plymouth 8, 
Dodge, T-Bird, Cadillac 


By William Carroll 
Staff Correspondent 

ANSAS CITY.—A Rambler 

American, piloted by Woody 
Bell, averaged 25.29 miles per gallon 
last week to grab top honors in the 
1959 Mobilgas Economy Run, a five- 
day grind that covered 1,898 miles 
from Los Angeles to Kansas City. 

The tiny Rambler was entered 
in Class A of the event, a cate- 
gory limited: to cars of 110-inch 
wheelbase or less. Other class 
winners were Chevrolet, Plym- 
outh, Dodge, Thunderbird and 
Cadillac. 


Women drove to two titles and 
narrowly missed a third. In Class 


B (low-priced sixes), Mary Hauser 
led the pack with 22.38 miles per 
gallon in a Chevrolet Biscayne. 
Patricia Jones topped Class D 
(lower-medium priced) with 21.75 
miles per gallon in a Dodge Coro- 
net, 
* os + 
N CLASS C (low-priced V-8s), 
Pieree Venable’s Plymouth Bel- 
vedere copped the prize with 21.15 
m.p.g. to edge Mary Davis, also 
driving a Belvedere. Miss Davis 
broke a tie rod near Atchison, 
Kans., on the final day and had to 
settle for second place. 


Art: Chrisman’s Thunderbird 
(Continued on Page 37, Col. 1) 
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Widespread Glee .. . 





March Sales Surge 
Noted by Factories 


DETROIT.—Sales were on the 
march last month, according to 
exuberant reports from Ford Motor 
Co., American Motors, Studebaker 
and all General Motors divisions 
except Buick. 


Ford division dealers reportedly 
moved more than 5,000 cars per 
selling day in March, a 64 percent 
increase over the 1958 month. 


Rambler said March was the 
best month in company history, 
and Cadillac boasted of the best 
first quarter in its 57 years. 

Pontiac said March sales topped 
last year’s by 82.9 percent, and 
Chevrolet reported a 21 percent in- 
crease in car sales over the corres- 
ponding 1958 month. 

Studebaker said it enjoyed its 
best March since 1953, and Olds- 
mobile noted that sales were 25 
percent ahead of March, 1958. 

Import-car sales reports came 
from Simca, Ford and Mercedes- 
Benz. 

Highlights of the manufacturers’ 
sales reports follow: 

> * * 
Ford Division 

Ford Motor Co. reported that 
Ford car sales during the first 
quarter of this year exceeded 333,- 
000 and were about 50 percent 
ahead of the corresponding period 
of 1958. 

March sales, the company said, 
topped 5,000 per selling day, 
marking the first time in 14 
months the daily rate has ex- 
ceeded that figure for a full 
month. 

The company claimed that Ford 
dealers delivered nearly 630,000 in 
the 5% months between introduc- 
tion day (Oct. 17) and the end of 
March, This was said to be 65 per- 





Sales ‘Roundup’ Err 
By 70,000 New Cars 


DETROIT. — Widely publicized 
“roundups” of 10-day factory 
sales reports have overstated 


actually totalled 762,383, accord- 
ing to R, L. Polk & Co. statistics. 
Unofficial reports of domestic-car 
sales had ranged from 833,000 to 
920,000. 

The Automobile Manufacturers 
Assn. compiles 10-day factory 
sales reports for industry use 
only. An AMA official said that 
the unofficial “estimates” of in- 
dustry sales have deviated sub- 
stantially from the totals circu- 
lated to AMA members, 





cent of total sales during the ‘58 
model year. 

Ford truck sales were put at 68,- 
000 for the quarter, up 40 percent 
over last year. 

> * * 


Chevrolet 


Edward N. Cole, general man- 
ager, said Chevrolet dealers sold 
130,580 cars in March, a gain of 
21 percent over the 1958 month. 

Truck sales showed an even 
greater gain, jumping 41 percent to 
31,890, The March car-truck total 
of 162,470 was about 25 percent 
ahead of the 1958 figures. 

Cole said first-quarter sales 
amounted to 363,000 cars and 85,000 
trucks for a total of 448,000 units. 
He said this figure was second only 
to 1956 when Chevrolet car-truck 
sales topped 484,000 in the first 
three months of the year. 

+ = + 


Rambler 


Rambler retail sales in March set 
an alltime monthly record of 29,895 
cars, according to Roy Abernethy, 
American 

(Continued on Page 36, Col. 1) 


Exact-Price Ads 
Boost Sales for 
Chrysler Dealers 


DETROIT.—Chrysler division 
said last week that its dealers are 


reporting sales incrensss up to 400) Loe 1908 and said the Ford car 


percent as a result of a series of 
exact-price ads and special-color- 


car promotions which include pa-| 


rades, stunts, fashion tie-ins and 
civic activities. 

The ads show a green or blue 
Chrysler Windsor sedan with auto- 
matic transmission, power steering, 
heater and other accessories. Copy 
declares: “When you pay $3,688 for 
a car, you're entitled to a Chrysler.” 

The price vaties from market to 
market, depending on what dealers 
believe buyers will expect to find 
on the car, according to James C. 
Cowhey, division advertising and 
sales promotion director. 

Chrysler said surveys conducted 
in Chicago and Minneapolis-St. 
Paul show that the ads produce 
considerable floor traffic “because 


the price is specific and completely | 


| believable.” It is the factory-sug- 
gested price for the car and equip- 
ment involved. 

The promotion will run in about 
40 markets during the next two 
months. It began in Minneapolis 
and St. Paul on St. Patrick’s Day 
and boosted sales 400 percent the 
first week, Chrysler said. The cam- 
| Paign also was an immediate suc- 
| cess in Canton, O., and Albuquerque, 
' the division said. 


Business Barometer 


Automotive News Economic 


Index — 


100.6 Percent of Last Week 


127.3 Percent of 


Auto Registrations—yYear to date. . 


Truck Registrations—yYear to date. 
Steel Production—Tons 


Lamber Production—Boord feet... 
Production—tTons.... 
Coal Output—tons 


Apr.& Apr. 1! 1959 Range 
43% -25' 
65%, -50% 
62% -50%, 


50%, -45 


Like Week Last Year 
Percent of 


Percent of Like Week 
Last Week Last Year 
109.9 208.2 
101.5 153.3 
bere 117.5 
124.3 
201.6 
112.2 
106.1 
105.0 
108.7 
111.4 
116.8 
115.6 
135.8 


133,879 
25,939 
838,299 
125,528 
2,638,000 
253,617,000 
295,358 
7,820,000 
50,010,000 
12,618,000,000 
377 825 

141 

414.7 


100.3 
101.8 
92.8 
101.6 
95.7 
99.3 
101.3 
102.9 
101.1 


113.6 
100.3 
106.7 
115.8 

80.7 


99.9 
100.2 
103.4 

95.6 


$28,419,000,000 
$1,134 
284 


Common 
Stocks Apr. | 
43%, 
35% 
12 


41% 


1959 Range 
45% -39% 
3944-324% 
15%2-10% 
44% -40' 


(Apr. 13, 1959) 
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Each U. S. Maker's Share of Assemblies ... 


First Quarter Output—'59 vs. ‘58 





INTERNATIONAL 
MACK*** 
STUDEBAKER 


Total Trucks, U. S. ....308,468 
**Miscelilaneous includes Corbitt, 
***Autocar, Freightliner, Reo and Sterlin 

in Mack totals. 


Gain 
or 
Loss 


—0.32 
—0.04 
— 0.06 

1.47 

0.49 
+0.16 
—1.67 
—0.27 


+0.15 
—0.58 


Pet. of 
1958 


32.99 
0.61 
0.33 
5.88 

26.34 
727 

12.31 
1.69 
1.26 
2.09 
8.89 
0.34 


. 3 Months 
1959 Output, 
Total 1958 
32.67 715,065 
0.57 
0.27 
7.35 
26.83 
743 
10.64 
1.42 
141 
1.51 
9.58 
0.32 


20,242 
776 
100.00 


227,519 100.00 


Marmon-Herrington, Federal, FWD, etc. 


= are included in White totals; Brockway 


N.B, All U. 8. totals include cars and trucks for military orders. 


Sales to Rise to 6 Million, 
Ford’s Wright Predicts 


NEW YORK.—A Ford Motor Co. 
executive predicted last week that 
Americans would buy nearly 30 
percent more cars this year than 
in 1958 and that about 95 percent 
of this increase would be accounted 
for by domestically built family- 
size passenger cars. 

J. O. Wright, Ford division gen- 
eral manager, predicted that 1959 
would be a 6,000,000-car year. Of 
a total increase of 1,300,000 pas- 
senger-car sales, he estimated 
that more than 1,200,000 would 
be American-built family-size ve- 
hicles, 


He also predicted that Ford car 
sales would increase 40 percent 


would win its largest share of the 
domestic car market since World 
War IT, 


This resurgent demand for full- 
size American cars following the 
recession indicates that such a car 
will have a significant role in the 
automobile industry, he said. 

At the introduction of the 1959 
models last fall, Wright forecast 
that 1959 would see a 20 percent 
improvement in total automobile 
sales over 1958 and he forecast an 
even greater percentage gain for 
the 1959 Ford car during the year. 

Apr. 17 will mark the six-month 
anniversary of the introduction of 
the 1959 Ford, and Wright said 
Ford car sales will exceed 700,000 
by that time. 

He said Ford built its millionth 
1959 model vehicle Apr. 8 The 
million mark for 1958 model Ford 
cars, trucks and Thunderbirds 
was not reached last year until 
June 23, about 2% months later. 


Ford, he said, achieved a higher| 


share of the domestic automobile 
market in the first three months of 
this year than it has in any first 


|}quarter since World War II. 


Wright also said that used-car 
prices are at a five-year high and 
are a significant factor contributing 
to the mounting sales of new cars. 

Wright said used-car indexes 


B-W to Supply 
Small-Car Parts 
To Big Three 


NEW YORK.—A “very substan- 
tial portion” of the parts orders for 
the Ford and General Motors small 
cars have been awarded Borg- 
Warner Corp., company officials 
told the New York Society of 
Security Analysts last week. 

Lester G. Porter, executive vice- 
president, said the small-car parts 
orders “are apt to be our re-entry 
in a large way into the automotive 
parts business.” He said the com- 
pany is providing parts for the 
Chrysler Corp. small car to a 
“lesser degree.” 





Syracuse Firm to Make 


Parts for Small Ford 


SYRACUSE. — General Pressed 
Metal Co., division of Marsellus 
Vault & Sales, Inc., has been 
selected by Ford Motor Co. to 
produce transmission parts for 
Ford’s small economy car, accord- 
ing to Fred J. Yeager, president 
of the Marsellus division. 








show used-car prices have risen to 
the mid-1953 level. 

The index shows, for example, 
that a four-year-old used car 
brings 28 percent more now than 
a similar unit brought in the low 
point of 1956. 


a year ago, he said. 
Wright also noted that only 55 


using installment credit, compared 
to more than 63 percent in the 
past two years. He added that only 


linquent, 


Oregon Firm Sues 
Warranty Group 


For $2 Million 


SALEM, Ore—A $2.1 million 
breach-of-contract and damage suit 
has been filed in Marion County 
Circuit Court charging that a 
group of warranty and insurance 
companies refused to pay claims. 

The action was filed by W. L. 
Phillips jr., a former Ford dealer 
in Salem, and Warren C. Foote, 
Seattle, incorporators of North 
America Bonded Cars, which has 
its principal offices in Salem. 


Defendants are Consolidated 
Warranty System, Inc., Springfield, 
N. J., and four CWS member com- 
| panies — Registered Tested Cars, 
Inc., National Bonded Cars, Inc., 
Auto Warranty Co., Inc., and Auto- 
Life Plan, Inc. 

The companies allegedly entered 
|into an agreement with the Salem 
firm to assume existing claims of 
$31,000 and later claims of $80,000. 








a 


- 
amen eee 





Dealers Fight Auto Tax— 


The “axe” which members of the 
Massachusetts State Automobile Dealers 
Assn. are holding has been adopted by 
the dealers as symbolic of their fight 
against the proposed 3 percent avtomo- 
bile sales tax ‘in Massachusetts. While the 
dealers were presenting their tax case to 
the Legislature, a small plane circled 
the State House with a banner carrying 
the association's slogan, “Let's Axe the 
Auto Sales Tax." From left are John. J. 
Cahill, Newton, past president; Nishan 
Atamian, Boston, director; William H. 
Mitchell jr., Waltham, NADA director; 
Fred F. Cain, Wilmington, clerk; A. Maltz, 
Boston, director; William A. Plunkett, 
executive vice-president, and Harry B. 
Scott, Cambridge, first vice-president. 


A two-year-old used-car now}! 
brings about 12 percent more than} 


percent of the new-car buyers are} 


one percent of auto loans are de-| 








| March period a year ago, when fi 


Truck Production 
Hits 3-Year High 


308,468 Show Gain 
Of 35% Over ’58 


By Martin L. Whitmyer 
Staff Writer 


OMMERCIAL-CAR manufacty 





ers turned out 308,468 units d OM. 
ing the first three months of the 
year to record the highest outpa wheth 
quarter for trucks since the Jangg tion © 
ary-March period of 1956, wh esting 
312,620 units were rolled from U, men 
assembly lines. their 
Truck assemblies during t tor in 
first quarter of this year Th 
were 35.6 percent above the fi peria 
three months of last year, whe Cent 
227,519 commercial vehicles ler 3 
built. tion 
On an individual basis, 11 or PeT™ 
makers showed numerical outp aske 
gains over the January-March p into 
riod of a year ago, but only f The 
makers were able to show percents replie 
of-industry boosts over the co The 
parable period of 1958. quali 
* « * of p! 
OMMERCIAL-CAR manufactuwg ... ! 
ers showing percent-of-industray work 


gains over a year ago were Dodgy 
up 147 points; Willys, up 08 
points; Ford, up 0.49 points; GM@ 
up 0.16 points, and Studebaker, 1 
0.15 points, 

Losing ground from the co 
parable year-ago period were 7 
ternational, off 1.67 percentage 
points; White, off 0.58 points; 
Chevrolet, off 0.32 points; Dive I 
off 0.06 points; Diamond T, oft 

H 


> 8 
















0.04 points, and the miscellanec 
group, composed of Corbitt, M: 
mon-Herrington, Federal, VD 
ete., off 0.02 points. 4 
White, in addition to losing per) 
centage ground, was the onk 
maker to turn out fewer truck 
than in the first three months of © 
year ago. i 
Its output of 4,669 commerc 
cars during the first quarter of thi 
year was good for 1.51 percent « 
total industry output, but a 2.1 p 
cent decline from the Janua 


BS. 82% 3,895 








z 


captured 2.09 percent of total ir 
dustry output on 4,768 assemblie 
t > > 


IGGEST climb in numerical out 

put was made by Dodge whid 
upped its truck output 69.6 percent 
over the first three months of 1 
year ago. 

Other makers showing in- 
creases in numerical output in 
the order of their climb were 
Studebaker, up 52.4 percent from 
2,858 to 4,355 units; Willys, up # 
percent from 20,242 to 29,546 as- 
semblies; GMC, up 38.6 percent 
from 16,530 to 22,916 units; Ford 
up 38.1 percent from 59,923 to 82,- 
766 trucks; Diamond T, up 264 
percent from 1,399 to 1,769 assem- 
blies; the miscellaneous group, 
up 263 percent from 776 to 98 
units; Chevrolet, up 25.5 percent 
from 75,065 to 100,763 units; In- 
ternational, up 17.2 percent from 
28,006 to 32,812 trucks; Mack, up 
144 percent from 3,839 to 4,39¢ 
units; and Divco, up 10.6 percent 
from 746 to 825 assemblies, 

The 109,815 trucks turned ou 
during March also marked the set 
ond consecutive month that com 
mercial-car assemblies surpassed 
the 100,000 unit level and was the 
highest truck output month sine 
November, 1955, when 117,0# 
trucks were built, 


U. C. Dealer Freed 
Of Sticker Fine 
In West Virginia 


CHARLESTON, W. Va.— Pau! 
Keeney, a used-car dealer in nearby 
Marmet, went without punishment 
on a charge of mutilating a Federal 
price sticker on a new car. 

Federal Judge Harry E. Watkins 
fined Keeney $100, but then remit- 
ted thé fine. The judge observed 
that Keeney was “only guilty of # 
technical violation.” 

Keeney told the judge he did not 
know how the sticker had beet 
mutilated. He claimed it must ha 
been done by one of his employe: 

The maximum penalty for remo 
ing, altering of defacing a new-c 
price sticker is a fine of $1,000 4 
a year in jail, or both. 
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Dealer Forum 


by Robert M. Finlay 
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OME dealers operate as though 
they believe it does not matter 


whether they have a good reputa- 
tion or a bad one, but it is inter- 


esting to note how often top sales- 
men list the good reputation of 
their dealers as an important fac- 
tor in their success. 

The 100 top Chrysler and Im- 
perial salesmen—members of the 
OGenturion Chapter of the Chrys- 
ler Medallion Club, an organiza- 
tion devoted to sales training and 
personal improvement — were 
asked how they earned their way 
into the top 100. 

These phrases recur in their 
replies: 

The repe@tation of the dealer... 
quality of product... knowledge 
of product .. . pride in product 
... keep records of customers... 
work ... go where the customers 
- = > 


As They See It 
E are some of the quotes 
about dealers (and remember, 
they weren’t asked about the deal- 
ers—just to write on what made 
them a success): 

Ernest Elk, Waukegan, Ill— 
“Fortunately, I work for one of 
the oldest Chrysler dealers in the 
country. This is a distinct advan-| 
tage in any locality .. .” 

Lawrence Goodman — “My long) 
experience with a prestige com- 
pany, giving our customers fair 
dealings, quality products and ex- 
cellent service ... I have definite 
proof that a satisfied customer is 
my best advertisement and, natu- 
rally, a prospector of new cus- 
tomers.” 

In reference to the dealer’s serv- 
ice department, Keith F. Miller, 
McKimmie Motors, Richmond, Va., 
notes: 

“If my customer is kept happy 
in that department, nine out of 
16 times he will buy his next new 


NADA Mesiinii 
To Be Feature of 
Wash. State Parley | 


SEATTLE. — The NADA profit 
forum will be a part of this year’s 


> 








car from me. , . and he'll speak 
well of us to his friends .. .” 

Jack Summers, of Oswald Motor, 
Cloquet, Minn.—“You must have a 
good, sound dealership to stand 
behind you and your product... 
Our firm, Oswald Motor, was 
formed in 1923, has a statewide 
reputation for honest dealing and 
the finest in service .. .” 

J. M, (Jake) Jacobson — “The 
company I work for has a lot to 
do with my success . _ a 
Mitchell is not only well established 
but well respected and it is not 
difficult to get an audience with top 
executives when they learn you are 
associated with O. R. Mitchell .. .” 


* * * 


The Black Side 


F YOU think this business of re- 

spect for the dealership can be 
brushed aside, we’d like you to take 
a look at a letter written to NADA 
and sent to us about an advertise- 
ment in a Tennessee paper indicat- 
ing that new Buicks were available 
at “spectacular prices starting at 
$2,295 .. . serviced, guaranteed and 
ready to go.” The ad noted that 
“this car on display 24 hours day 
and night in front of our show- 
room...” 

“I wish to relate an experience I 


| had today,” the letter said. “I have | 
been reading that your organization | 


(NADA) has been actively engaged 
in bringing about a better relation- 
ship between the franchised dealer 
and the buying public. 

“Well, I am one of the buying 
public. 

“Enclosed you will find an ad- 
vertisement in the papers, On 
reading the ad, I decided to try 
and buy a new car. The ad looked 
so good, I went to this dealership 
and asked to see the car in the ad. 


“After being pushed around and 
carried to other cars, I decided to 
go elsewhere and get a new car. 


“Since I wanted a Buick more 
than any other car, I went to 
another Buick dealer and asked to 
see a new car. When I priced a 
LeSabre with the same equipment 
as the car I looked at at the first 
dealership, the difference was sev- 
eral hundred dollars. 

“At this I laughed at the ................ 
salesman. I decided to try again 
and buy the car from the first 
dealership, since they offered the 


convention of the Washington|c4r at such a savings. 


State Auto Dealers Assn. which is 
scheduled May 14-16 at the Chi- 
nook Hotel, Yakima. 

It will be the first Far West 
presentation of the forum, which 
is conducted by John Binns, NADA 
director of management services. 

Panelists are David G. Reese 
(Oldsmobile-Rambler), Drexel Hill, 
Pa, and Chris J. Hogan (Chevro- 
let), Rapid City, S. D. 

Other convention speakers will 
be H. L. Galles, NADA president; 
W. Heartsill Wilson, Plymouth 
sales expert, and Fred Williams, 
of Pennzoil Co. 

The opening day of the conven- 
tion will be devoted to golf tourna- 
ments, a cocktail party, buffet 
dinner and dancing at the Yakima 
Country Club. 
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“After getting back to that 
dealership, I get the horse around 
and find that the car cannot be 
bought new for the price quoted 
in the paper. 

“To make a story short, I have 
bought a car and a 1959 car, but it 
was not a Buick, nor will I ever 

go to a place as the above and 
become embarrassed again.” 

We think this letter gives a 
graphic picture of how a dealer can 
spoil business for his line instead 
of building it by advertising that 
draws attention, but then sows hate 
instead of goodwill. 


Always Available 


INSERTED the letter here 

to point up the contrast. To 

get back to the top salesmen, here 

are some of the other points they 
make: 

A veteran Metuchen (N. J.) sales- 
man—he once was one of the top 
Pierce Arrow salesmen—T, Donald 
Hickey, says: 

“Eighty percent of my sales are 
developed through former custom- 
ers, I keep a record of every sale 
. , . if a customer has not shown 
up within a reasonable time for 
service, I call to find out why... 

“I put my home phone on my 
cards and tell my customers to 
call me any time , . . One of my 

owners called from Miami at 10 

p.m. New Year’s eve and ordered 

a new Imperial... 

“I have been with Rossmeyer 
Bros. for 10 years and, without 
their excellent name, it would be 
sort of hard. 

“I emphasize and demonstrate 
benefits and ask for the order, and 
then if I don’t get it, I start all 

(Continued on Page 40, Col. 1) 
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Current Assets 
Cash on hand 
Customers’ accounts 
Customers’ accounts—past due 
New-car inventory 
Parts inventory 
Due from finance companies 
Prepaid insurance 


Fixed Assets 
Land and buildings 
Tools and equipment 


Current Assets 





— NET WORKING CAPITAL — 


Simplified Balance Sheet Example 


sal, soso Accounts payable oc... 200 
a 10,000 FOOr-plan Motes .......0.cccccccceccesseeseeees 9,000 
sue 2,000 Accrued wages 

100 
oosee 300 

—— Long-Term Liabilities 
$18,500 PED tsi dicndinstnpestasAbiboenotees $ 5,000 

i 5,000 Total Liabilities .0.....ccccccccessnnnnen $14,300 


Capital stock 
Earned surplus 





Net Worth 


+ . 





Balance Sheet and Profit Statement ... 


How to Tell If Dealer Is in Black 


Eprror’s Nore: This is the sec- 
ond in a series of articles discuss- 
ing financial management of the 


auto dealership. The material is | 


prepared mainly for the benefit 
of newer dealers and others not 
familiar with accounting and 
other financial details. 
= > = 
By Kenneth C. Kelley Jr. 
Staff Writer 
HE financial statement which 
every dealer files with his fac- 
tory once a month consists of up- 
wards of four pages containing 
literally hundreds of figures, 
Basically, these figures boil down 
to two things: The dealerships bal- 
ance sheet and the current profit 
and loss statement. 


The balance sheet is the dealer- 
ship’s statement of 


No. 2 financial health on a 
in @ given date. It is a 

7 static record, reflect- 
Series ing only the finan- 


cial position on one 
day. Like an appraisal of a used 


Vehicle Operators 
Pay 39% of Taxes 
In Ala., ADAA Says 


MONTGOMERY, Ala—Owners 
and operators of motor vehicles pay 
39.2 percent of all funds collected 
by the State Department of Reve- 
nue, according to the Automobile 
Dealers Assn. of Alabama. 

The figure is based on Revenue 
Department records for the 1957-58 
fiscal year. Automotive vehicle 
taxes produced $79,514,485 of a total 
of $202,385,529. Motorists paid an 
average of $135.81 for each vehicle 
owned and operated, the association 
said. 

This is the breakdown: Gasoline 
tax, $62,532,876; motor carrier mile- 
age, $1,190,816; lubrication oil, $429,- 
679; fines, highway laws, $1,179,209; 
motor fuel, $1,555,011; drivers’ li- 
censes, $1,237,567; ad valorem tax on 
motor vehicles, $1,587,272; license 
tags, $2,302,055; sales tax, parts and 
accessories, $1,931,775; sales tax, 
tires and tubes, $1,251,675; sales tax 
on motor vehicles, $4,316,550. 

The association surveyed the tax 
situation looking to the biennial 
session of the Legislature beginning 
in May. The Senate Finance and 
Taxation and House Ways and 
Means committees already are 
studying finance and taxation mat- 
ters to find additional money for 
schools. 

Taxes and fees follow: Gasoline 
tax, 7 cents a gallon; motor carrier 
tax, based on mileage; lubricating 
oil, 2 cents a gallon; motor fuels, 
7 cents a gallon; driver’s license, 
$2.25 each two years; ad valorem, 
motor vehicles, 6% mills on 60 per- 
cent evaluation; motor vehicle li- 
cense tags, cars, $3;. trucks depend 
upon job-rated capacity; parts and 
accessories, 3 percent sales tax; 
tires and tubes, 3 percent sales tax; 





motor vehicles, 1 percent sales tax 
on new cars and used cars pur- 


chased for resale. 


car, it is only good on the day it 
is prepared. 

The profit and loss statement, on 
the other hand, is the dealership’s 
record of business over a period 
of time. It shows the dealership’s 
|income, outgo and profit, if any, 
during that period of time. 

All dealer financial statement 
forms really call for two profit 
and loss statements. One reflects 
operating results during the most 


shows results for the year to date. 
This article will outline the main 
information to be gained from a 
|study of the balance sheet. The 
| next article will discuss what is to 
|be found on the profit and loss 

| statements. 
> 





¥e~ balance sheet is the first in-| 


formation of the dealer’s finan- 
cial statement form. It is the first 
page of the General Motors, Chrys- 
ler, Studebaker-Packard and Amer- 
ican Motors forms. It is the left or 
outside column on the Ford form. 


Balance sheets are traditionally 
presented in two columns of figures. 
The assets of the company, all 
things of value in the company’s 
possession, are listed on the left. 

The company’s liabilities, all of 
the sums owed by the company, 
are listed on the right side along 
with the company’s net worth. 
Assets equal liabilities plus net 
worth, When they do, the balance 
sheet is in balance. When they 
don’t there is a mistake some- 
where on the form. 


The balance sheet of the ideal 
company would have assets in line 
with the volume of business being 
done, all assets of unquestionable 
value, few liabilities and strong 
net-worth and net-working-capital 
Positions. 


While none of these goals is 100 
percent attainable, the closer the 



























Geant. 1. 





tional make of 
that you file 


Wemhoft 


license . 


auto 
beat : 


Byron Brown (Ford) has been 


annual meeting May 18. , 


Short-Term Liabilities 


recent month and the second | 


On the House. . 


With Chevrolet and Ford running a hot race for 
1959 car sales leadership, some dealers fear that 
there may be a repetition of the registrations-at- 
any-cost campaign of a few years ago. Such a drive 
could be disastrous not only to the Ford and 
Chevrolet dealers but to other makes as well, if 
a price war developed . . 
comments: “Unfortunately, it’s becoming fashion- 
able for dealers to do in-person radio commer- 


If you receive a franchise to handle an addi- 


. . Manager Amos Crowl did a swell job on a special 
30th Anniversary Review of the Northern. California association 
. . . Illinois association is planning to issue credit cards for serv- 
ice customers, following its success in Michigan . . . Dave Willkie, 
veteran Associated Press auto editor, is writing a book on the 
pioneers he’s known in his 50 years of covering the auto 


(Ark.) chamber of commerce; ditto on Walter Hudson (Chevrolet) 
in Stamps, Ark. . . . Chicago dealers planning a golf outing and 


LIABILITIES 















company comes to the ideal, the 
stronger the company. 
- = > 


y= any businessman may 
| theoretically like to see his 
| assets go up and up, the assets must 
| have a reasonable relationship with 
jthe volume of the business, Ob- 
| viously, the 100-car-per-year deal- 
| ship does not need the assets that 
|a 600-car-per-year dealership needs. 


Assets are added to a business 
to increase its profit-making po- 
tential. Once the assets of a com- 
pany are adequate for the firm’s 
volume of business, further in- 
creases in assets without in- 
creases or at least potential in- 
| ereases in the volume of business 
are a waste of money. 
| In this respect, it is the “fixed 
j}assets” which must be watched 
most closely. These include such 
things as the investment in land, 
buildings and equipment. 

While such nonfixed assets as the 
stock of cars and trucks can 
quickly be turned into cash and 
|}can be disposed of in the normal 
course of business, the investment 
in buildings and equipment yields 
its return only slowly. 

> - os 


To overhead expenses connected 
with owning buildings and 
equipment are the expenses which 
the dealer can change only slowly. 
Should a sudden need for cash 
arise, the investment in buildings 
and equipment can be tapped only 
under undesirable circumstances, if 
at all. 

Among the nonfixed assets, there 
are always some of questionable 
value, notes past due and obsolete 
parts, for instance. 

Good management aims to keep 
the questionable assets at the 
lowest possible figure, In the 
cases where questionable assets 
must be retained, good manage- 
ment sets up reserve to offset any 
loss should some of these prove 

(Continued on Page 40, Col. 1) 

















. The Cleveland News 


car, in many states it’s necessary 
an additional application for a 


elected president of the Sheridan 


—Perre Wemuorr, Editor, 
Automotive News 
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Top Year-Ago Level for First Time... 
Stocks Reach 777,313 


As Sales Gain Speed 


(Continued from Page 1) 


ord levels throughout the second 
quarter, especially in view of the 
nationwide sales acceptance in 
January and February, two of the 
worst months weather-wise in years 
for the East and Midwest. 

“Californians alone bought 
nearly 8,000 imported cars during 
February,” a distributor com- 
mented. “Import volume was up 
across the board in every state 
of the Union. No wonder they’re 
hustling over the cars.” 

> > am 

ROVIDING incentive to cash in 

on the American market in 
1959, dealers said, is the anticipa- 
tion of Big Three compact cars for 
the ‘60 model year. 

Importers, eyeing the Big Three 
entries, have begged for a maxi- 
mum allocation of U. S. ship- 
ments to make hay while the 
Big Three’s weight is of neces- 
sity confined to the smaller 
“captive” lines—British and Ger- 
man Ford, Opel, Simca and 
Vauxhall. 

Another factor in the import 
flood is the uncorking of races for 
sales position—Renault vs. Volks- 
wagen for first, Fiat vs. English 
Ford for third, Opel vs. Simca for 
ann. > > > 


peewee planning by domestic 
makers and importers alike is 
being governed additionally by the 
threat of a steel strike July 1— 
and shades of Korea—the not-to- 
be-dismissed possibility of an in- 
ternational crisis over Berlin this 
summer. 

New-car manufacturers all are 
stockpiling steel in this country. 
A prolonged stoppage in the 
mills, however, could delay 1960- 
model introductory dates and 
hand over the autumn market to 
the unaffected Europeans. 

No auto producer, here or in 
Europe, was hedging its ‘59 opti- 





situation. But the threat of hos- 
tilities was expected to play more 
of a part in the international eco- 
nomic picture as the June deadline 
— for demilitarization of Ber- 
in. 

In the meantime, the U. S. auto 
market had a distinctly sharper 
tang than a mere year ago, when 
cutbacks were imposed by all pro- 
ducers to bring dealer inventories 
in line with the recession in buyer 
demand. 

* . - 
CONtRASTED with the early 

Stages of the ’59-model run, 
dealers reported an adequate bal- 
ance of inventories at the begin- 
ning of April. 

Among the “bread-and-butter” 
lines, Rambler Americans and 
Lark VI models were in longer 
supply after initial shortages. 
Some Edsel and Ford dealers 
were scarce on sixes, the factory 
having been caught short by an 
unexpected demand. Plymouth 
also is pushing up its six-cyl- 
inder allotment. 

Comment of the month came 
from a Midwestern dealer in a 
medium-priced make whose sales 
troubles have been well publicized. 
Said he: 

“My factory needs a more re- 
alistic approach to public desire 
in size and design—plus recogni- 
tion that price reduction is the 
only proven method of spurring 
sales on slow items—not contests.” 


New-Car Stocks 


In Field, In Transit 
(Compiled by Automotive News) 
Dealers 


mism on the basis of the Berlin Gee 


January Imports 
Top 52,000 Cars 
For New Record 


DETROIT.—A _ record-smashing 
52,019 cars were imported by the 
U. S. in January—equal to an an- 
nual rate of nearly 625,000. 

The January influx, reported by 
the Automobile Manufacturers 
Assn., came on the heels of 1958 
imports of 430,808 cars and 15,330 


trucks and buses. January truck| Nov 


imports totalled 1,611. : 
Leader in car shipments to this 
country for both January and 1958 


was Great Britain, with West Ger- é 


many second, France third, Italy 
fourth and Sweden fifth. 

Britain shipped 18,287 cars to 
the U. S. market in January and 


153,475 in 1958; West Germany, 16,-/: 


890 and 134,619; France, 11,978 and 
89,481; Italy, 3,206 and 30,406, and 
Sweden, 1,476 and 17,820. 

West Germany dominated the 
truck export picture, accounting 
for 1,391 units in January and 13,- 
084 for the full year. Britain ship- 
ped 199 commercial vehicles in the 
month and 2,009 in 1958. 


Ford Deal Plans 
Switch to Imports 


VICTORIA, B. C.—One of British 
Columbia’s largest dealerships, Na- 
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tional Motors, Ltd. (Ford-Monarch- | 


Edsel), has decided to switch to 
small foreign cars. 

Logan Mayhew, National’s owner 
and president, said he will drop 
Ford Motor Co. products June 30 
because of the squeeze created by 
demand for economy cars and 


doubling up of outlets for big cars | Sept 


in the city. 

Mayhew said foreign makes ac- 
count for 50 percent of the Victoria 
market. His company is up for sale, 
with its Ford franchise, until June 
30, he added. If there are no takers 
by then, it will switch to Singer 
Gazelle and Berkeley, Fiat, Mer- 
cedes-Benz and DKW cars, he said. 


. I, *68.... 
1, *58.... 
> Be Eh... 
> 3%, OD... 
- 1, *58.... 
. 1, 59... 63,600 
. i, 60... 66,620 
t Field stocks include cars actually at 
dealerships, warehoused by dealers 
and factories, and demonstrators. 
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Houston— 


Leaders of the “Live Better By Far With a Brand New Car” sales campaign in 
Houston are, from left, Frank Moore, advertising director, Houston Press; Ralph 
Fowler, general counsel, Houston Automobile Dealers Assn.; H. W. Mossberger, 
advertising director, Houston Chronicle, and Eugene Lemcoe, advertising director, 
Houston Post. The two-week campaign is sponsored by the Bureau of Advertising 
of the American Newspaper Publishers Assn. and is scheduled to close Saturday 
(Apr. 18). More than 520 communities and 800 newspapers are taking part in 


the sales drive. 





Sales Approach Reflects 
Faith in Car, Dealers Told 


NEW YORK.—The confidence 
that a dealer and his salesmen feel 
in their product is reflected in his 
sales approach, Dr. Carl C. Byers, 
Cleveland, special GM lecturer, told 
the 49th annual dinner meeting of 
the Brooklyn-Long Island Automo- 
bile Dealers Assn. 

Byers urged dealers and sales- 
men to face their jobs with a 
smile and present their product 
with honesty. 

“It is not the public’s fault if 
you give your cars away,” George 
H. Ashdown, retiring association 
president told the 450 dealers, “We 
must restore public confidence.” 

The theme of the meeting was 
how dealers can improve their 
relations with both factory and 
customers, thereby assuring them- 
selves greater profits in the com- 
petitive days ahead. 

Cc. J. Seyffer, Ford Motor Co. 
dealer relations manager, said the 
successful dealer will continue to 
be the one who practices good 
business management. He placed 
particular stress on the importance 
of good dealer-customer relations. 

R. C. Sommerville, assistant to 
the Chrysler Corp. dealer rela- 
tions vice-president, agreed with 
Seyffer and said it was of prime 
importance for the dealer to 
learn to develop good salesmen, 
practice good business manage- 
ment himself and pay his sales- 
men adequately to increase their 
enthusiasm. 

Sommerville also emphasized the 
importance of service and said 
many old customers were retained 
through properly organized and 

operated service departments. 

Enthusiasm is as important in 
a sale as is knowledge of the prod- 


An Aero-Space Exhibit— 


Light rays provide power for solar en- 
gine to circulate a mobile inside General 
Motors’ futuristic sphere for “World Con- 
gress of Flight’ at Las Vegas, Nev., Apr. 
12-19. The congress will draw thousands 
of air and missilemen from 35 nations to 
discuss the future in the aero-space age. 
Seven GM divisions are showing examples 
of their contributions to space research 
at the congress. Additionally, GM is spon- 
soring an hour-long telecast, direct from 
the congress, on Apr. 19 (5 to 6 p. m.) 
over the NBC television network, that will 
attempt to explain where we are now and 
where we are going tomorrow in aero- 
space development. Viewing solar display, 
from the “inside out" is Marge Blankart, 
Royal Oak, Mich. 


uct, said Byers. He cautioned 
dealers to remember that old cus- 
tomers were once new customers, 
and that today’s new customer, 
with courteous treatment, will 
probably be tomorrow’s old cus- 
tomer. 

Growth in the auto market in 
the next decade will be concen- 
trated in the compact-car field, 
said Roy Abernethy, automotive 
distribution and marketing vice- 
president of American Motors 
Corp. 

He predicted sales of 7 million 
cars annually within the next five 
years. He said he did not expect 
import-car sales to account for 

more than 8 to 10 percent of the 
market. 

New officers and directors fol- 
low: 

President, John J. Hayes; first 
vice-president, Joseph Schneider; 
second vice-president, Mortimer 
Bock; third vice-president, Victor 
J. Booth; secretary, Harold Perfit; 
treasurer, Daniel G. Croasdalex. 

Kings County directors: Alvin 
Heinzerling and Bock; Queens 

County directors: Sol Davis and 
Bernard Palley; Nassau County 
directors: Malcolm Pierce and 
Schneider, and Suffolk County di- 
rectors, William Frame and Booth. 


Chrysler Pushes 
Gas Turbine for 
Military Vehicles 


WASHINGTON.—The develop- 
ment of automotive gas-turbine en- 
gines has reached the point where 
serious consideration should be 
given to adapting them for use in 
military vehicles, Chrysler Corp.’s 
top research engineer told a De- 
fense Department-sponsored sem- 
inar last week. 

George J. Huebner jr., Chrysler 
executive engineer, said significant 
advances in gas-turbine fuel econ- 
omy have been made in the last 
several years. Studies by Chrysler 
indicate that the turbine could 
equal or exceed the performance 
and efficiency of piston-type en- 
gines in large combat vehicles such 
as tanks, he said. 

Huebner mentioned six reasons 
for feeling that the gas turbine is 
an attractive potential source of 
power for trucks, buses, construc- 
tion equipment, tanks and ships, as 
well as for passenger cars. 

He said the turbine has fewer 
parts, which cuts service and in- 
ventory problems; the turbine is 
lighter, it has virtually no vibra- 
tion, it starts easily at low tem- 
peratures, it requires no antifreeze 
and, while it runs better on some 
fuels than others, it will operate on 
“almost any combustible liquid that 
will flow through a pipe.” 


Dealer Sells 312 Larks 


SOUTH BEND.—Freeman-Spicer 
(Studebaker - Packard - Mercedes) 
set a 33-year Studebaker sales rec- 
ord with the sale of 312 Larks and 
deliveries in March. The firm is 
shooting for a higher sales record 
in April. 





300-H.P. Turbine }- 
Unveiled by Ford 


Two-Stage Design 
Uses Supercharger 


DEARBORN.—Development of 
supercharged gas turbine engine of 
300 horsepower has been announce 
by Ford Motor Co. 

Known as the “704,” the new 
gas turbine has been under de- 
velopment for 2% years, Its 
weight is said to be one-fourth 
that of a truck diesel engine of 
comparable horsepower, while its 
fuel economy rivals a diesel and 
is superior to conventional gaso- 
line engines under most operating 
conditions. 

“The Ford 704 represents an im 
portant break-through in gas tur 
bine design technology,” B. T 
Howes, associate director of Ford's 
engineering research and advanced 
product study, said in announci 
the engine. 

To date, according to Howes, ex 
perimental gas turbines designed) 
for truck and cars have employed 
one stage of air compression. 

704 has two—one a supercharging 
stage—which enables the engine te 
deliver more horsepower from 

smaller size. Early designs hav 
only one combustion chamber, 
whereas the 704 has dual burners. 

“Our design team deliberately by-j 
passed many conventional ap- 
proaches to arrive at this concept,” 
Howes said. ; 

“There are many other unusual) 
features incorporated in the 704," 
he added, “For example, we attain 
maximum fuel economy in a range) 
of 25 to 100 percent of power, 
Earlier designs are efficient only) 
when operating at full power, with) 
fuel consumption rising sharply as) 
power slides below the 100 percent) 
level.” 

Exhaustive component testing 
has been carried out during de- 
velopment. The next step will be — 
testing of the engine as a com- 
plete unit. : 
The 704 weighs 650 pounds in 

stalled, complete with all acces- 
sories built into it and requirin 
only the addition of electrical 
power and fuel. A diesel truck en 
gine of comparable horsepower 
weighs about 2,700 pounds 

“The ‘package’ size of the 704 is 
approximately 38 inches long, 29 
inches wide, and 28 inches high,” 
Howes said. “To draw a compari- 
son, it would fit easily into the en- 
gine compartment of a 1959 Ford 
with room to spare.” 

Each compressor stage effects 4 
four-to-one air compression, The 
low speed compressor turns at 46,- 
500 r.p.m., and the high speed at 
91,500. Both the primary and re 
heat combustion chamber operate 
at 1,700 degrees Fahrenheit. Ex- 
haust gases are discharged at about 
740 degrees, or roughly the same 
temperature as conventional car 
engine exhaust. 

Ford expects to be testing the 
new engine in vehicles before the 
end of the year. The engine was 
shown for the first time in a pres- 
entation to the Defense Department 


in Washington last week. 
> + > 


Ford's Gas Turbine— 


Cutaway view of Ford Motor Co.'s new 
"704" supercharged automotive gas tur- 
bine shows the low-pressure compressor 
and turbine drive assembly, lower center; 
intercooler fan, upper left foreground; 
intercooler, extreme upper left; high-pres 
sure compressor, turbine and accessory 
drive, upper center; primary and second-§ 
ary combustion chambers, upper right; ex-# 
haust heat exchanger, lower right; and@ 
power output turbine, right center. 
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“With the customers we handle, smooth, efficient service is all-important. 


eahpeall So we find it gratifying to work with Commerciat Creprr. They can be 
ployed depended upon to handle finance paper work with a minimum of red ‘tape 


narging or delay. Their local office people are always ready to pitch in and help. 
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Commercial Credit dealers 
are successful dealers 


Write or call the nearest CommerciaL Crepir CoRPORATION 
office for complete information on the benefits of ComMERCIAL 
Creprr Pian. Why not do it, today? 


A service offered through subsidiaries of the 

5 Commercial Credit Company, Baltimore . . . Capital 

and Surplus over $200,000,000 . . . offices in principal 
cities of the United States and Canada. 





Calif. Dealers Hear Galles . 


AUTOMOTIVE NEWS, APRIL 13, 1959 


ee 


U.S. Glamor Urged 
As Import Challenge 


SAN FRANCISCO.—Auto manu- 
facturers must meet the import’s 
challenge by making cars “with 
enough glamor and innovations to 
get people out of their foreign cars 
and into American cars,” NADA 
President H. L. Galles jr. said 
here. 

Addressing the 30th annual 
convention of the Northern Cali- 
fornia Motor Car Dealers Assn., 
Galles said increasing import 
sales could mean further loss for 
American dealers. 

In addition to losing potential 
sales, he continued, the dealer 
faces a situation in which the 
foreign-car buyer doesn’t trade his 


auto in as often as do owners of | 


U. S. models. 


The tradein urge isn’t as great 
because most foreign makes! 
change little or not at all from| 
year to year, Galles said. 


“This means we really have 
to compete for the dollar with 
all facets of industry because 
buyers of imported cars, instead 
of trading their cars so often, 
are likely to buy a swimming | 
pool or take a trip to Europe,” 
he added. 
Warning that a “good portion of 

our business is based on the an- 
nual replacement of the automo- 
bile,” Galles urged manufacturers 
to continue their policy of yearly) 
model changes “to keep buyers in- 
terested and excited.” 

He closed with the observation 
that dealers have a great future 
because “we still provide a pretty 
good package over here in terms 
of horsepower, roominess and com- 
fort” despite higher labor costs. 


George Romney, American 





Motors Corp. president, warned 
that the auto industry must help 
provide the leaders to keep 
America free or the nation could 
lose “the great world struggle 
for existence.” 

Speaking on “Industry Decisions 
That Will Determine Our Future,” 
Romney said the greatest need is 
to face up realistically to national 

at home and abroad and 
to face them as Americans as well 
as members of the auto industry. 


Even the unparalleled success of 
the auto industry has created 
problems, he continued. Since .1955 


Weaver Mfg. 
Is Acquired by 


Detroit Harvester 


DETROIT.—Acquisition of 
Weaver Mfg. Co. of Springfield, 
Ii, by Detroit Harvester Co. 
broadening the company’s output to 
include automotive service equip- 
ment, has been revealed. 

The move was made, Detroit 
Harvester officials explained, in 
anticipation of a significant expan- 
sion of the automotive service 
market during the next 10 years. 

Purchase of the Illinois company 
for cash was announced by J. 
Thomas Smith, president of Detroit 
Harvester, and Ira A. Weaver, pres- 
ident, and E, A. Costa, executive 
vice-president of Weaver Mfg. The 
purchase price was not disclosed. 

All of Weaver's capital stock, 


car sales have failed to keep pace 
with the nation’s economic growth 
“and this should be a cause for 
serious concern,” Romney said. 


This is symtomatic of the ills 
that afflict the U. S. in general 
as well as, the auto industry, he 
added. He also assailed the 
growing concentration economic 
and political power and the de- 
cline in moral and personal 
standards as threats to our way 
of life, 


Union organization, based on a 
monopolistic philosophy instead of 
a competitive philosophy, has 
caused an excess concentration of 
power in union hands and is one 
of the big factors in the present 
wage-price spiral that is wrecking 
the dollar, Romney said. 

At a press conference earlier, 
Romney said AMC expects to sell 
more than 350,000 cars this model 
year and even more next year de- 
spite anticipated competition from 
Big Three compact cars which 
may be introduced late this year 
or early in 1960. 


Asked about the firm’s steel 
supplies in the face of a possible 
strike, he said AMC was the first 
to begin stockpiling. If produc- 
tion remaing at the annual rate 
of 350,000 cars, AMC will be able 
to go into 1960 with supplies now 
in sight, he added. 


J. W. Buchanan (Cadillac-Olds- 
mobile), Hayward, was elected 
president of the association. Other 
officers and directors are: 


E. P. Griswold (Ford), Modesto, 
vice-president; Gil Aschom (Ram- 
bler-Metropolitan) Berkeley, treas- 
urer; Jack M. Roth (Chevrolet- 
Willys), Merced, secretary. 


H. S. Bray (Oldsmobile), Red- 
wood City; I. L. Koppel (Cadillac- 
Oldsmobile), Watsonville; A. W. 
Holtman (Buick-Opel-GMOC), 
Marysville, and J. N. Burton 
(Ford), Sacramento, directors. 


Nebraska Court 
Voids Auto Paper 


Held by Associates 


LINCOLN, Neb.— The Nebraska 
Supreme Court has declared void 
and uncollectible 486 auto loan con- 
tracts held by Associates Discount 
Cérp., auto financing unit of Asso- 
ciates Investment Co. 

The court said the contracts vio- 
lated the state’s installment loan 
act by providing “balloon pay- 
ments” at the end of the contract 
period, payments over longer than 
the permitted 21 months and re- 
quired purchases of insurance. 

Associates had contended that the 
contracts were time sales and not 
subject to the installment loan act. 
The company had no comment on 
further action until the case is 
studied. 

The company opened a branch in 
Omaha in 1947 and closed it in 1955 
when the state opened the court 
case. The case originally involved 
1,175 contracts for about $1,600,000. 
The voided contracts were reported 
to be for $600,000 to $700,000. 

The fate of the 689 contracts not 
covered by the Supreme Court 
voiding order is uncertain. The 
court order made it possible for the 


How They Fared in Canada... 
Ist Quarter Car Output—' 59 vs. ‘58 


3 Months 

Output, 

1959 
FORD MOTOR CO. ........ 27,125 
GENERAL MOTORS 52,973 
CHRYSLER CORP. .......... 13,055 
S-P CORP. 2,219 


Pet. of 
1958 
Total 
27.75 
55.15 
16.20 
0.90 


Gain 
or 
Loss 


+0.69 
+0.39 
—2.51 


+143 


3 Months 
Output, 
1958 


23,265 
46,230 
13,585 

152 





Total Cars, Canada .... 95,372 
* 


100.00 83,832 100.00 
+. 


Ist Quarter Truck Output—'59 vs. ‘58 


3 Months 
Output, 
1959 
CHRYSLER CORP. 1,648 
FORD MOTOR CO. 
GENERAL MOTORS .... 9,018 
INTERNATIONAL 2,923 
Total Trucks, Canada... 17,359 
Combined Total, 
Cars, Trucks, vee 113,231 


Lark, Ford Set Car Pace 
In Canada Output Rise 


By Martin L. Whitmyer 
Staff Writer 


HICLE assemblies in Canada 

during the first quarter rose to 
their highest level since 1958’s sec- 
ond quarter. 

The 113,231 cars and trucks 
turned out during the first three 
months of this year marked a 
14.8 percent increase over the 98,- 
596 vehicles rolled off assembly 
lines during the comparable pe- 
riod a year ago, It was the high- 





Geyer Organizes 
Ad Department for 
Rambler Groups 


NEW YORK.—A complete adver- 
tising service department for Ram- 
bler dealer groups and associations 
across the country has been organ- 
ized within Geyer, Morey, Madden 
& Ballard, Inc., 
according to Sam 
M. Ballard, pres- 
ident, GMM&B is 
the agency for all 
divisions of 
American Motors. 

Neal Nyland, 
vice-president and 
a director of the 
agency, is in 
charge of the new 
section. He has 
relinquished his Neal Nyland 
New York post as administrative 
assistant to the president and is 
setting up headquarters for the 
department in the agency’s Detroit 
office. 


The Dealer Service Department 
will offer full advertising agency 
service to the Rambler dealer 
groups as individual accounts, with 
Nyland reporting to Ballard. 

Ballard said that the agency has 
been servicing a number of the 
independent Rambler dealer groups 
to a degree that already justifies 
special staffing. 

Nyland joined the Geyer agency 
as a vice-president in 1955, coming 
from R. L. Polk Co., Detroit, where 
he had been senior account execu- 
tive and supervisor on accounts of 
all Chrysler Corp. divisions. 

He is a former Nash advertising 
manager and served as account 
executive in Detroit for Kelvinator 


which was formerly held by com-| individuals involved to take action. | division when he first joined Geyer. 


pany executives and members of 
the Weaver family, has been 
acquired by Detroit Harvester. 


60-Cent Dividend 
Restored by Ford 


DEARBORN.—Ford Motor Co.’s 
directors have declared a dividend 
of .60 cents a share, payable on 
Junie 11 to stockholders of record 
on May 12. 

The move restores the dividend 
paid by Ford for the first 2% years 
after the stock was first sold to 
the public. 

The dividend was cut to 40 cents 
per share for the last half of 1958 
and the first quarterly payment in 
1959. 


Late Report... 


Used-Car Market 


The most vigorous wholesale used-car market in more than a year’s 
time was reflected last week in Automotive News’ index. 

The overall average price rose $37 to $1,134, for the biggest week- 
to-week gain indexed since the index of Jan, 20, 1958. 

The average price of ’53s remained unchanged, while all other 
models rode sharply upward. Pacing gains were ’57s, which advanced 
a whopping $235. Other increases amounted to $21 on ’56s, $15 on 
"55s, $10 on ’59s, $9 on ’58s, $8 on ’54s and $2 on ’52s. 

At a group of representative auctions last week, the average con- 
signment was 246.5 units, of which 69.8 percent were sold. A week 
earlier, the sales ratio was 72.0 percent of an average consignment 


of 2404 units. 


Auction reports begin on Page 16. 





Pet. of 
1959 
Total 
9.23 
23.90 
50.50 
16.87 


3 Months 
Output, 
1958 
1,672 
3,696 
6,686 
2,710 


14,764 


est first quarter since 1957, when | 
126,293 cars and trucks were pro- 
duced. 


Car output, with all but Chrysler 
Corp. showing numerical gains over | 
a year ago, totalled 95,372 units) 
during the first three months of| 
1959. Truck assemblies, with Chry- 
sler Corp. again showing the only 
deficit in numerical output, totalled 
17,859 units. 

The 95,372 cars built during the 
first quarter of this year were a 
13.8 percent gain over the 83,832 
units of 1958, Output of 17,859 com- 
mercial cars was a 21 percent in- 
crease over a year ago. 

<a * * 


Y maker to show percent- 
of-industry gains in both car 
and truck assemblies was General 
Motors, which captured better than 
50 percent in both categories and 
set a record for first-quarter car 





production. 

Showing the biggest percent- 
age-point gain among the car 
makers was Studebaker, which 
climbed 195.1 percent in numer- 
ical output. 

Studebaker, on the strength of its 
Lark, turned out 2,219 cars to cap- 
ture 2.33 percent of total industry 
output during the first three 
months of this year, compared with 
0.90 percent on 752 assemblies dur- 
ee the corresponding period of 


GECOND biggest gainer on a 

percent-of-industry basis was 
Ford Motor Co., which turned out 
27.125 cars to capture 28.44 percent 
of total industry assemblies during 
the January-March period of this 
year, as compared with 27.75 per- 
cent on 23,265 car assemblies dur- 
ing the first quarter of last year. 


GM’s output of 52,973 cars dur- 
ing the first three months of this 
year accounted for 55.54 percent 
of total industry assemblies. 
GM’s share of 1958s first quarter 
was 55.15 percent, The corpora- 
tion’s car output during the first 
three months of this year was 
the highest first-quarter produc- 
tion since 1955, when 49,660 cars 
were rolled from the lines. 


GM’s output of 9,018 trucks dur- 
ing the first quarter was good for 
50.50 percent of total industry out- 
put. It captured 45.29 percent in 
1958. 

Numerically, GM’s truck output 
during the first quarter was up 
34.9 percent over the first three 
months a year ago, or more than 
double the increase of the run- 
nerup, Ford of Canada, 

GM’s production of both cars and 
trucks in the first three months 
of 1959 increased by 17.1 percent 
over the same period last year to 
52,973 cars and 9,018 trucks—a total 
of 61,991 vehicles. This was an in- 
crease of 9,074 units over the same 
period last year and second only 
to the record 64,803 first-quarter 
production in 1953. 

International showed a 7.9 per- 
cent numerical increase on output 
of 2,923 trucks during the first 
quarter. 

Chrysler Corp.’s truck production 
was only 24 units below the corres- 
ponding period of a year ago. 


European Market 


Termed Beneficia 
To U. S. Business 


ANN ARBOR.—Formation of 
European Common Market (ECM 
will probably benefit U. S. busine 
says Laurence P. Dowd of th 
University of Michigan. 


Historically, he notes, trade 
pands as economies expand. 
ECM is designed to gradually in 
grate the economies of Fran 
Germany, Italy, Belgium, Luxem 
burg, and The Netherlands, an¢ 
ultimately create a market roughh 


ex 


| equivalent in size to the VU, §. 


Since ECM went into effect early 
this year, many experts have 
warned that the U. S. faces stiffe 
competition with European busi# 
ness, Pointing to mounting labom 
costs in this country and a drop in 
total exports during 1958, they ha 
warned that the U. S. may be pric 
ing itself out of world markets. 

Dowd maintains that there ar 
other more important reasons than) 
prices to explain this loss and thafj 
the danger of the U. S. losing ite 
world markets has probably beer 
exaggerated. ; 

American exports to Europe wer 
exceptionally high during 1957 
cause of the closing of the Su 
Canal by Egypt and because of ¢ 
poor harvest year on the Continent 
In 1958, these factors no longer) 
were present. With the additional 
factor of the recession, Europear 
business, like the U. S., cut back) 
inventories of all kinds. The resull} 
was a rather sharp decline in U. § 
exports to Europe. 

On a long-term basis, however 
Dowd believes U. S. exports te 
Europe will continue to expand 
overall, though not at the rat 
which occurred during the postwar 


GF 


| decade. 


U. S.-made products still rate 
high in prestige with foreign buy- 
ers, he notes, and American firms 
should continue to stress this higt 
quality “product image.” 

At the same time, he suggests) 
U. S. producers should make 
greater efforts to adapt their goods 
to foreign markets, Citing autos af 
an example, he says, “Foreigne 
simply don’t want to buy what th 
call ‘gas gulpers’ when fuel cos 
upward of 65-cents a gallon. Stand 
ard-size American cars also a 
not well suited to narrow forei 
roads.” 


Property Tax 
Asked on Autos 


MADISON, Wis.—The State Leg- 
islature is considering a bill that) 
would allow municipalities to levy 
a 2 percent tax on the value of an 
automobile. 

The tax would be figured by the 
State Motor Vehicle Department on 
the “depreciated market value” of 
the car. The value scale would 
start at 85 percent on a new car 
and fall to 5 percent on nine-year 
old units. The minimum tax would 
be $2. 

The bill was part of a package 
requested by the League of Wis 
consin Municipalities. Another bil 
in the package would tax dealer 
inventories at the rate of $5 for 
each new vehicle and $2.50 for each 
used one. 


50 Years for Rudolph— 


Rudolph Chevrolet is celebrating _ its 
50th anniversary in the automobile busi- 
ness in Phoenix, Ariz. Tipping derbies, 
reminiscent of 1909 when the firm wa 
founded, are C. W. Waddoups sr., bot 
tom, general manager, and C. W. Wad 
doups jr., assistant general manager a 
grandson of the founder, the late 
Rudolph. 



























Sell The Proved Economy King! 


RAMBLER WINS 
FIRST TWO PLACES 


COMPACT CAR CLASS “A” 


back” 
result } 
iU. g 
wever ce 





ropear | 





ts te 
xpand 
> rate 
stwar * 
rs Ist Place: Rambler American... 25.29 mr.c. 
firms 
oll 96 
reste 2nd Place: Rambler 6 eee 22. M.P.G. 
make 
goods 
guerd BOTH WITH AUTOMATIC TRANSMISSION 
— 
tand 
> a 
rei 
Rambler again proves that it is first with what American car 
buyers want most—economy! 
That’s why Rambler is first in sales gains. Today, Rambler is 
not only out-selling most big cars but the US. total of all six of the 
—- best-selling foreign cars combined. In the model year to date, 
be Rambler is 139.5% ahead of last year’s record-breaking pace. 
, the] Rambler dealers are first in profits, too. In fact, Rambler dealers ae 
. from coast-to-coast averaged profits nine times greater than the Rembler Amerleen enverte Wom Les Angeles to Kamas Ciy— 
ould} industry as a whole!* Rambler is easier to sell because millions Winner of Compact Car Class “A” 
ont know Rambler has proved economy, proved dependability, 
ould proved higher resale. 
a *Profit os percent of sales based on Industry Operating Averages OFFICIAL 
bill os reported in Automotive News, Februory 23, 1959 





-aler 
for 


‘4 WOULDN'T YOU 
LIKE TO GO AND 
GROW WITH RAMBLER? 


SANCTION 





Rambler-6, which captured second place in Compact Car 
Class “A”, as it travels‘on the 1898 mile run. 


MAIL THIS COUPON TODAY 


Director of Dealer Development 
American Motors Sales Corporation 
Detroit 32, Michigan 


Dear Sir: Will you please provide me with more complete informa- 
tion about the Rambler franchise. | understand that | am under no 
obligation and my inquiry will be held in the strictest confidence. 





We Have the Product for the 


Exploding:Compact Car Market... 
YOU Have the opportunity! 


Rambler Franchises Also Available in Canada and Important Export Markets. 
In Canada Write to: American Motors (Canada) Litd., 2951 Danforth Ave., Toronto. 
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500 Communities Take Part... 
Live-Better Promotion 


Hits High Sales Note 


DETROIT.—The nationwide 
“Live Better By Far With a Brand 
New Car” promotion reached the 
midway point today (Apr. 13) amid 
the healthiest sales atmosphere in 
two years. 

The two-week campaign spon- 
sored by the Bureau of Advertis- 
ing of the American Newspaper 
Publishers Assn. is scheduled to 
end Saturday (Apr. 18), but in 
some communities it will be con- 
tinued the rest of the month, 

Special rallies, parades, banquets, 

open houses and other events ush- 
ered in the drive last week in at 
least 520 communities. The ad bu- 
reau said more than 800 newspapers 
are participating. 

“Undoubtedly there are more 
markets that we have not yet heard | 
from,” said Charles T. Lipscomb jr., 
bureau president. “These 520 mar-| 
kets are markets in which we know | 
that auto dealers, individually and 
as associations, are working to-| 
gether with the local newspapers 
on the promotion. 

“This is well over twice the num-| 
ber of markets in which ‘You Auto 
Buy’ campaigns were conducted 
last spring.” 

In Milwaukee, Fred E. Barrett, 
chairman of the campaign commit- 
tee, announced that during the 
drive buyers will get a better deal) 
than they will for the rest of the 
year. 

Some of the area’s 76 partici- 
pating dealers will offer cash 
prizes to the top salesmen dur- 
ing the period, he added, while 
other sales incentives also are | 
planned. 

Briefing 150 South Side dealers 
on the Chicago drive, Edward L. 
Cleary. executive vice-president of | 
the Chicago Automobile Trade 
Assn., said the campaign “is timed 
perfectly.” 

Dealer showrooms in Columbus, 
O., were decked in “Live Better” 
banners, posters and slogans. Pro- 
motion kits were given to the 24 
dealers by the Columbus Dispatch. 


In connection with the campaign 
in West Virginia’s Kanawha 
County, the Charleston Gazette and 
the Daily Mail are paying special 
tribute to the owners of the oldest 
autos used daily in commuting to 
work. 


Nearly 300 dealers and salesmen 
from Toledo and nearby communi-| 
ties attended the combined sales | 
rally and breakfast kicking off the 
promotion in the Ohio city. 


The Pittsburgh Better Business 
Bureau urged “Live Better” pro- 
moters to steer clear of “the 
gray-zone type of promotion.” 
“Let’s make the local campaign 
a shining example of confidence— 
building auto advertising and mer-| 
chandising,” the bureau said, offer- 
ing aid to any dealer who needed 

help or ‘advice on an advertising 
problem. 

A downtown parade of 100 new 
autos marked the opening of the 
drive in Youngstown, O. 

Dr. William H, Alexander, special 
GM lecturer, addressed the special 
rally for 600 dealers and salesmen 
in Minneapolis. 

The Little Rock (Ark.) promo- 
tion opened with a parade of new 
and antique cars. 

Roland R. Postel, ad bureau na- 
tional automotive sales manager, 
gave a pep talk on selling at a 








Mercedes Diesel 
Gets 41 M.P.G. in 
Cross-Country Test 


SOUTH BEND.—In the nation’s 
first cross-country diesel car test 
run, a Mercedes-Benz 190-D four- 
door sedan averaged 41.04 miles per 
gallon at a cost of 6 of one cent 
per mile, according to Bill Carroll, 
automotive researcher and journal- 
ist who drove the car. 

Mercedes-Benz 190-D and 180-D 
are the only diesel-powered pas- 
senger cars now sold in the U.S. 

The car left Seattle March 6 and 
had travelled 5,122 miles upon ar- 
rival in New York. 

The car was then exhibited at the 
International Automobile Show, 


| Spring season with 


rally for about 500 dealers and 
salesmen in Ottawa, Ont. 

The Terre-Haute (Ind.) Tribune- 
Star carried a proclamation by 
Mayor Ralph Tucker commending 
|and supporting the efforts of the 
newspaper and auto dealers. 

In Cleveland, where dealers have 
|joined the “Live Better” drive 
after staging a successful 10-day 
campaign of their own, East Ohio 
Gas Co. announced it had pur- 
chased 29 new vehicles during the 
“The Price Is Right—Right Now” 
promotion. 

“Live Better’ markets, in addi- 


‘Dollar Goes Far 
In a Used Car’ 


Is Drive’s Theme 





buying ability and economy, the 
Cleveland Independent Automobile | 
Dealers Assn. has opened the} 
the slogan,}| 
“Your Dollar Goes Far in a Good} 
Used Car.” 

CIADA President Joseph Chizek 
said “April and May are the two 
critical months in used-car buying. 
These are the months that most! 
buyers, visualizing summer driving 
and vacation needs, think of that) 
better car and make their pur- 
chase. As a result, CIADA is work- 
ing with both its members and 
the public to offer the best buy in 
a used car. 

“*Your Dollar Goes Far in a 
Good Used Car’ will not be an idle 


| motto,” explained Chizek. “We are 


pledged to give the motoring pub- 
lic the best value and economy 
during the next two months of 
used-car purchasing.” 


Buffalo Dealers Oppose ' 
Vehicle Inspection by State 


BUFFALO.—A State-operated | 
and staffed vehicle-inspection pro- 
gram would be too costly, the} 
Buffalo Automobile Dealers Assn. | 
asserted in advocating retention of | 
the privately run system. 

Marjorie M, Baker, BADA ex- | 
ecutive secretary, said if the | 

State took over the program 
“either it would have to increase 
the inspection fees or the tax- 
payers would have to absorb all 
other expenses of maintaining 
and operating the stations.” 
Under the present setup, she 
noted, private stations pay an an- 
nual licensing fee of $25 plus 25 
cents for each inspection sticker. 
Last year the revenue from these 
items totalled $850,000, she added. 
When a State-operated program 
was considered in 1951, “when in- 
flation had not hit as hard as it 
has today,” Miss Baker said et | 


ponents estimated initial invest- 
ment would cost $40 million and 
that salaries would total more 
than $5 million annually. 

Under the plan the State would 
have built and equipped 127 in- 
spection stations manned by 842 
inspectors and 127 supervisory 
employes, 

In reply to those who said in- 
spection fees could pay for the 
operation of State-run stations, 
Miss Baker said: 

“Last year 2,710,634 inspections 
were made at no more than $1.50 
each, This would provide a gross 
revenue of $4,065,951—not even a 
large enough amount to pay the 
annual salaries of the 842 inspec- 
tors and 127 supervisors recom- 
mended in 1951.” 

She emphasized that with more 
than 7,000 private stations, last 





DeSoto Dealers Elect 


CHICAGO.—A. Goodman, Sandra 
Motors, Inc., has been elected presi- 
dent of the DeSoto Dealers Assn. 
of Metropolitan Chicago. Other of- 
ficers are Myron Isaacson, Isaacson 
Motors, Inc., vice-president, and 
Arthur P. Wurtlin, secretary-treas- 
urer, 


CLEVELAND.—Stressing solid] Okla.; New London, Conn.; Niles, 


tion to those listed in the March| 
30 and Apr. 6 issues, are: 


Alhambra, Calif.; Alice, Tex.; 
Ames, Ia.; Beacon, N. Y.; Benning- 
ton, Vt.; Bismarck, N. D.; Boone, 
Ia.; Bowling Green, O.; Brainerd, 
Minn.; Brattleboro, Vt.; Bristol, 
Conn.; Cairo, Ill.; Canandaigua, N. 
Y.; Carbondale, Ill. 

Carthage, Mo.; Centralia, I11; 
Chanute, Kans.; Charleston, W. 
Va.; Clarksville, Tenn.; Cleve- 
land; Coeur D’Alene, Id.; Dayton, 
O.; Daytona Beach, Fla.; Denton, 
Tex.; Denver; Des Moines; Dixon, 
Ill.; Dubuque, Ia. 

Durham, N, C.; Eldorado, Kans.; 
Escondido, Calif.; Eugene, Ore.; 
Evansville, Ind.; Flagstaff, Ariz.; 
Fort Dodge, Ia.; Gallup, N. M.; 
zreensboro, N. C.; Guthrie, Okla.; 
Harlingen, Ky.; Huntington Park, 
Calif.; Ionia and Ironwood, Mich. 

Jacksonville, Tex.; Joplin, Mo.; 
Kalispell, Mont.; Kenton, O.; Lock 
Haven, Pa.; London, Ont.; Lufkin, 


















Tex.; Madison, Wis.; Martinsville, 
Va.; Memphis, Tenn.; Merced, 
Calif.; Midland, Mich.; Midland, 


A ‘First’ for GM's Annual Report— 


Photographers, top photo, signal to drivers positioning 73 automobiles at the Gw 
Proving Ground, Milford, Mich., for the first “family portrait" to be included in the 
GM Annual Report, currently being mailed to more than 750,000 GM shareholder; 
Included, with only two exceptions, are one of every ‘59 model produced by GM; 
five car divisions. Missing are the Cadillac Eldorado Brougham and Chevrolet Bel Aj 
Sport Sedan, both of which were introduced after the picture was made last October 
A 40-year-old camera with revolving lens was used to make the picture. Below, K 

Painesville, O.; Palm Springs,|Kesman of GM's central office shows the result—a foldout color photo included j 
Calif.; Panama City, Fla.; Paw- | GM's 1958 report. She is surrounded by a few of the 1,170,000 being mailed & 
tucket, R. L; Peru, Ind.; Peters-| every state in the U. S., all Canadian provinces and 80 countries abroad. 
burg, Va.; a 


td; Fort Arthur, Tex; Progress, ~ m all-Ch evr olet Engine 
Slated for May Output 


Pa.; Quincy, Ill; Quincy, Mass.; 
By George E. Toles 


Rapid City, S. D. 
Staff Correspondent as it is high. The block is splij 


Richmond, Va.; Riverside, Calif.; | 
Roswell, N. M.; Saginaw, Mich.; St. 

, : down the middle and bolted to 

BUFFALO.—Chevrolet expects to gether. It is made entirely of alw 


Tex.; Milwaukee. 

Moncton, N. B., Canada; Mon- 
treal; Moses Lake, Wash.; Mt. 
Clemens, Mich.; Mt. Vernon, 
Wash.; Muscatine, Ia.; Muskogee, 


O.; Ogdensburg, N, Y.; Oil City- 
Franklin, Pa.; Ottumwa, Ia. 





Catharines, Ont.; St. Paul; Salem, | 
O.; San Angelo, Tex.; San Antonio; 
San Luis Obispo, Calif.; Santa} 
Maria, Calif.; Santa Monica, Calif.; 
Sayre, Pa. 


|new engine say it is twice as widé 


Spartanburg, S. C.; Sweetwater, 
Tex.; Tallahassee, Fla.; Taunton, 


Mass.; Texarkana, U. S. A.; Tiffin, | 


O.; Titusville, Pa.; Troy, N. Y.; 


start producing engines for its new 
small car in the Town of Tona-| 
wanda plant next month, it was 
reported in industrial circles here 


minum except for the cylindel 
bores, crankshafts and camshafts— 
which are cast iron. 





| It reportedly will be a 90-horse 
| power engine that will deliver 2 
| to 32 miles per gallon of gasoling) 
|}and top speed of the car will , 
about 90 miles per hour. 

Plant sources said about 300 
production workers have been 
taken off the V-8 lines and put 
to work on preparations for the 


Vincennes, Ind.; Watertown, S. D.; 
West Covina, Calif.; Williamsport, 
W. Va.; Wilson, N. C.; Fort Madi- 
son, Ia. 


last week. 
At least five of the small alu- 
minum, air-cooled engines have 
| been made and tested at the 
| plant, but it will be next month | 
before they are produced in 
quantity, according to reports. 
Layoffs at the plant would have| 
been much higher if plans were not/| 
being made for production of the| "©” small engine. ; 
small engine, it is said. About 400}. Employment at the engine plam 
were laid off last month at the | has been dropping this year. On 
engine plant and the adjoining| Te@S0n is that the sixes are becom 
foundry. ing more popular. The local plan 
: stopped making this type of engin 
Arthur R. Cole, operations man- 
ager at the engine plant, said a about 15 months ago and has beet 


production schedule on the smali| Producing only eight-cylinder em 
engine has not yet been received, | &'"°*- 
but informed sources placed the} 


starting date between Apr. 15 and| 
the end of May. GM to Convert 


ay The, small engine will be mounted | B.Q).P Plant to 
Chevrolet Output | 


is expected to put on the market 


later this year. 
DETROIT.—Operations at GM‘! 





year “no owner had to drive 
miles and miles for an inspection, 
nor did he have to wait hours in 
line as it has been reported they 
do in New Jersey, which has 
State-owned stations.” 

Miss Baker admitted the New 
York system is not perfect, but 
said State Police are doing a “fine 
and conscientious job and in due 
time they will weed our stations 
not living up to standards.” 


S-W Chairmanship 
To Archambault 


CHICAGO —Bennett Archam-| 
bault, 49, who has been president 
and chief executive officer of Stew- 
art-Warner Corp. since May, 1954, 
has been elected to the additional 
position of chairman of the | 





Harrison Radiator division, in| 
nearby Lockport, currently is| Framingham (Mass.) plant will b| 
working on development of a hot-| converted from assembly ¢ 
air heater for the small car. | Buicks, Oldsmobiles and Pontiac 

This heater probably will be | to Chevrolet production, according 
similar to those used in cars in | to GM President John F. Gordon 
the 1930s and the 1940s and which | Management of the plant will b& 
are still available as optional | transferred sometime before th 
equipment for those who want | end of 1959 from the Buick-Olds 
heat quickly on cold days. ,| mobile-Pontiac Assembly divisior 

Those who have seen Chevrolet's | to Chevrolet and Fisher Body, Gor 
don said. B-O-P production 
Framingham will be _ transferreé 
to that division’s plant at Lindeny 
N. J., he added. 

“This change will substantiall 
increase our passenger car assem 
bly on the Eastern Seaboard,” Gor 
don said. It will be Chevrolet's firs 
New England assembly plant. 

Organization of the Framinghar) 
plant will be similar to that 
other Chevrolet-Fisher assembly lo 
cations, Gordon said. 





























of directors. He succeeds James S. 
Knowlson, who died on March 6. 















































Cherokee ’55 Buick 
Sought in Hit-Run 

MASON, Mich.— Auto dealers 
were asked last week by the 
Ingham County sheriff to be on 
the lookout at their shops for 4) 
1955 Cherokee red Buick with 4 
damaged grille, bumper and hood 
ornament. 

A car of this description was 
involved in a fatal hit-run acci- 
dent on U. S. 27 at the nort 
limits of Lansing March 28. In 
formation will be held confiden 
tial. Write or call collect Sherif 
Willard P. Barnes, Mason, OF 
chard 7-9661. 









Colorado «¢ndependents .Choose Officers— 


Bill Dreiling, center, Denver, newly elected president of the Independent Automo- 
bile Dealers Assn. of Colorado, is congratulated by the retiring president, John D. 
Shay, left, while Howard H. Stark, association general manager, looks on. Shay now 
becomes board chairman. Other officers include Michael Marsico, vice-president, and 
directors Vern Sheets, Dick Risley, Al Woldt jr., Howard Marrs, Carrol Kopfer and 
Miles Welsh. - 
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Chrysler dealer 
increases sales 8% 
through emphasis on Stainless Steel trim 


HENRY OBERLING MOTOR CO., Portsmouth, Ohio, 
has been a dealer for Chrysler Corporation products 
for 37 years. This report is from Mr. Jack Vetter, 
General Manager and Vice President of the company. 


“I've made two general observations about new car 
buyers. Number one, most people are sold on style 
and appearance. Number two, the wife usually 
swings the sale one way or the other. From this you 
can see why | place so much importance on 
Stainless Steel trim as a sales feature. Stainless 
looks better than any other trim material and 
Stainless wears better than any other trim material. 
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“Stainless Steel trim has a deep, jewelry-like sheen 
that no other metal can match. It has a feel about it, 
too—hard and solid. Customers appreciate these 
points when you remind them that Stainless trim 

is solid Stainless Steel. And because it's so hard 

it resists dents and scratches. 


“The wives know how well Stainless Steel wears— 
they have plenty of Stainless Steel in their kitchens 
and they've come to associate Stainless with 
quality. This permanent beauty is an important point 
because it means the car will be worth more money 
when the owner is thinking about a trade-in. 


“Our company places a lot of emphasis on Stainless 
Steel trim in our sales approach and in our own 
advertising. It pays off... we’ve had customers 
indicate to us that the Stainless was one of the 
features that led them to buy. I'd say we’ve 
increased our sales at least 8% by selling the 
Stainless Steel story.” USS is a registered trademark 


United States Stee! Corporation — Pittsburgh 
American Steel & Wire - Cleveland 

National Tube — Pittsburgh 

Columbia-Geneva Steel —- San Francisco 
Tennessee Coal & iron — Fairfield, Alabama 
United States Stee! Supply — Stee! Service Centers 
United States Stee! Export Company 


United States Steel 
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Service Plan Marks Return 
To Quality Selling 


MANY an auto observer, the circle of auto merchan- 

dising was back to bedrock foundation again, marking 

a full retreat from the days when so-called “wholesale” 
auto selling was so popular. 


It is a signal victory for the veteran dealers who pointed 
out that, in spite of all the nonsense about the volume 
theory of selling, cars still had to be sold one at a time. 
And if the product was built right, sold right and serviced 
right, the buyer would be back for more in a year or two. 


It took a dealer revolution and a buyer revolution to do 
it, but now we are back to the days when factories are build- 
ing quality back into their cars and are supporting once 
again the service theory of selling. 


That, we believe, is the significance of the new Guardian 


Maintenance program announced the other day by GM and 
supported enthusiastically by the dealers in various GM 
lines. 


A well-backed program of dealer service is bound, we 
believe, to greatly increase repeat sales. This brings the 
rogram into the competitive area, and it will not be long 
ore such a quality service program will be industrywide. 


v 


This is a heartening step for dealers. Not only does it 
mark a step away from deceptive discount selling, but it 
greatly strengthens the position of individual dealers. 


We've heard much about service-absorption programs and 
service penetration programs. But, we believe, the best pro- 
gram is the service program built upon the dollar-and-sense 
reasoning that service pays. 


AUTOMOTIVE NEWS, APRIL 13, 1959 





Coming 
Events 


Dealer Conventions 


Apr. 13-17—20th Annual Convention, 
South Carolina Automobile Dealers 
Assn., Cruise to Nassau, Port of Em- 
barkation, Charleston. 

Apr. 26-29—North Carolina Automobile 
Dealers Assn., Pinehurst, N. C. 

May 2-4—South Dakota Automobile Deal- 
ers Assn., Sheraton Johnson Hotel, Rapid 
City, 

May 7-8—Joint convention of Missouri 

and Illinois dealers, Chase Hotel, St. 













Louis. 
May 1!0-12—Georgia Automobile Dealers 
Assn., Atlanta Biltmore Hotel, Atlanta. 


May 10-12—Tennessee Automotive Assn., 
Patten Hotel, Chattanooga. 

May 12-13—Massachusetts State Auto Deal- 
ers Assn., Statler-Hilton Hotel, Boston. 

May 1416—Washington State Auto Deal- 
ers Assn., Chinook Hotel, Yakima, 

May 17-19 — Idaho Automobile Dealers 
Assn., Boise. 

May 17-19—Texas Automotive 
Assn., Hotel Texas, Fort Worth 

May 21-22—Oregon Automobile Dealers 
Assn., Salem. 

May 22-23—New Mexico Automotive Deal- 
ers Assn., Western Skies Hotel, Albu- 
querque, 

June 45—Pennsylvania Automotive Assn., 
Bedford Springs Hotel, Bedford, Pa. 
June 8— Delaware Automobile Dealers 
- Henlopen Hotel, Rehoboth Beach, 

el. 

June 21-23—Spring Meeting and Golf 
Tournament, New York State Automo- 
Sey reeners, Whiteface Inn, Whiteface, 


Dealers 


June 18-20—Automobile Dealers Assn. of 
Indiana, French Lick Springs, Ind. 
June 21-24—Michigan Automobile Deal- 
ers Assn., Gratiot Inn, Port Huron, 
Mich. | 
Aug. 7-8— Montana Automobile Dealers 

Assn., Butte. 

Aug. 9%1I1— Georgia Independent Auto- 
mobile Dealers Assn., General Ogle- 
thorpe Hotel, Savannah. 

Aug. 23-26—Automobile Dealers Assn. of 
West Virginia, Greenbriar Hotel, White 
Sulphur Springs, W. Va. 

Sept. 45—Maine Automobile Dealers 
Assn.. Samoset Hotel, Rockland. 

Sept. 13-15—Wyoming Automobile Deal- 
ers Convention, Casoer. 

Sept. 14-15—Minnesota Automobile Dealers 
Assn., Hotel St. Paul, St. Paul. 

Sept. 20-2iI—New Hampshire Automobile 
Dealers, Mount Washington Hotel, 
Bretton Woods, N. H. 

Sept. 20-22—3éth Annual Convention, New 
York State Automobile Dealers, The 
Concord, Kiamesha Lake, N. Y 

Sept. 20-22—Colorado Automobile Dealers 
Assn.. Broadmoor Hotel, Colorado 
Springs. 

Sept. 20-22—Kentucky Automobile Dealers 
Assn., Kentucky Dam Village, Gilberts- 
ville, Ky. 

Sept. 20-22—New Jersey Automotive Trade 
Assn., Hotel Chalfonte-Haddon Hall, 
Atlantic City. 

Sept. 21-22—Wisconsin Automotive Trades 
Assn., Schroeder Hotel, Milwaukee. 


























Small-Town Security View 
I have read with much interest 
your reproduction of many letters 


Oct. 11-13—Automotive Trade Assn. of 
Virginia, John Marshall Hotel, Rich- from dealers regarding the pees 
mond. and cons of “territory security. 
Oct. 1820—Floride Automobile Dealers | However, here is one phase of the 
Acs. Hotel Robert Meyer, Jackson- | question I have not seen discussed; 
ville. 


one I believe to be important to 


Oct. 2526—Oklahome Automobile Desl- | know before a small-town dealer 


ers Assn., Hotel Tulsa Tulsa. 


Nov. 15-17—Mississippi Automobile Deal- “ ” ” 
ers Assn., Buena Vista Hotel, Biloxi. he is “for” or “against.” Acknowl- 
Nov. 10—Connecticut Automotive Trades edging that proposed legislation on 
Assn., Statler-Hilton, Hartford. the subject is merely permissive, 
Nov. 21-23—Arkansas Automobile Dealers what will the manufacturers do 


Assn., Hotel Arlington, Hot Springs. 
- . . 


Auto Shows 


Oct, 21-25—International Foreign & Sports 
Car Show, Commonwealth Armory, Bos- 


ton. 

Jan. 24-28—1960—International Foreign & 
Sports Car Show, Dinner Key Rudi- 
torium, Miami. 

Feb. 10-13—1960—Automotive Service In- 


(how far will they go) if they are 
given the green light in this mat- 
ter? 

General Motors has endorsed 
“territory security,” but only 
with the qualification that it be 
on “the same basis” as previously 
employed prior to 1949. Let me 


dustri c ; remind small-town dealers that 
we. Show, Colesium, New the ao cuted ity” 
~ 2.9 was applied then was “the city 
General limits of the town in which the 

Apr. 16-18—Newport News-Hampton Auto dealership is located.” 
— War Memorial Stadium, Hamp- And the infringement penalty per 


car was $35 voluntary and $50 in- 
voluntary. (Wasn’t that generous?) 
If this is the “same basis” General 
Motors refers to now, I want no 
part of it. But, if permissive legis- 


a. 

Apr. 1822—American Society of Tool 
Engineers’ Annual Meeting, Hotel 
Schroeder, Milwaukee. 

Apr. 26-30—Annual Spring Meeting Truck 
Operations Council, American estion 
Assn., Leamington Hotel, Minneapolis. 


30 Years Ago... 


The Big Stories 


Gasoline in foreign countries in 1929 cost from 24 to 68 cents a 
gallon, according to the Department of Commerce, The lowest price 
outside the U. S. was in Toronto where it could be purchased for 24 
cents. British East Africa held the peak for the high cost of motoring 
with a price of 68 cents a gallon. Gasoline was reported at 60 cents 
a gallon in Bolivia. 

Automobile factories in the U. S. and Canada rolled up the biggest 
monthly production in history in March, 1929, when 595,000 units were 
produced, A record also was established for the first quarter of 1929 
with 1,514,587 units. This was 50 percent ahead the same period in 1928 
when 1,007,274 units were produced, and 30 percent greater than the 
previous best first quarter in 1926 when 1,162,808 units were produced. 

According to the U. S. Bureau of Public Roads, there was one car 
for every five persons in the U. S., or one for every family. The bureau 
reported a total of 24,493,124 vehicles in 1928, a gain of 1,359,883, over 
the previous year. The country’s population was listed at 120,013,000. 

—From the Files of Automotive News. 





Automotive Cartoon | 


Of the Week 


"It’s high time we got a new one, Henry . . . 
our mechanic is living better than we are!" 





ean definitely determine whether); ; 



















































letters but you may sign your name with the assurance that it will not 
used, if you so request. Address Editor, Automotive News, Detroit 7, Mich. 


lation is passed, the manufacturers 
may (or could) give us just such) 
a deal again whether we want it’ 
or not. Being an ex-factory repre- 
sentative, I am a little suspicious 
of some of their gestures. 

If territory security is good, why 
shouldn’t the infringement penalty 
be the full gross profit on the deal 
and why shouldn't protection 
be given on the entire territory for 
which the dealer is held responsi- 
ble, instead of stopping at the city 
limits? Surely, no dealer is naive 
enough to believe that will ever 
happen . .. but the principle of 
“security” is the same. 

Naturally, a dealer in a large 
town or city is in favor of terri- 
tory security ... and, just as 
naturally, a small-town dealer 
should be against it. I am not in 
favor of it because I am a small- 
town dealer. I would swap the 
“security” within the “city lim- 
its” of my small town for the 
same within the city limits of a 
large town any time. 

However, I don’t believe small- 
town dealers have a thing to worry 
about, because I don’t believe per- 
missive legislation has a chance of 
being passed ... or standing up 
against the Justice Department if 
it is passed. 

Even if a majority of dealers 
favor territory security (which I 
doubt) the screams and yells of 
a small minority will be heard more 
sympathetically by the Justice De- 
partment and Federal Trade Com- 
mission. But, small-town dealers, 
don’t forget to scream and yell.— 


Missour! DEALER. 
* * . 


Only 1 VW Deal in Denver 


In the March 23 issue, we noticed 
that you listed, under “Auto Dealer 
Changes,” a Mr. Bauer and a Mr. 
Joseph as owners of a Volkswagen 
dealership in Denver. We are dis- 
tributors for Volkswagen in that 
area and have at present only one 
authorized dealership, which is: 
Mountain States Motors, Inc., 5901 
East Colfax, Denver.—IntTEr-ContTr 
NENTAL Motors Corp., San Antonio. 
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Published monthly by Universal C.1.T. Credit Corporation, the Sales Ticker contains items of interest to automobile dealers and salesmen. 


LOCAL DISASTERS 


It’s Your Business 


Outselling Cheapness 


By DEVON SMITH 
Financial Editor—The Toronto Telegram + Reprinted by Permission 


How to outflank price competition is 
a chunk of know-how that should be in 
every salesman’s arsenal. 

Like unemployment, of course, price 
competition can 
be finally licked 
only by a cure 
worse than the 
problem. 

There is no 
unemployment 
in a slave econ- 
omy and there 
is no price com- 
petition ina 
noncompetitive 
economy. 

But, again like unemployment, price 
competition can be fought with a sub- 
stantial degree of success, without our 
losing our individual initiative. 

A bag of tricks for doing this has 
been prepared for automobile salesmen 
by Canadian Acceptance Corporation. 

(Editor’s note: And Universal C.1.T.) 

An article as big and costly as a car 
is bound to be about as susceptible to 
price competition as most things. So I 
thought the ideas would be generally 
helpful. 

What is the answer to the price 
problem? That seems a good place to 
start. The answer, according to this 
program is: “To sell the quality fea- 
tures so effectively that by the time 
you’ve completed your story the price 
doesn’t matter any more.” 

Sounds a bit trite? Well, maybe— 
but look at it this way: 

If you’re working to overcome price 
competition you’re selling quality (or 
you shouldn’t be in business) and the 
man who buys a better product soon 
forgets that he paid more for it and 
remembers only the satisfaction that 
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Service Leasing 
Hits High Gear 


In the last 4 months, Service Leasing 
Corporation has approved hundreds of 
leasing transactions that are being 
handled by dealers sellings cars or 
trucks in every state in the Union. 
These dealers, representing every pop- 
ular franchise, are taking advantage of 
the no-risk SLC way of profiting by 
the growing trend to fleet leasing. 

“Leased cars are now used by most 
major categories of nationwide busi- 
ness organizations,” asserted George 
Culp, Vice President of Service Leasing 
Corporation, “and every indication is 
that this trend has spread just as 
rapidly among regional and local busi- 
nesses. 

“To cite just a few of the oppor- 





it gives. 

So the real job is to define the 
techniques of selling quality. 

And that takes us back to good 
salesmanship, which is not to sell a 
product as such, but to sell the fulfil- 
ment of needs and/or desires. 

CAC puts it this way: a car buyer 
is interested only in the benefits you 
can offer him . . . and these stem from 
the quality features of your car, your 
dealership, and your finance plan. 

Add up the quality benefits, sub- 
tract the weaknesses of the cheaper 
competitive deal, divide the small extra 
cost over the period of usefulness. 

The finance company scores a very 
good point in talking about the extra 
benefits you push. They talk in terms 
of cars but this point is good for any 
type of product. 

Bear in mind that features like 
springs, foam rubber, brakes, lights, 
etc., are not desirable in themselves. 

They must be translated into the 
basic benefit they will provide to the 
driver and his passengers. 


““Quality Sells”’ 


The “bag of tricks’”’ referred to 
by Devon Smith in the above 
article is available to car dealers 
through any representative of 
Universal C.I.T. Credit Corpora- 
tion or Canadian Acceptance Cor- 
poration. This intensive, one-ses- 
sion meeting includes a half-hour 
training film “‘Quality Sells’, 
which features stars of TV and 
Hollywood. It will provide your 
salesmen with a proven method 
of overcoming price competition 
and closing more sales. 


tunities for dealers to cash in on fleet 
leasing,” Culp said, “in the past few 
weeks, we have approved leasing deals 
for:—a building material manufactur- 
er, an insurance agency, a building 
supply company, a chain of furniture 
stores, an undertaker, a private police 
force, an oil field supply company, a 
college, a bank and a group of commer- 
cial photographers. The fleets of cars 
and trucks range from five to hundreds 
of units.” 

As more and more companies turn 
to leasing, every dealer must be ready 
to offer his leasing prospects a deal that 
provides fleet operating economies— 
and provides him with a risk free profit 
on every car delivered. SLC is organ- 
ized to help you sell fleet vehicles. For 
details, contact your local Universal 
C.1.T. representative or write to Service 
Leasing Corporation, 650 Madison 
Avenue, New York 22, N. Y. 


BRING FAST HELP 


First Aid from C.I.T. for Stricken Car Owners 


Early last February, a fierce tornado ripped into the St. Louis area. Homes 
were destroyed, and damage to cars and other personal property ran into the 
hundreds of thousands of dollars. Within 24 hours, the local C.I.T. man moved 
into action. By phone, he alerted headquarters in New York. As rapidly as 
possible, Service Insurance Company adjusters from as far away as Texas were 


$50 WINNER 


Selling the 
“Missing” Features 


Overcoming a prospect’s fondness 
for the car he’s driving is always a 
problem for salesmen. This is one reason 
why the Sales Ticker sends its $50 
award this month to Glenn W. Osborn, 
salesman for Birkeland Auto Sales, 
Rock Island, Illinois. He writes:— 

“The Universal C.1.T. Used Car 
Selling System, as you know, provides 
us with colorful, easy-to-read wind- 
shield stickers that help sell our used 
cars. These stickers tell us the features 
and performance which any used car 
on our lot will deliver—the features 
that made it an outstanding value as a 
new car. 

“But, I have found an additional use 
for these Used Car Stickers—one that 
proves effective in selling a new car. 

“When I have a prospect, I check 
the C.I.T. windshield sticker file and 
find the sticker covering his trade-in. 
From this I can draw up in my mind a 





Glenn Osborn (left) of Rock Island, inois, 
accepts $50 Sales Ticker Award from 
Bob Foy, District Manager of Universal 
C.I.T. Credit Corporation. 


list of the features our car has that are 
missing in the car he is now driving. 
Playing up these ‘missing’ features 
makes a strong, tailor-made presenta- 
tion that has paid off for me in extra 
sales.” 


You may win $50 
by sending your Award Idea to: 


Sales Ticker Editor, 
650 Madison Ave., 
New York 22, New York 





assembled into a task force and moved 
into the St. Louis area. They settled 
claims on the spot and, if records were 
lost or damaged, they obtained dupli- 
cates within hours. 

At the same time, a large-space ad 
was flashed to the two St. Louis news- 
papers. It appeared within 48 hours of 
the first phone call to New York, offer- 
ing the help of the local Universal 
C.1.T. Branch to any C.1.T. customer. 

This advertisement read, in part, 
“If you are financing an automobile or 
truck through Universal C.I.T. we 
urge you to get in touch with our office 


FRIENDLY AID 


TO OWNERS OF 


DAMAGED PROPERTY 


If you are Gnanring an awiermelily or truck through Unb 
ere vow to grt im towrh with our offeee at 
oore if we 10 it be desiree 
to rede the emewnt af some prrernt monthly pay mermta, 
arrangrrernts can ber mare te ce ce Univeral CIT wiehes 
to assure bedert purchasrrs she have sastained heavy pee 
sonal lowers that they will mat le preserd for paeyment 

Uf pbs coral damage insurance on your car was arranged bor 
ly t misersal CLT. through Service Fire inserence Com 
pens thes have assered ws of apredy ertihement if your boss 
ie reparted to os promptly. 
Come te and bet we review 
glad to discuss revising pour arrount to hrip .ou meet com 
dvtione caused by the Bool. If sour rreords of the tremsac- 
toe were lost or damages. ve can furnish duplicates 


versal CAT. we 
can be belpfel to you im any way 


vor srtuation and wr shell be 


WE WILL HELP YOU TO ADJUST PAYMENTS 
TO PRESENT CONDITIONS 


Universal C.1.T. Credit Corporation 


Branch Addre=s Telephone No. 





at once. If it is desirable to reduce the 
amount of your present monthly pay- 
ments, arrangements can be made to 
do so. Universal C.I.T. wishes to assure 
budget purchasers who have sustained 
heavy personal losses that they will 
not be pressed for payment. We will 
help you to adjust payments to present 
conditions.” 

This swift chain of events is by no 
means an isolated case. At least six to 
eight times each year, C.I.T. mobilizes 
its forces for such local disasters, rang- 
ing from floods to hurricanes. More- 
over, in states where small loans are 
made by C.I.T. affiliates, they offer to 
assist in the financing of home repairs, 
and restoring storm damaged property. 

This ability to move quickly into 
action in behalf of its customers is an- 
other way in which C.I.T. helps pro- 
tect the good will of your car buyers. 
Going beyond the call of duty is part 
of the day’s work for your local Uni- 
versal C.I.T. branch, and it pays off in 
repeat business for you. 
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AUTOMOTIVE WASHINGTON 
‘Invisible’ Role Eyed 
By U.S. in Steel Talks 


By William Ullman 


Washington Bureau Chief 


B* REMOTE control from Washington, the Government 
is going to do its best to be an invisible “third negotia- 


tor” at steel company and union bargaining 


spring. 


sessions this 


Two Congressional investigating groups have announced 
i a me 


their intention to dig into th 
question of steel wage and 
price hikes by holding public 


hearings, and one group may make j 


its hearings coincide with crucial 
company-union negotiations in 
May. 

In addition, President Eisen- 
hower has asked steel negotiators 
to consider the public interest dur- 
ing their talks. 

Never before in peacetime has 
steel bargaining received such close 
attention from the Government. 
The reason is that an increase in 





steel prices— 
which would 
probably be re- 
flected in higher 
car prices, bigger 
construction 
costs, and higher 
prices for dozens 
of other things— 
would deal a hard 
body blow to Fed- 
eral attempts to 
hold back infla- 
William Uliman tion. 


The first hearings are scheduled 


ALREADY BREAKING 
SALES RECORDS 


AR DER 


IN-THE-LINE 


suk | 


Completely new idea in gas filters—sweeping the country on 
a wave of sales! Totally new design concept with terrific 


motorist appeal. . 


to begin Apr. 22 before the Senate 
Antitrust subcommittee headed by 
Senator Estes Kefauver, Tennessee 
Democrat. Among the witnesses in- 
vited to testify are Roger Blough, 
chairman of U. S. Steel Corp., and 
David J. McDonald, president of 
the United Steelworkers Union. 

Ostensible purpose of the Ke- 
fauver hearings is to hear testi- 
mony on the “price notification” 
bill of Senator Joseph C. O’Ma- 
honey, Wyoming Democrat. That 
measure, similar to others intro- 
duced in both the House and 
Senate this session, would require 
certain big industries to file ad- 
vance notice of their intent to 
raise prices. 

It also would require them to 
make public justification of the 
price hikes before putting them 
into effect. 

Few observers expect the O’Ma- 
honey bill—or any of the other 
price-notification measures—to 
make the grade this year. But 
Kefauver may have decided that! 
the publicity value of his steel| 
hearings may be well worth the| 


cost, even if no legislation results. | 
= o +. 





Douglas Plans Hearings 


VEN more candid about his in-| 
tention to focus attention on) 
steel bargaining is Senator Paul| 


“*< 
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- moves fast at $3.95 plus installation. 


Not a “‘paper” element, but a genuine Micro-Ceramic Filter 
—plus patented Magnatrap® and Automatic Bypass Relief 
Valve! Laboratory and road tested and proved—maximum 
filtering performance for one full year of normal driving 
without filter replacement. Complete, powerful promotion 


package—and 3 out of every 4 motorists are prime prospects! 


Ez" ECE. E: > 


With initial order for Carton of 10 
Filters, each in handsome individual 
package, you get Display Rack, handy 
Tube Cutter, Window Posters, 
Consumer Folders. Don’t miss your 
share of profits. . . stock up now... 
call your Supplier today! 


ae oer! 


FREES POWER 


Douglas, Illinois Democrat and 
chairman of the Joint Economic 
Committee. This is the committee 
which has embarked on a $200,000 
study of “the American economy at 
mid-century.” 

has said there is a 
definite possibility he will hold 
hearings at the same time that 
companies and unions are com- 
ing to grips on wage questions. 

He announced that steel hearings 
probably would begin with expert 
testimony “to bring the facts out” 
concerning prospective wage and 
price increases. Then, Douglas 
said, steel management and labor 
would be given an opportunity to 
“reply and comment.” 

Concern over the possibility of 
steel-price increases cuts across 
party lines in Washington, al- 
though many Democrats would 
like to go farther than the Repub- 
licans, and force companies to com- 
ply with some sort of price-notifi- 


cation law. 
= > > 


Ike’s Plea Seen Futile 


eaves, for example, has in- 
dicated he doesn’t think Presi- 
dent Eisenhower’s request for 
“statesmanship” in the industry 
will do much good. 

“It is impossible,” the senator 


SASOLINE FILTER 


Trade Reports: 


“CONSUMER EXCITEMENT, 
STRONG SALES!” 


declared, “to expect corrective 
results by pious pleas to the man-~ 
agers of great industries.” 

If the O’Mahoney bill w 
passed, Kefauver said he felt c 
tain that companies planning t@ 
raise prices unduly “will be relue 
tant to explain to the Americ 
people” the reasons for the in 
creases. 

This Government attempi 
make itself felt as a kind of pub 
lic conscience during forthcomi 
steel negotiations may prove an i 
teresting experiment. 

+ + = 


What May Develop 


| ye IT works, the American peo 
ple will have discovered a mid 
dle course between reckless pric 
increases, on the one hand, a 
Federal wage-price controls, on th 
other. 

If it doesn’t work, and if stee 
prices go up, the nation may fi 
itself a step nearer to the kind «a 
onerous controls on the econom 
| that nobody really wants. 

> * * 


Foreign Investment Urged 


STATE DEPARTMENT repo 

has proposed a far-reachi 
program to encourage America 
businessmen to invest more mon 
abroad—particularly in underdeve 
oped nations. 

The program proposes the use 
of Government authority and 
public funds to induce private 
American investors to ex pand 
their overseas investments, 
largely through working partner- 
ships with local capital in foreign 
countries. 

Much of the program would 
quire no legislation to put it inte 
effect, although a recommendatic 
for tax deferrals for Americ 
firms investing funds abroad would 


require changes in the law. 
> > > 


|Vapor-Lock Causes 


REPORT which identifies th 

basic causes of vapor lock i 
automotive fuel systems has just 
been released to the public by th 
wT through the Department o 
Co erce. 


The factors are identified as 
fuel characteristics, climate, and 
fuel system design. All three, ac- 
cording to the report, contribute 
to the premature vaporization of 
fuel, which limits the amount of 
liquid fuel reaching the carbure- 
tor and can cause engine misfir- 
ing, loss of power, or stop it 
completely. 

The report, PB 131843, costs $2.50 
and may be ordered from OTS 
U. S. Department of Commerc 
Washington 25, D. C. 


Rail-Rate Plan 
Slapped by Trucks 
And Waterways 


WASHINGTON. — The Americar 
Trucking Assns. and six waterwa 
and trucking organizations have at 
tacked a new railroad rate propo 
which, according to ATA, “would 
tend to tie large shipper’s traffic 
to the rails.” 








Endorsed by 


—toun rt Lab 


famous automotive authority 


“‘traps road dirt, frees power!” 


Tom is known 


of motorists... 


to millions 
when he says 


something, they stop, look, and 
buy! Tom’s famous face is 
featured in Carter’s mighty 
selling push to promote 
In-The-Line Filter sales for you! 


Two petitions were filed asking 
the Interstate Commerce Commi 
sion to throw out or suspend fo 
hearing an “agreed-charge” rail 
rate on pipe and tubing from Saul 
Ste. Marie, Ont., to Chicago. 

ATA claimed the “agreed charge 
would allow railroads to reduce 
rates sharply to shippers who 
agreed to ship a fixed high percent 
age of their annual traffic by rai 

According to the truck and water 
ways group, the plan would be in 
violation of the Interstate Com 
merce Act and the Davis-Elki 
Act. 

It reportedly would allow the 
Minneapolis, St. Paul & Sault Ste 
Marie Railroad Co. to offer a reduc 
tion of $2.13 per net ton on severe 
kinds of iron and steel pipe of 
tubing with a minimum weight o' 
80,000 pounds from Ontario to Chi 
cago. 

However, according to the pro 
testing parties, the shipper woul 
have to guarantee that at least 9 
percent of these commodities being 
shipped between now and Apr. 1 
1960, would move by rail. 


Dealer’s Hat in Ring 
LEXINGTON, N. C.—Elmer Pi 
Nance, Lexington auto dealer, ha) 
announced his candidacy for mayot} 
of the city in the May 5 municipal 
election. 8 
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Stiga) ltt 
UP 268.5% 


Rambler’s Skyrocketing Fleet 
Sales—To National and Local 
Fleet Accounts... Rental and 
Leasing Firms...Public Utilities 
... Governmental Agencies 
and Taxicab Companies— 
Are In Tune With Rambler’s 
Record-Breaking Popularity 
With Individual Buyers. 


| DISCERNING CAR BUYERS ARE SWITCHING TO RAMBLER 
LKE TO GO IN RECORD NUMBERS BECAUSE - 


AND GROW WITH @ Rambler Costs Less To Buy @ Rambler Costs Less To Operate 
@ Rambler Has Top Resale Value 


RAMBLER - EVERY RAMBLER FLEET SALE IS A DEALER TRANSACTION! 


set ee a ee ee 1 
MAIL THIS COUPON TODAY 


We Have the Product for the 
Exploding:Compact Car Market... 
YOU Have the opportunity! 


Rambler Franchises Also Available in Canada and Important Export Markets. 
In Canada Write to: American Motors (Canada) Ltd., 2951 Danforth Ave., Toronto. 


| 
| 
| 
| Director of Dealer Development 

| American Motors Sales Corporation 

| Detroit 32, Michigan 

| Dear Sir: Will you please provide me with more complete informa- 
| tion about the Rambler franchise. | understand that | am under no 
| obligation and my inquiry will be held in the strictest confidence. 
| 

| 

| 

| 

| 

| 


i accecnicietenccimnmanes aiadliaieistaligesdtaiacapaeamainiaieamaieaiammnae imide 
ADDRESS 


ee ae 
(PLEASE PRINT) 
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tic wheel for Jeeps, was recently 
announced by Willard D. England, 
chief of the material research and 
development division of the Ar- 
senal. This wheel has proven so 
successful that similar wheels will 
probably be designed for the 
Army’s entire family of vehicles. | 

& + * | 








TURNINGS ... 


Plastic Vehicles, Parts 


Gain in Army’s Favor = | 


By Joseph M. Callahan tensively tested and they sur- 
Engineering Editor passed steel wheels in many 
ENTER LINE, Mich.—The Army is taking a much | Strength evaluations. On the Rotary 


Fatigue Test, 30,000 revolutions are | 
closer look at plastic vehicles and plastic components, | required for steel production ve- 


according to engineers at the Ordnance Tank-Automotive |hicle wheels. The plastic wheel | 
Command at the Detroit Arsenal. made 178,425 successful revolutions 

Behind this renewed interest are the improved plastics Alo aa an aka a 
now available, plus the old® , BP 


stood a Material I t Test of 
factors of the desirability of canie ¢ wre > 


a ee pan 2,020 pounds, which is considered 
lighter weight and potentially satisfactory, The Bureau of 
lower costs. 


how about plastic | Standards Rim Test demands 
vehicle compo- 100,000 revolutions for a steel 

One Army report said recently . 
that “plastics today would offer no 


nents from the 
advantage with respect to costs, 


auto makers and . 
auto suppliers, it 4,445,000 revolutions. 
but America will soon reach a 
cross-over point beyond which steel 


is felt that some Kelsey Hayes, the auto industry’s 
of the develop-| largest independent wheel maker, 

will become more scarce and will ments will have/|directed the design of the wheel 

be used for critical applications, 

whereas improved plastics will be- 


come more plentiful, reasonable| 4. M. Callahan auto industry|sion, of Goodyear Tire & Rubber | sota Mining & Mfg, Co. 
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wheel and the plastic wheel made | Army's All-Plastic ‘Fox'— 


important impli-|™old and helped select the most precoated glass fiber which is called 
cations for the_| Suitable plastic. The Aircraft divi-| Scotch-ply by its producer, Minne- 






















































lt will be business as usual 


at Smith & Cross 


»».+ with the help of the 4tna Life's Business Pianning Department 


Arthur H. Smith and Robert Cross are partners in an automobile dealership. 

Their company has grown over the years and looks to a prosperous future. 

Both Smith and Cross are known as good businessmen. They are aware that when either 
of them dies the partnership, by law, ceases to exist. The surviving partner and 

the heirs of the deceased partner are left to pick up the pieces. Therefore, 

with the help of their A2tna Life representative, attorney and accountant, they set up 
a plan to assure continuation of the business and security for their own families. 

If you own or operate any kind of business, it will pay you to investigate the vital need 
for a business continuation plan — and no one is better equipped to serve your in- 
terests than the Business Planning Department of your local A2tna Life General Agency. 


AE TNA LIFE 


INSURANCE COMPANY 
Affiliates: AAtna Casualty & Surety Co. « Standard Fire Insurance Co. « Hartford, Conn. 








and acceptable.” eventually. Co., produced the wheels. The Army concluded that “pre-| 
Although the Ordnance people One of these components, a plas- | The _material selected was epoxy | liminary testing of the wheel has 





A drawing of a plastic Fox, an amphibious pickup that the Army is planning to 
build as a test rig for the evaluation of plastic components. 


indicated such outstanding physical 
properties that plastic wheels may 
be used on tomorrow’s automobiles. 
For the small military vehicles a 
weight saving of 30 pounds can be 
gained, as well as through and 


| through color and no rusting.” 


. * * 


N ANTICIPATION of the day 

when the Army will want ve- 
hicles made almost entirely of 
plastic, Ordnance is planning to 
build a largely plastic amphibious 
test rig. It was labelled the plastic 
Fox, 

According to plans, this vehicle 
will stand up in fresh and salt- 
water climates without protective 
treatments or paints. The body 
will have thin walls of fiberglass 
and polyester spaced two inches 


apart and filled with polyurethane 


rigid foam. It will have plastic 
wheels with lightweight nylon- 
synthetic rubber tires. 

The springs will be made of 
plastic. Its cab will be an all-plastic 
applique and the rear space will be 
designed for vinyl-coated nylon 
fabric stretched over plastic roof 
bows. Clear plastic windows and 
windshield may be used. Fuel and 
oil lines and critical fittings will be 
of nylon. 

The propeller of this amphibious 
pickup will be made of nylon also, 
since it can be molded mirror- 
smooth and is not susceptible to 
corrosion. Seat cushions will be 
made of polyether resilient foam 
covered with breathable vinyl. 

> > > 

F DESIRED, the front and rear 

bumpers will be made of Enso- 
lite, a product of U. S. Rubber Co., 
that would furnish extra buoyancy 
afloat while also permitting a reck- 
less G. I, driver to hit a dock with 
considerable impact without dam- 
age. 

Plastic fenders, hoods, hard 
tops, stowage boxes and racks 
have already proven their worth 
to the Army. Clear plastics for 
side curtains have been used for 
many years and now better films 
are available. 

Glass still holds first place for 
windshields in Army vehicles be- 
cause of its resistance to abrasion, 


| but clear windows of allyl carbon- 
|}ate (Homalite) and polyester resins 








(Sierracin) have certain advantages 
for side and rear lites. 

Ballistic windows of methyl 
methacrylate (Plexiglass) have 
nearly glass’s resistance to projec- 
tile penetration. In addition, they 
are only half as heavy as glass and 
are said to provide better visibility 
in daylight and total darkness. 


| While the plastics have less resist- 


ance to abrasion than glass, they 
are more resistant to impact and 
radiation. 
x * ” 

Amex engineers also are prepar- 

ing for low-friction ball and 
roller bearings that do not rust, 
require no lubrication and are non- 
brinnelling. 

It’s expected that the plastic 
bodies of medium-sized amphib- 
ious trucks can be made with 
half the weight of steel bodies, 
permitting them to skim over 
water almost as fast as they 
travel by land, particularly if 
they are equipped with buoyant 
hydrofoils. 

Furthermore, Army engineers 
predict that the manufacturing of 
these plastic vehicles will be much 
less costly than their steel counter- 
parts. 
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“CREATOR OF SUCCESSFUL NEW SALES FEATURES” 





This is BENDIX PRODUCTS DIVISION... 
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y New power fo steer! Today's driver has New power fo stop! Safety is multiplied many Now—brakes that adjust themselves! 
- greatly augmented ease of handling, control and times for the driver of today’s faster, more powerful This latest Bendix braking development adds the 
; assurance—thanks to Bendix power steering. It has automobile . . . by Bendix-pioneered power brakes. powerful sales appeal of economy to the tried-and- 
> increased in popularity every year since its introduc- _ Millions of car buyers each year “buy” this new and _ true one of safety. More cars every year have this new 
c tion, and today most new car buyers demand it. better concept in safety and better control. feature—it’s only a matter of time until they all do. 
; 
; 
|: make veloped by Bendix Products Division 
of each model year as are shown at the top of the page. 
c dramatic as a year- These and many others are being 
_ long ‘‘Opening demonstrated on the road every day 
vf Night”, the auto- by practically every car on the road— 
r makers are sec- and by millions of new cars sold every 
. onded by suppliers year. 
7 like Bendix Products Division. While In developing features like these, 
is master carmakers and designers are Bendix Products Division benefits from 
* concerning themselves with problems the planning talents, the research skills, 
of of total design and concept, specialists and the production know-how of its 
e like Bendix Products Division, working own engineering staff first . .. but 
. in specialized areas such as steering and also from the unique Research Division 
braking, create innovations and im- and the 24 divisions of the Bendix 
r provements that take their place in the Aviation Corporation. Through the 
e total design yet, in their own right, are products of Bendix Products Division, 
, powerful interest creating salesmakers. these talents are available to you, too. 
- Three of the sales successes de- Why not put them to work for you? 
h 








Testing Torque and Temperature! 4 
Research engineer checks various operating factors 
such as torque and temperature on a new brake 
design undergoing dynamometer test in Bendix 
Engineering laboratory. 








Planning Committee in session! Almost 
endlessly they debate two key questions: “Will it 
work?” and “Will it sell?” Here’s just one of the 
thousand of technical and strategy meetings at all 
levels that precede the launching of a new Bendix 
product. 

< 
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South Bend, IND. 
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"55 (88) Holiday 4-dr., $1,085*; 4-deai 4 
$970*; 2-dr., $900*; (98) Holiday 
dr., $1,050* (ps), $1,010* (ps) 

"54 (88) 4-dr., $755*, $750*; Holiday 

$300*. ' 


dr., $715*. 
*53 (88) 4-dr., $505*. 

57 Belvedere (8) 4-dr., § 
(8) 2-dr., $995*; 4-dp 


Average Prices of Used Cars Sold at Auction 


. *50 (88) Holiday 2-dr., 
(Compiled by Automotive News from Auction Reports.) 


PLYMOUTH- 
120*; Savoy 
-$870°. 

56 Savoy (6) 
dr., $650*. 
°55 Savoy (8) 4-dr., 
"53 Cranbrook 2-dr., 

$390". 


2-dr., $650*; Plaza (8) 
$610, $600*. 


$435*, $280; 


PONTIAC—’55 Star Chief Catalina, 
$925*, $790*; 4-dr., $880* (ps); Chiefi 
tain Catalina, $730*; 4-dr., $610 

"53 Chieftain Catalina, $310* (ps) 
"52 Chieftain Catalina, $385*. 

RAMBLER—'56 4-dr., $860 

| STUDEBAKER—’57 Champion 
$1,260*. 

"54 Commander (8) 4-dr., 
MISCELLANEOUS 
up, $675. 

’55 Ford %-ton pickup, $455. 
"54 Chevrolet 1-ton, $535. 
"53 Chevrolet %-ton pickup, $400. 


ALBANY 


Tim Anspach Dealer’s Auto Auction. Sa 
}every Monday. Prices are for sale of Ma 
| 30. Despite the extreme rough winter, o 
|}records show a slight increase in car 
offered over 1958, which is interesting si 
;}new car sales in this area have 
under normal. Sold 114 cars from 144 co 
signments 
| BUICK—’'56 Special 

$1,130* (ps), 


‘dr 
$460® 


(6) 4-de 


$310*. 
56 Ford %-ton pi 


"58 °59 
dan. 


"68 °59 
Feb. 


"68 °59 
March 


"58 °59 
April 
to Date 


"57 °58 
Dec. 


"57 °58 
Nov. 


"67 =('58 
Oct. 


"57 °S8 
June 


"67 °58 
Sept. 


"57 °58 
duly 


"67 °S8 "57 =°58 


Aug. 


Prices of '58s added and '50s dropped in December, 1957. Prices of 
Figures alongside bars represent dollars. 


’59s added and ’51s dropped in December, 1958. 


(Copyright, 1959, by Automotive News) $1,200°:; 


Super 


4-dr, 
4-dr 


2-dr., 
$1,035*; 


Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 
steering. 

os > > 


BIRMINGHAM, ALA. 


Dixie Auto Auctions. Sale every Monday. 
Prices are for sale of March , 
BUICK—'5S Special Riviera 2-dr., $1,955°; 

4-dr., $1,660*. 

"57 RM Riviera 2-dr., 
Century Riviera 2-dr., 
Riviera 4-dr., $1,500°; 
$1,355*; Super Riviera 

"56 Special Riviera 2-dr., 
$1,050*; Century Riviera 4-dr., 
(ps); Riviera 2-dr., $1,115*. 

"55 Special Riviera 4-dr., $1,100*; 
era 2-dr., $990°, $940°; 4-dr., 
2-dr., $825*; Century Riviera 
$955*, $895°; Super Riviera 
$900°. 

"54 Century Riviera 2-dr., 
Special Riviera 2-dr., 


$325°; 


$1,700° (ps); 
$1,590*; Special 
Riviera 2-dr., 
4-dr., $1,475°*. 
$1,175*; 4-dr., 
$1, 140° 


Rivi- 
$850°; | 
2-dr., 
2-dr., 


$490; 
4-dr., 


$665*, 
$600* ; 


"53 Special 2-dr., Super 4-dr., 


ALABAMA 


JOHNSON AUTO 


AUCTIONS 


Lewrenceburg, Tenn.—Tuesday 
Huntsville, Ala.—Friday 
100% insured—No Registration Fee 


~ COLORADO 


COLORADO AUTO AUCTION 
le SOUTH 


Hervey Greenwood 
All cars paid for by our own check through 
The Bank of Denver 


Denver Auto Auction 


4% South Santa Fe Littleton, Colo. | 
Phone: SU 1-6673, Ed. G. Smith | 


Auction Every Friday 
at 11:00 A.M. 


Auctioneers: Geo, Workman—Bill Hauschildt | 
Titles and Checks Guaranteed 
by Empire Auction Insurance 


CONNECTICUT 


NEW ENGLAND'S OLDEST 
AND BEST 


Dealers Auto Exchange in our [2th year 
of continuous operation. 


Sale every Wednesday - 11:00 A.M. 


TRUCKS, APR. 





SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 


FLORIDA 


DAYTONA BEACH — Florida Auto 
. Auction. City Airport. Tues., 11 
A.M. Dealer-owned. Dealers only. 


For Fast, Accurate Directions to 
Leading U. S. Auto Auctions, Dealers 
Leok in LUCAD. 


(62) sedan de Ville, $2,- 
coupe de Ville, $2,900* 


CADILLAC—’ 57 
990° (ps); 
(ps) 

"56 (62) sedan 
$1,880* (ps). 

"55 (62) sedan 

"54 (62) sedan 

"53 (62) sedan de Ville, 

'52 (62) sedan de Ville, $505* 

CHEVROLET—'59 Impala (8) 
dr., $2,675*; conv., $2,650*; Hardtop 
2-dr., 2,615*, $2,385°; Bel Air (8) 
Hardtop 4-dr., 2,500° (ps): 4-dr., 
$2,205*; Bel Air (6) 4-dr., $1,955 

"58 Bel Air (8) Hardtop 4-dr., 
$1,675*; 4-dr., $1,655* (ps); 
wood (6), $1,700*°; Biscayne 
dr., $1,500°, $1,400; Biscayne 
dr., $1,300. 

‘57 Bel Air (8) Hardtop 4-dr., $1,555* 
$1,500*, $1,490*; station wagon, $1,- 
540°; Hardtop 2-dr., $1,515*, $1,495*, 
$1,470*, $1,625"; 4-dr., $1,300*, $1,- 
290°, $1,250°, $1,215*; Two-ten (8) 
station wagon, $1. 455* (ps), $1,460°*; 
4-dr., $1,230*, $1,200*°; 2-dr., $1,215", 
$1,150*; Two-ten (6) 4-dr., $1,185* 
$1,090 

'56 Bel Air Hardtop 4-dr., $1,100*; 
Hardtop 2-dr., $1,095", $1,055*; station 
wazkon, $1,060*; 4-dr., $1,040°; 2-dr., 


de Ville, $2,000* (ps), 
Ville, 


Ville, 


$1,500° 
$1,100* 
$1,000* 


de 
de 


(ps). 
(ps). 
(ps). 

(ps). 


Brook- 
(8) 4- 
(6) 2- 


(Ss) 


SALE EVERY FRIDAY 


CARS AT 12:30 P.M. 
17th, 11 A. M. 


Checks and Titles Guaranteed 


12 Years—same location—Rte. 30, 
2 miles west of Rte. 4! 


UNion 5-2361 
MICHIGAN 


APTCO 
AUTO AUCTION 


DETROIT'S 
Oldest, Largest and Very Best 


Wednesday at Noon 


19241 Dix—Toledo Highway—Route 25 
Just 2 mile from Detroit City Limits 


MELVINDALE, MICHIGAN 


INSURED CHECKS and TITLES 
PHONE: DUnkirk 3-0150 


Flint Auto Auction, Inc. 
FLINT, MICHIGAN 
Exclusively for Dealers 
“DUAL-RING" 2 lines running simultane- 
ously. 
Conveniently located in the heart of the 
automobile world. 


Ten acres of completely fenced parking 
area. 


Always a fine selection of sharp cars, 
Friendly relations prevail at all times, 
Congenial auctioneers, 

Fair management. 


MICHIGAN'S FINEST SALE 
12:00 SALE EVERY WEDNESDAY 12:00 


M. D. McCollum, Vice-President and Mana 
3711 Western. Road Phone CEdar ? 


Hardtop 4- | 


$1,705°*, | 


Chicago line: REgent 1-6181 | 








4-dr., 
(8) 


$995, 
4-dr., 


$955; 
conv., 
000°; 
4-dr., 
55 Bel Air (8) Hardtop 2-dr., $890*; 
4-dr., $850*, $845*; 2-dr., $830°; 
Air (6) station wagon, $875; 
(8) 4-dr., $755, $750, $715, $710; Two- 
ten (6) 2-dr., $700*; 4-dr., $685*. 
'54 Bel Air Hardtop 2-dr., $695*; 4- 
$565*; 2-dr., $495. 
’53 Bel Air 4-dr., $505* 
$490*; Two-ten 4-dr., 
"51 Deluxe 2-dr., $355*, 
coupe, $335* 
CHRYSLER—'56 Windsor 4-dr., $895* 
‘55 Windsor Deluxe Nassau, $875* (ps). 
‘54 Windsor 4-dr., $500*° 
DODGE—'56 Coronet (8) 4-dr., 
'55 Coronet (8) 4-dr., $675*. 
"54 Royal (8) 4-dr., $500° (ps). 
"50 Coronet (6) 4-dr., $225°. 
EDSEL—'5S Corsair Hardtop 4-dr., 
500* (ps) 
FORD—'59 Galaxie (8) 4-dr., 
dr., $2,485*; Custom (8) 4-dr., $1,810. 
‘58 Fairlane (8) 500 Victoria 4-dr., $1,- 
800°; 4-dr., $1.705* (ps), $1,635*; 2- 
dr., $1,600*°; Country sedan (8), $1,- 


so00* 
'57 Fairlane (8) $1,- 


Bel Air (6) 


$950; Two-ten $1,- 


$900. 


dr., 


$435. 
$335°* ; 


$905". 


$1,- 


$2,595°*; 2- 


500 Victoria 2-dr., 


MARYLAND 


BEL AIR—Bel Air Auto Auction. Ti- 
tles, checks guaranteed. Cars group- 
ed. Thur., 12 noon. Established 1947. 


MISSISSIPPI | 


JACKSON — Greater Jackson Auto 
Auction, Wilmington St., Box 8468. 
Wed., 12:30. Check, Title Guarantee. 


MISSOURI 


ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 
AND FRIDAY 


We Issue Our Checks and Insure Titles 


Owned and Operated by 
BILL McCRACKEN and 


ROY McMANAMA 
We Will Buy Your Used Cars 


NEW JERSEY 


5. Minutes from Lincoln Tunnel 


INSURED PICKUP AND 
DELIVERY SERVICE 


Laat 
AUTO 
AUCTIONS 


INC. 
On Route 20 At Route 3 


EAST Sees N. J. 
TUESDAYS — 11 A.M 


ter 23-1300 For Reservations 


WEbs 


$890; | 


Two-ten (6) station wagon, $940; | 


Bel | 
Two-ten | 


: Hardtop 2-dr., | 


Sports 


HUDSON 
MERCURY 


OLDSMOBILE 





400*, $1,395* (ps), 
380* (ps), $1,315* (ps), 
dr., $1,200*; Fairlane (6) 
$1,295*; Custom (8) 300 4-dr., 
$1,235*, $1,215*, $1,105; 
300 2-dr., $945. 

"56 Fairlane (8) 4-dr., $945*, 
$900*, $890*; Fairlane (6) Victoria 2- 
dr., $930*, $840; 4-dr., $815*; 
(8) 2-dr., $810 

°55 Fairlane (8) 4-dr., 
sedan (6), $875; Custom 
$795*; 2-dr., $750°, $695*, 
lane (6) Victoria, $685* (ps). 

"54 Crest (6) Victoria, $500* 

53 Custom (8) 4-dr., $430; 2-dr., 
Main (8) 2-dr., $310; Main 
dr., $160 

"51 Custom 2-dr., $345, $315*. 

"50 Custom 2-dr., $285 

"54 Hornet (6) 4-dr., 
"55 Montclair Hardtop 


$1,350*; 4-dr., 


$1,300* ; 


$1,- 
2. 


$1,260*, 
Custom (6) 


$955* 


(8) 4-dr., 


$410; 


$400*° 

2-dr., 
$720*. 

"54 Monterey Hardtop, $525* 

‘53 Monterey Hardtop, $505*. 

-"58 (88) Holiday 2-dr., 
$2,.000° (ps) 

"57 (98) 4-dr., 
$1,190° 

"56 (88) 
$1,065°* ; 


$1,560* (ps); (88) 2-dr., 


Holiday 4-dr., $1,415*, 
4-dr., $1,210*, 


$1,250° 
$1,080°*. 


NEW JERSEY 


CROSSROADS OF THE EAST 


Junction of 


Pennsyivania 
and New Jersey Turnpikes 


a 


an Seg " in Vs 


NATIONAL AUTO 
DEALERS EXCHANGE 


NEW YORK 


NEW YORK CITY'S 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 
and checks are insured. 


EVERY TUESDAY 12:30 P. M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 
Tel. EVergreen 3-4800 


Auctioneers—David B. Spielman 
John W. Becker 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 


Dealer Auto Auction 
Albany 5, N. Y. 


Every Monday — |! O'Clock 
180 car sale average 


All Titles and Checks Guaranteed 


LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State. Check and 
Title Protection. (Wed.). 


500 conv., | 


$915°, | 
Custom | 
Country | 
$690; Fair- | 
| CHEVROLET 


(6) 2-| 





$1,010* (ps); Riviera 
$930* (ps) 

55 Special 2-dr., 
Super Riviera 2-dr., 
$740* (ps); 2-dr., 
$730* (ps) 

"54 RM 2-dr., 

53 RM 4-dr., 
$275* (ps) 

CADILLAC—'58 (62) conv., $3,930* 

"56 (62) coupe de Ville, $1,900* 

"53 (62) coupe de Ville, $560*; 
Ville, $550* 

"51 (62) sedan de Ville, $170*. 

"50 (62) sedan de Ville, $250* 

‘58 Bel Air (8) Hardtop 
dr., $1,770* (ps), $1,760* (ps); Impalk 

(8) conv., $2,200* (ps) 

*57 Bel Air (8) 4-dr., 

(6) 2-dr., $1,500*; Two-ten (8) Hard 

top 4-dr., $1,450; Delray, $1,400*; 

dr., $1,400°, $1,350°; Two-ten (6) 

dr., $1,050 

’56 Bel Air (8) 2-dr., $1,150*; 4-dr., $1, 
100°; Two-ten (8) 2-dr., $830 
"55 Bel Air (6) station wagon, $1,100* 

Bel Air (8) 4-dr., $925*, $870; 2-dr. 

$870*: Two-ten (6) Delray, $780: 

dr., $735*. $700; One-fifty (6) statio 
wagon, $650 

"54 Bel Air 4- $425; 2 

(Continued on Page 27, 


Century 4-dr. 
$835* (ps), 

$775* (ps); 
$580°*; 


$750¢ 
4-dr 
RM 4-dr, 


$580* 
$320* ; 


(ps), $370*. 
Special 2-dr 


(ps) 


(ps). 
sedan d 


$1,600*; Bel Af 


-dr., 
Col. 


$380 
1) 


dr., 


NORTH CAROLINA 


RALEIGH . 
Sale, Rt. 


checks guaranteed. Mon. 


Mann's Auto Auctior 
5. Ph. 3-1564, Titles 
10 A. 





TOLEDO—Dealers’ 
tion, Sports 
1:00 P. M. 


Automobile A 
Arena. (Tuesday 


PENNSYLVANIA 


CORRY AUTO AUCTION 
Rovte 6, Corry, Pa. 
EVERY FRIDAY—1:00 P.M. 
Guaranteed Checks— 
Guaranteed Titles 


reserved numbers call 
Auctioneers: Ray Austin, 
Cummings, Odi Adcock. Owner: 


| Hartley. 


MANHEIM 
AUTO AUCTION, INC. 


Manheim, Penn. 
On Route No. 7? 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M, 


%& Dual Lane Selling 
%& Auction Checks 
% Titles Guaranteed 


Issued 


Patronize the 


NATION'S LARGEST AUCTION 
Phone Manheim MOhawk 5-240! 





WASHINGTON 


SOUTH SEATTLE AUTO AUCTIC 


10844 E. Marginal Way Seattie 88, W. 
Phone PArkway 5-6490 


SALE EVERY WED. 11 A.M. 


“WE HAVE BUYERS!" 
“Take Home a Guaranteed Auction Chec 
Bill Johnson Bob McConkey 











Seiad tela ty Siete iT. 


a a al ln ee ma 


eam Re eR a a 


ee ee erat 


OR THE FIRST TIME . . . STEEL BUILDINGS IN COLOR! 


»Now, Stran-Steel buildings come in six factory-applied 
"colors—colors that add a distinctive luxury look, colors 
)that build prestige and pride of ownership. For your 

ew plant, office, warehouse or store, take your choice 
of blue, bronze, green, grey, rose and white or any 
combination. And the beauty is more than skin deep, 
* use two-layer color coating is firmly baked on 
sgalvanized steel wall and roof panels. Weather-tested 
"Stran-Satin Color is an integral part of your building. 
‘This means you can forget about costly maintenance. 


4 


Dept. INS-15 


STRAN-STEEL CORPORATION 


Detroit 29, Michigan e Division of 


NATIONAL STEEL PP 


Color is an exclusive advantage added to the list of 
Stran-Steel features: steel buildings that are column- 
free, flexible in size, quickly erected and easily expanded 
—with costs kept low by precision mass-production. 
Five-year purchase plan takes only 25% initial invest- 
ment. Stran-Steel dealers are listed in Yellow Pages of 
your phone book under Steel Buildings or Buildings— 


Please send complete literature on Commercial and Industrial 
Buildings in Stran-Satin Color. 

Name 

Title__ ; 

Company 

Address 

City 


ae ee EE 
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How They're Pushing Sales .. . 


Dealer Ad Ideas 


Qver flow of Wagons 
LOYD McKEE, Lloyd McKee 
L Motors, Inc., Albuquerque, N. 
had to borrow a University of 
New Mexico parking lot across the 
gtreet from his showroom when a 
truck caravan delivered 100 Plym- 
outh station wagons, 
McKee bought the wagons for a 
al sales promotion. He said he 
believed it was the largest ship- 
ment of one type of car ever made 
to New Mexico. 


* 


Stephanis Buy $50, 000 Racer 


IDWARD J, and John Stephani, 

of Nickey Chevrolet, Chicago, 
fave purchased the “Scarab,” a 

,000 “dream” racing car built by 

ce Reventlow, son of dime-store 
heiress Barbara Hutton. 

The Stephanis said the car will 
be displayed in their showroom 
until it is entered in its first major 
facing event. The pair also race a 
team of Corvettes. 


Sales Go Up 
Five-Mile Highway C com 


Tests Trucks 
A FIVE-MILE, 7 percent high- 
Obispo, Cailif., 


way grade near San Luis 
promotes sales of 
— trucks for dealer Stanley V. 

- rugged grade is the standard 
demonstration route for truck 
galesmen in San Luis Obispo and 
Cole says Dodge vehicles climb the 
steep incline with ease. 

One of the big features of Cole’s 
robust truck business is his service 
department. 

“We know that a man buys a 
truck to earn a living,” Cole says, 
“so our service department sets 
aside other work to service a truck. 
We try to complete all work in 24 
hours, but if we can’t, then we give 
the customer a loaner. This kind of 
Servicing brings repeat business.” 

> > * 


Meet the Champ 


ACING Champion Lee Petty 

greeted visitors at Newton- 
Campbell Motors, Inc. (Oldsmo- 
Bile), Reidsville, N. C. Petty dis- 

ved the 59 Oldsmobile which he 

ve to victory in the 500-mile 
feature event at NASCAR’s Speed 
Weeks in Daytona Beach, Fla. 

a * * 


Five to Drive 


HORTEN MOTOR CoO., import- 
ed-car dealer in Scranton, Pa., 


went after spring business with an | 
Seusual newspaper ad in which the | two months without a single traffic | 


firm invited readers to drive all five 
of its import makes. 

The ad carried a photo of Arnold | 
Starr, owner, and was captioned: 
“I Invite You to Drive All 5.” 

Said copy: “To discover for 
yourself which of the economy 











|ord was the best the city ever has 
achieved 
| police have been keeping complete 


cars is best suited for you and 
your pocketbook, we have in 
stock each of the five leading 
economy cars, new or slightly 
used, for you to test drive, in- 
spect and evaluate to your heart’s 
content. 

“You can do it all under one 
roof here. There will be no obliga- 
tion to buy. This is still another 
public service offered by Shorten 
Motor to the motoring public.” 

The five featured cars were 
Renault, Hillman, Volkswagen, 
Borgward and Volvo. 

* * + 


Cars and Cows 


RCHIE CROUSE, Rambler-Pon- 
tiac-GMC-Willys dealer in 
Wray, Colo., wound up a listing of 
some 40 new and used car bargains 
in the local newspaper with: “Two 
Holstein Milk Cows, $500.” 
* * * 


Pretty as a Picture 


OHN T. NISSEN, Ford dealer 
in Albany, Ore., photographed 
several hundred satisfied customers 
and put their photos on a large 
display card in his show window. 
Labelled “Satisfied Ford Custom- 
ers of the Past 20 Years,” the dis- 


play has created a lot of interest. 
* * 





Used Car ae Only 85 Cents| 


L WAGNER USED CAR 
SALES, INC., Youngstown, O., 


is repeating a promotion in which 
one buyer in 100 gets back all but 
85 cents of the amount he paid for 
his car, regardless of the year or 
make. 

With the sale of each vehicle the 
purchaser receives a ticket which 
he deposits in a box at the lot. 
After 100 cars have been sold, one 
ticket is drawn from the box and 
the holder is given the refund. 

When the promotion was staged 
two years ago, a Wagner spokes- 
man said, four buyers got cars 
worth $400 to $1,500 for only — 


cents. 
- * * 


Fair Practices Pledged 

_— eight members of the Glen- 
dale (Ariz.) New Car Dealers 

Assn. inserted a joint advertise- 

ment to thank residents “for the 


tremendous reception given our| 


‘Fair Trade Practices’ campaign.” 

The dealers promised: “The 
practices publicized by this cam- 
paign will always be honored by 
the members of this association 
—fair and honest dealing, no hid- 
den charges, no high-pressure 
tactics, no misrepresentation, no 
tricky contracts, before-and- 
after-sale service.” 

Participating dealerships were: 
Walt Adams (Buick), Mecham Mo- 
tors (Pontiac-Studebaker) ; 
Sanderson (Ford), Sands 
(Chevrolet), Smith Motors 
mobile), Thunderbird Motors (De- 
Soto-Plymouth), Earl Motors (Mer- 
| cury-Edsel-English Ford-Jeep) and 
Kiser Motors (Dod ge-Plymouth- 
Simca). 


Highways & Safety 


The nation’s traffic toll went up 
again in February for the second 
straight month, according to the 
National Safety Council. 

Highway deaths in the first two 
months of this year totalled 5,290, | 
a gain of 3 percent over the 5,130 
in the like period last year. 

The February increase was 2 
percent, the Council added, 2,410) 
deaths this year against 2,360 last) 
year, The January toll was 4 per-| 
cent higher than the 1958 figure. 

Disabling injuries in January and | 
February were estimated by the! 
Council at 200,000. 

“Our records show that 17 Sil 
managed to reduce their highway | 


| deaths in January and February in | 
| the face of the national trend,” the 


Council said. 

“The reports also show that 437) 
cities with populations ranging up| 
to almost 300,000 went through the 


death.” 


Detroit ‘Death Toll 


Is Lowest Ever 
Detroit’s 1958 traffic accident rec-| 


in the 36 years Detroit 


records, according to Walker L. 
Cisler, chairman, Traffic Safety 
Assn, 

He said the 156 deaths were the 
lowest on record and that the rate 
of 2.5 deaths per 10,000 registered 
vehicles was the lowest ever com- 
piled among major cities. 

Benson Ford, Ford Motor Co. 
vice-president, has succeeded Cisler 
as chairman of the safety associa- 
tion. Cisler, Detroit Edison Co. 
president, held the post three years. 
Elected TSA trustees were John 
F. Gordon, General Motors presi- 
dent; Firman Hass, resident part- 
ner, Ernst & Ernst; John L. Mc- 
Quigg, vice-president, J. Walter 





_.| Thompson Co., and Donald F. Val- 


Showroom Mireles 


Bob Soerens, right, of Soerens Ford, 
Milwaukee; Gordon Thomas, center, and 
Bill Carisen, both of radio station WTMJ, 
watch as a duckling waddies around the 
Soerens showroom. The duckling was one 
f 23 hatched in the showroom as part 
of a promotional stunt devised by Thomas 
Gnd Carlsen. Soerens welcomes the large 
number of children who have been bring- 
ing their parents to view the duck display. 
“The children might find the ducklings 
most interesting but the parents are more 
Gpt fo wander over and take a gander 
at the new Fords," Soerens said. 


ley, chairman, National Bank of 
Detroit. 


om + * 
Iowa Speed Bill Signed 
Iowa Gov. Herschel Loveless has 
signed a bill establishing a 70-mile 
daytime speed limit on primary 
highways. The new law will go 
into effect July 4. Iowa already has 
a 60-mile nighttime speed limit, 
+” * * 


4 Ways to Cut Accidents 


Four ways in which a driver can 
help cut traffic accidents are 
stressed in a booklet, “You Don’t 
Take Chances ... Or Do You?” 
Care, caution, courtesy and common 


sense are urged on all who drive| 


their own or company vehicles, 
= > = 


Stapleton Supplies Car 


Driver training students at Sum- 
mit County (Colo.) High School are 
driving a 1959 Chevrolet Bel Air| 
furnished by Myron —— 
Co., of Leadville. 


Don| 
Motors | 
(Olds- | 


FORD—GM—CHRYSLER 


LOW - LOW PRICES ON TOP QUALITY 


PMP-48 
Full Flow 
Micromotive 


~ PMP-575 
Cloth Type 
PMP-131 
Full Flow 
Micromotive 
PMP.141 
Full Flow 
Micromotive 


Original 
Purolator 


REPLACES 


FORD 6 cyl. 
Fram F-4 Series| FORD TRUCK V-8 110 . 


AC C-209 

Walker R-C-36 

Ford 7-HA 
6731-A 


roep  Srock All 
LINCOLN 
MERCURY All 
CHEV Truck .... 


BUICK Mod 50-70 
CADILLAC 

| CHEVROLET .... 

| OLDS (except ® 


pen 


| BUICK 40 Series 
| BUICK All 





|Walker RC-37 | 
Fram 
CH-105RP 
AC P127 
| Puro P-125 
Fram 
CH-106RP 
AC PF-122 
_Pure P-124 | 
AC C316 
| Fram C-134 
Pure P-70 
P-700 





MoPor 
1312602 =| 
1610435 





| CHRYSLER 8 cyl. 
CHRYSLER 6 cyl. 
DE SOTO V-8 Early 


Fram | 
CH-192RP 
AC PF-319 
Puro P-82 


CAR APPLICATION 


DODGE 
| WILLYS Universal Jeep .. 
Walker RC-62| PLYM 6 cyl. or Pwrfite.. 


| CHRYSLER TWD sesccccee 


_OlL FILTER CARTRIDGE 


Price ost 


1.85 





‘46-53 
"53-56 | 


. "51-55 

46-50 
vn “6-55 | 
“ae 





MoPar 
676575 


AC PF-131 


Rc-94 CHEV V-8 . 


AC PF-141 | cHEY V-8 .... 


RC-99 


MoPar 
1851658 
FORD 
LINCOLN 
MERCURY 
"57-58 


All Prices F.O.B., N. Y. 


1146 EAST NEW YORK AVE. 


|‘ poper : Wethe, An ceseosessecsenes 


| 28 


"58 | 

57-58 | 
57-58 | 

. "57-58 


345 | 1.65 





Jobber Inquiries Invited 


BROOKLYN 12, NEW YORK 
Slocum 6-8501 


“POWER PACKED" 


for your Complete Driving Comfort 


AUTOMOBILE AIR CONDITIONER 


Better by any comparison 


Call or Write -Your Distributor 


or 
PARKOMAT SALES COMPANY, INC. 
¢ Dallas, Texas 
Phone HA 1-2163 


2000 S. Akard 









LUBRIPLATE Luerication 










































































BRINGS YOUR CUSTOMERS 
BACK...AGAIN AND AGAIN 


LUBRIPLATE LUBRICANTS are different ... they are so much 


better that your customers will feel the difference in the way 
their cars ride and handle. You make more money, too. You 
ean charge more for a LUBRIPLATE grease job because it is so 
much better. And remember . . . the guy up the street doesn’t 
sell LUBRIPLATE. 


LUBRIPLATE H.D.S. MOTOR OIL 
is made especially for use in today’s high 
speed, high compression engines, both gaso- 
line and diesel. Has high film strength, re- 
sists oxidation. Fully detergent. Available 
in all S.A.E. numbers. 


LUBRIPLATE LUBRICANTS are nationally 


advertised. Point-of-sale material available. 
Write us for dealer’s proposition and name 
of a nearby supplier. 


LUBRIPLATE DIVISION, Fiske Brothers 
Refining Company, Newark 5, N. J., Toledo 5, Ohio. 
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| payment on the understanding that | 
| the missed payment will be tacked 


| payments before he was granted 
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Try to Work Out Problems .. . 








Finance Companies 
Shun Repossessions 


By Kenneth C, Kelley Jr. 
Staff Writer 
oe never guess it after 
watching television or the 
movies, but the last thing a finance 
company wants to do is repossess 
an automobile. 

An official of Universal CIT put 

it this way: 

“We aren’t in the automobile 
business any more than an in- 
surance company is in the real 
estate business, The last thing in 
the world we want to have on our 
hands is a repossessed auto.” 
Executives of other finance com- 

panies use other words, but they 
all say just about the same thing. 
Every one of them can go to the 
files of his company and pull out 
thousands of examples of how his 
firm bent over backward to avoid 
taking a car from an honest cus- 
tomer who was having trouble 
meeting his payments. 

i. * > 


NOWHERE in the country was 
this policy more apparent than 
it was in Detroit during the recent 
recession. With about one jobholder 
in five laid off at the bottom of 
the recession, the finance com- | 
panies had unnumbered cases in 
which they could have repossessed 
cars. 

Yet the number of repossessions 
was held to the minimum by a 
number of flexible policies which 
all have the same goal—to keep 
the customer in his car. 

The Commercial Credit office 
in Detroit cites the case of the 
auto worker who bought a car 
in June of 1955, The $2,874 owed 
was to be paid off in 30 monthly 
payments of $95.82. 

He made just three payments 
before he needed an “extension,” a 
finance-company term for a one- 
month period in which he made no 


on to the end of the contract. 
The autoworker made three more 


another extension which was fol- 
lowed by five more payments. At 
this point, the transaction was 
financed; that is the original note 
was paid off and the balance owed | 
was to be paid off under another 
note. The second note called for 30 
monthly payments of $69. 
. * . 


‘ey refinancing was followed by 
10 payments, an extension, six) 
payments, another extension, six 
more payments and still another | 
extension. Not all of these payments | 
were for the full amount required. | 
The customer’s reduced income} 
allowed him only enough to pay 
part of the payment and the fi-| 
nance company went along with 
him. 

Now, 44 months after purchasing 
the car, the customer owes $417. 
CCC could have legally repossessed | 
many times over the period. How- | 
ever, the customer still has his car 
and the finance company feels con- 
fident that he will ultimately pay 
off his debt. 

The Detroit office of Associates 
Discount has a formula for cut- 
ting repossessions to the lowest 
possible figure, It adds up to this: 
The company takes the initiative 
in keeping in contact with the 
customer and working with him 
to solve his problem by any pos- 





|'GMAC, they are 





sible means short of repossession. 
When a customer misses a pay- 

ment by six days, he gets a notice 

and phone call from Associates. If 

another five days go by without a 

payment, there is a more urgent 

notice and another phone call. 

* m 


QaouLD a customer be 16 days 
late, he is visited by an Associ- 


ates “adjuster.” The company calls |; 


its fieldmen adjusters, rather than 
collectors, because these men are 


and granting extensions, Associ- 
ates has a small-loan company 
which can at times give the cus- 
tomer the kind of loan needed to 
get over a rough spot. 


Even when the car has been re- 
possessed, the company tries to sell 
the customer on taking back the 
car and making some arrangement 
about getting the payments in 
order, About 35 percent of the cars 
repossessed in the Detroit area are 
reclaimed. 

* * * 
SSOCIATES officials as well as 
officials of other finance com- 
panies find that most customers 
feel that they have no further 
liability after the car is repossessed. 


When the finance company points 
out that the customer is liable for 
any difference between what the 
repossessed car brings at auction 
and the total number owed, many 
customers have second thoughts 
about repossession as an easy way 
out. 


Refinancing is often the method 
that enables the customer to 
keep his car through a period of 
unemployment and the period 
after he goes back to work when 
- is catching up on all his back 

lis. 


A CIT office in the Detroit area 
had a contract calling for payments 
of $87.56 a month, Fifteen of the 
30 monthly payments had been 
made when the man was laid off. 

- * « 

IT REFINANCED the deal at 

$57.76 a month for 20 months. 
The worker in question was able 
to keep up the lower payments by 
combining his cash on hand with 
his unemployment compensation. 
When he went back to work, his 
car payments were up to date and 
he has kept them that way. 

In addition to refinancing, the ex- 
tension is the other big weapon 
used by finance companies in help- 
ing customers meet unforeseen 
difficulties. At GMAC, they offer 
variations of both these methods. 

While some GMAC customers 
can manage with an extension 
from time to time, there are 
times when the customer needs 
spot cash in addition to permis- 
sion to skip a payment or two. 
In these cases, GMAC will remit 
money paid in the past on the 
auto note. 

Auto notes are not refinanced by 
“renewed.” The 
Detroit office of GMAC gave this 
example of how the renewal policy 
kept an unemployed autoworker in 
his car: 

The autoworker bought a 1958 
Chevrolet in December of 1957, He 
had a balance of $3,157.50 and 
monthly payments of $105.25, After 
meeting only five of the payments, 
the customer was laid off. 

* « * 

HE contract was renewed, The 

new terms called for three 
monthly payments of only $50, 
aimed at helping him through the 
period of unemployment. This was 
to be followed by 27 payments of 
$95.60. 

The terms solved the worker’s 


expected to help-the customer make | (9 


the adjustments that will solve any 
problems that come up. 

From the time that the adjuster 
makes his first call until the car 
has to be repossessed when the 
account has fallen six to eight 
weeks behind, Associates makes 
every effort to see the customer and 
work out some means of putting 
the account in order. 

In addition to refinancing deals 





Indiana Buys 35 Larks— 


Snider Auto Service, Inc. (Studebaker-Mercedes-Benz), Indianapolis, was the success 
ful bidder on 35 cars purchased by the State of Indiana. Above are the 35 Larks 
on seven hauvlaway trucks prior to their delivery to Indiana officials. From left are 
W. P. Hendershot, Studebaker factory fleet representative; William Aitchison, Snider 
fleet representative; Harold E. Schaefer, motor vehicles coordinator for the State of 
Indiana; Virgil Snider, dealership president; Charlie Kersey, Snider sales manager, 
and Virgil Griffin, Snider used-car manager. 














problem. He met the reduced pay- 
ments while out of work, went H 
back to work and has been meet. = - 
ing his regular payments ever 
since. é 
These standard means of meeting | 
problems in paying auto debts are 
supplemented by a number of other 
measures which meet specific prob- 
lems. Bu: 
Most finance companies are™ they 
happy about the credit life insur. @ 4 PU 
ance which can be written into c. B 
auto contracts, For a small charge, ie 
the family is protected from ioss Mic’ 
of the car if the breadwinner should mar 
die. said 
* * + on 
N AVERAGE of about one claim selli 
a day for the death benefit is said 
received in the Detroit office of thin 
GMAC. mar 
Associates has a more extensive “W 
insurance covering inability to pay  izati: 
due to sickness, accident or death, @ toug! 
These measures aimed at cutting § #4 
repossessions, of course, are for the said. 
benefit of the honest customer who pret 
is doing his best to keep up his buy 
payments. Better than 90 percent age. 
of customers pay their bills with- Ev 
out trouble and only about one per- § ™@Y 
cent are “past due” at any given tivat 
time. ticul 
a sa 





The bulk of those who have 
problems want to keep up their 
payments and usually are able to 
work out their troubles, “If he’s 
willing, we'll find a way” is the 
way one finance executive put it. 
Of course, there is that small = 
fraction of one percent who don’t 
want to pay their bills. This small 7 
group gives the finance companies | 
the bulk of their problems. 

= ” > 
—— companies have found 
that an enlightened repossession 
policy is good business. For one 
thing, the customer who is helped 
over a rough spot is likely to bel7 
a repeat customer. 2 

In addition, repossession seldom 
results in anything but a loss for) 
the finance company. When repos- § 
sessed cars are sold at wholesale 
auction prices, the amount obtained Ff 
seldom covers the amount owed. 

Every effort is made to collect 
any deficiency from the customer 
but these efforts most often fall 
short of complete success. 

About the only time during the |] 
life of an auto note when repos- 
session can be carried off with Jj 
much hope of breaking even is inf 
the period just before the contract 
is paid off. This, however, is just 
the time when the car is least ® 
likely to be repossessed. / 

= - * 

WARD the end of the contract, 

the customer has proved his 
willingness to pay. The finance} 
company can then feel confident 
that it will get its money without iH 
resorting to repossession which is § 
what it wanted all along. 

An enlightened repossession 
program helps the customer and 
dealer as well as the finance com- 
pany, officials of finance com- 
panies are quick to point out. 

When payment problems are 
worked out without repossession, 
the customer still has the use of f 
his car and his credit record is > 
unmarred. The customer who gets 
considerate treatment from the 
finance company is likely to be’ 
happy with the dealership where he 
obtained the financing. 
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ow to Treat Buyers ... 


Auto Advertising 


—_ 


By Martin L. Whitmyer 
Staff Writer 

Buyers may not be rational, but 
they still need reasons for making 
a purchase, according to Edward 
Cc. Bursk, editor of the Harvard 
Business Review. 

Speaking at a University of 
Michigan conference on sales and 


marketing management, Bursk | 
said business should rely more | 


on reason than psychology in 
selling. The essence of selling, he 
said, “is getting the customer to 
think of himself as a reasonable 
man when he buys something.” 


“Without reasoning or rational-|Co., Inc., Trenton, N. J., has an-| 
izations, the customer may have @| nounced plans for a test program | 


tough time living with his choice 
and justifying it to others,” Bursk 
said. “We all play this game of 


pretending to be rational when we| 


buy a new car for better gas mile- 


age. 
Even though psychological factors 
may be highly important in mo- 
tivating a customer toward a par- 





|men stressed, more and more ad- 
| vertising cost was being met at the 
| local level, with a consequent reve- 
| nue loss to the U. S. 


” + * 


Garberson Buys Weekly 


John W. Garberson, former 
| manager of N. W. Ayer’s Detroit 
office, has purchased the St. Law- 
rence (N. Y.) Plain Dealer and 
Commercial Appeal weekly pa- 


pers. 


* * * 


Thermoid in Poster Test 
Thermoid division of H. K. Porter 


|of outdoor poster advertising. 
The program, which will fea- 
ture Thermoid brake linings, fan 
belts and hose, is scheduled for 
spring and fall seasons in order 
| to take advantage of the seasonal 
interest in these products. 
Cities selected for the first cam- 


ticular item, they don’t guarantee 


a sale, Bursk emphasized. 

“No matter how irrational cus- 
tomers are some times, the best 
way to handle them is to treat 
their reasons as rational, Con- 
sumers like to be sold on a ra- 
tional basis,” he said. 

Sales campaigns organized on 
rational grounds will probably be 


more effective and economical than | 


ones built on a psychological basis, 
Bursk said. Because most people 


share rational goals, this type nd| 


From a psychological standpoint, | 


campaign will give salesmen and 
customers something in common 
from the start, he said. 


Bursk said, consumers are becom- 
ing increasingly sophisticated and 
tougher to fool, “There’s even some 
evidence they consciously resist un- 


conscious or subliminal advertis- | 


ing,” he said. 

“On an overall basis, consumers 
gain in ability to resist psycholog- 
ical manipulation about as fast as 
the techniques for this manipula- 


tion improve,” Bursk said. 
” > 7 


Richman Gets New Home 


Mel Richman, Inc., applied art 
organization, will move into its 
new headquarters at City Line 
Avenue and Schuylkill Expressway, 
Philadelphia, on June 1. 

The three-level building will pro- 
vide 20,000 square feet of floor 
space for the home operation of the 
firm, which now has its headquar- 
ters at 2009 Chestnut St., Philadel- 
phia. 

> = = 


Ford in Life ‘Showcase’ 


A triple-page unit made available 
by a special gatefold front cover 
has been scheduled for a “show- 
case” advertisement in Life maga- 
zine by Ford division. 

A Ford truck ad, appearing in 
the Apr. 27 issue, will employ four- 


color photograph of a Ford Six 
pickup truck encompassing two 
pages of the spread. Copy on the 
third page will highlight features 


of the vehicle. 


Treasury Stands Ground 


The Treasury Department has 
refused to withdraw its rules taxing 
joint advertising costs, 

The regulations, which took 
effect Feb. 1, provide that pay- 
ments by dealers toward national- 
local tiein ads must be counted 
as part of the manufacturer's 
Sales price subject to excise tax. 

Under prior rules dealers were 
allowed to exclude ad outlays from 
the taxable sales price of such 
800ds as autos and appliances, 

The refusal to withdraw its rules 
followed a request from Rep. Wil- 
bur Mills, Arkansas Democrat and 
chairman of the House ways and 
means committee, that the depart- 
ment review its policy switch. 

Officials now have written in 
reply that although the Revenue 
Service at one time had stated 
it would exclude from a manu- 
facturer’s excise tax base deal- 
ers’ advertising money kept in a 
Separate fund, it had later de- 
cided to adopt its present policy, 
ae had so notified the commit- 


Under the former setup, Treasury 








} 


color in all three pages across _ 
spread. The layout features a 


paign include Dallas, San Fran- 
cisco, Philadelphia and Pittsburgh. 

Each poster will emphasize 
safety, protection and carefree 
driving. The names of Thermoid 
automotive jobbers will be featured 
on billboards located in the jobber’s 


trading area. 
* + + 


C & B Gets Two Accounts 


Cleveland Worm & Gear Co. and 
its subsidiary, Farval Corp., also 
of Cleveland, have appointed Clark 
& Bobertz, Inc., Detroit, as their 
advertising agency. 

The accounts will be supervised 
by the Hickox-Donnelley division 
of C & B in Cleveland. 

= 


| * * 


| Chevy Dealers Pick Rep 


The Harrisburg (Pa.) Zone 
Chevrolet Dealers Assn. has ap- 
pointed Harrington, Walker € 
Strickland, Inc., Harrisburg, as 
its advertising representative. 

The association is composed of 
more than 100 Chevrolet dealers 
in 31 counties in central Pennsyl- 
vania. 

* * = 


Lee Moves to New York 


James W. Lee Il, for 21 years 
in a public relations counselling 





role with Chrysler Corp., is moving 
to the New York office of his firm, 
Ivy Lee & T. J. Ross, effective 
May 1. 

The firm’s consulting relationship 
with Chrysler, however, will con- 
tinue, according to Ross, senior 
partner in the firm, The account 
will be handled from New York, 


Ross said. 
* = + 


GMM&B All Together Now 


| Geyer, Morey, Madden & Ballard, 
| Inc. has completed the physical 
| consolidation of the merger of 
| Geyer Advertising, Inc. and Morey, 
|Humm & Warwick, Inc., by mov- 
|ing its entire New York headquar- 
|ters staff in new offices at 595 
| Madison Ave., New York. 
With Detroit and Dayton (O.) of- 
fices, the agency now has a staff of 
|}about 300 including new personnel 
as well as the merged staffs, which 
were kept intact. More than 200 
are in the New York headquarters. 
* = +. 


| Personnel Changes 


John E. Rooney from account 
executive for Erwin Wasey, Ruth- 
rauff & Ryan for 36 years to mar- 
keting consultant with offices at 
5530 Cedar Ave., Philadelphia .. . 


W. Howard Chase from president 
of Communications Counselors, 
Inc., public relations subsidiary of 
McCann-Erickson, Inc., to head of 
his own firm, Howard Chase As- 
sociates .. . Jack C. Brussel from 
advertising and sales promotion 
manager to general sales manager 
of Radio Station WJR, Detroit .. . 
David B. Kaufman from West 
Coast editor of Click magazine to 
head of Television Digest’s new 
West Coast news bureau in Holly- 
wood, Calif... . Mildred Nordlinger 
from assistant to the merchandising 
director to advertising manager of 
| Permatex Co., Inc. 


‘Guide Published 
‘On Retail Sites 


NEW YORK.—A new book, “The 
| Selection of Retail Locations,” 
| offers what is said to be the first 
| study of site selection and business 
| volume estimating for establish- 
ments selling consumer goods or 
services. 

Written by a real estate econo- 
mist, Richard L. Nelson, the 422 
page book costs $9 and has been 
published by F. W. Dodge Corp. 
119 W. 40th St.. New York 19, 








ATTENTION: Imported and Domestic Car Dealers: 


WORLDS 


322 CARS OF E 
N OUTPERFORMS AL 


DEPENDABILI 


K CITROEN SEDANS 
LLING 2000 MIL 


MOST GRUE 


IN AUTOMOTIVE 


rT 


BE A FRANCHISED CITROEN DEALER... 


No other car offers so many powerful sales features. Only Citroen has as standard 
equipment—Air-Oil Suspension ...Front-Wheel Drive... Disc Brakes... Automatic 
Jacking ...33 mile per gallon gas economy. As a Citroen dealer you receive the 
full support of National and Local Advertising, Publicity, and a complete Sales 
Promotion Portfolio...pius Technical Assistance with factory trained engineers 


and special service schools provided at Citroen’s expense. 


Sign with Citroen, and your profits start immediately! 
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On the highway ...or in your showroom 
+++@ winner every time! 
For your application and additional 
information, call or write: 


CITROEN CARS CORPORATION 


_ {SOLE IMPORTER AND DISTRIBUTOR OF 

S. A. ANDRE CITROEN, PARIS, FRANCE) 
300 PARK AVENUE, NEW YORK, N, Y. 
8423 WILSHIRE BLVD., BEVERLY HILLS, CALIF. 








How’s this for a selling story! 






Ford ‘Six’ pickups deliver more miles peg: 
other American truck in ‘Economy Showpy 





Certainly truck owners are economy-minded! the five most popular competitive makes tested. 
First question they ask about a new vehicle is To the trucker averaging 10,000 miles annual- 

its cost of operation. So they—and you—should ly, this means a saving of 129 gallons of gasoline 

be interested in the results of ““Economy Show- a year. 

down, U.S.A.’’—the most extensive truck econ- Important to your prospects? Vital! No other 
omy tests ever conducted by an independent truck dealer can offer the gas savings of Ford’s 
research organization. modern combination: Short Stroke Six and 
The outcome: In every conceivable economy the new economy carburetor, standard on Ford. | 
test, ’59 Ford Sixes piled up more miles per “Economy Showdown, U.S.A.” proved it. It’s 
gallon than any other make (see chart). In a story every truck prospect should know. 


all tests combined, Ford Styleside pickups Another reason why it’s great to be a dealer in 
recorded 25.2 more mpg than the average of the Ford Family of Fine Cars! 


FORD MOTOR COMPANY + THE AMERICAN ROAD, DEARBORN, MICHIGAN 
FORD « THUNDERBIRD « EDSEL « MERCURY « LINCOLN «+ CONTINENTAL MARK IV « ENGLISH FORD LINE 
TAUNUS + FORD TRUCKS « FARM AND INDUSTRIAL TRACTORS AND IMPLEMENTS « INDUSTRIAL ENGINES 


CU ae Cmte i aL 


. Beaks, 
cs 
= 


All tests 
conducted and results 


CERTIFIED 


by America’s foremost 
independent automotive 
research organization* 


*NAME AVAILABLE ON REQUEST. 


Send inquiry to: P.O. Box 2687 
Ford Division, Ford Motor Company 
Detroit 31, Michigan 





FORD FAMILY OF FINE CARS CLEARINGHOUSE 
NO. 130 OF A SERIES 


aoallon than any 


One 


Average 
saving: 
129 gals. 
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Veteran Ford Employe Is Honored— 


Alma Behrens, secretary to Arthur S. Hatch, member of the Dealer Policy Board, 
Ford Motor Co., was honored at San Francisco on the observance of her 45th year 
with the company. In point of service she is the oldest woman employe with Ford, 
having joined the company at the old San Francisco assembly plant in 1914. During 
the subsequent years she has been secretary to regional managers at the Richmond 
and San Jose (Calif.) assembly plants. She became Hatch's secretary in 1945 when 
he was named Western regional sales manager and later as a member of the dealer 
board. From left are James A. King, San Jose district sales manager; William A. 
Abbott jr., plant manager and a Ford employe since 1915, and Hatch. 
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of AUTOMOTIVE AIR CONDITIO 











Climatic Air pulls no punches with FIVE cus- 
tom-designed models in 1959. IMPERIAL — 
ROYAL — CUSTOM — Climatrol (trunk) — 
HOT AND COLD units. 

The finest components in each price range for 
every customer. 
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Court Decisions 





By Leo T, Parker 
Attorney at Law 


— higher courts very consist- 


ently hold that a minor who) 
purchases an automobile has the| 
legal right at any time to rescind | 


the purchase contract, return the 
automobile to the seller and re- 
cover the full purchase price. 


Moreover, it is relatively unim- 
portant to the courts that the 
minor may have wrecked the auto- 
mobile. 

See the leading 
case of Hine v. 
Ches, 219 Pac. 
(2d) 100, In this 
case, the testi- 
mony showed 
that a minor 
wrecked a  pur- 
chased automo- 
bile and rendered 
it practically 
worthless. 

The higher 
court held that 





L. T. Parker 
the seller must take back the 


LINE? 





NING... that SELLS 


wrecked car in its present condi- 


| tion and refund the full purchase 


price originally paid by the minor. 

All courts admit that employed 
automobile drivers who realized 
their personal responsibility and 
liability are more likely to be 
competent drivers, than drivers 
who believe only the employer is 
liable for negligence. 

See Willis, 156 Pac. (2d) 790. 


3 Truck Bills Vetoed 


By Arkansas Governor 


LITTLE ROCK, Ark.—Gov. Orval 
Faubus vetoed a bill to boost the 
maximum permissible truck weight 
from 64,650 to 73,280 pounds. He 
had promised the veto after the 
Legislature killed a proposal to 
hike truck licenses. 

Faubus also rejected bills allow- 
ing old license plates to be trans- 
ferred to a new truck and permit- 
ting oversize or overweight trucks 
on county roads on payment of a 
special $10 fee. 





| 
i 


| the 
| Dealers Assn., which has 900 fran- 





Here a higher court held that an 
employed driver who drives a 
motor truck when he requires slcep 
or rest, and kills a pedestrian, may 
be convicted of the crime of man- 
slaughter and sentenced to scrve 
in the penitentiary. 
* > = 


Intoxicated Driver 


) as comparison, see Brewer y. 
State, 143 S. W. (2d) 599, In this 
case, it was shown that an «m- 
ployer authorized an intoxicated 
driver to drive his motor truck. 
While the intoxicated driver was 
driving the vehicle he ran over and 
killed a pedestrian. 

The higher court held both the 
driver and the employer guilty 
of murder, and sentenced each to 
serve five years in the peniten- 
tiary. 

Other higher courts have held 
that a paid or employed driver of 
a motor vehicle who violates or 
disobeys rules and orders given by 
his employer becomes automatically 
jand exclusively liable for all in- 
| juries caused by operation of the 
| vehicle, In other words, the employe 
jis solely liable and the employer 
may avoid liability. 


| 
j * + * 


|Employe Drives Home 


TX ONE leading case, the testi- 
| mony showed that an employer 
| directed his employe to drive the 
truck to the garage. 


The employe disobeyed these 
orders and used the truck to go 
to his home for supper. 


In subsequent litigation, the 
higher court held that the em- 
ploye’s home could be sold by court 
order to satisfy a judgment of 
$10,000 damages to dependents of a 
pedestrian who was killed while 
the employe was driving the truck 
to his own home. 





Carolina Dealers 
March on Capital 
To Fight New Tax 


RALEIGH, N. C.—North Carolina 
automobile dealers descended on 
|the Senate and House Finance 
Committees of the Legislature 
March 26 to oppose bills which 
would increase the state sales tax 
on automobiles. 

More than 100 dealers represented 
North Carolina Automobile 


chised members, and the Inde- 


| pendent Automobile Dealers Assn., 


with 685 members. 
They told the committee a story 











and repeats? 
THATS VN arodtis. Sar 


And, Climatic Air offers PROFITS PLUS 
prestige to dealers and distributors. Engineered 


for most all models and makes, 


including adapt- 


ers for foreign cars. For complete details of all 


specifications, merchandising, 
PROFIT: 


CALL — WIRE — WRITE 






















AIR CONDITIONER 








promotion, and 


TELEPHONE 
Riverside 11-3837 


PANY WITH 27 YEARS’ AUTOMOTIVE EXPERIENCE 


|of decreasing profits, business clo- 
| sures and 16 separate taxes already 
| existing on automobiles, parts and 
| fuels. Fred H. Seaton, Statesville 
dealer, said “We are not here rep- 
resenting a dying industry, but we 
do think 38 cents of every dollar 
of State revenue is our fair share.” 


W. G. Yarborough, a dealer from 
Fayetteville, said, “We need tax 
| relaxation, rather than taxation.” 
| Several bills to extend the tax 
| now are before the Legislature, One 
| would raise the tax from 1 to 3 per- 
cent on motor vehicles. Another 
would remove most exemptions and 
raise vehicle license fees by $2 each 
per year, Automobile sales now are 
taxed at the rate of 1 percent, with 
a tot*! sales tax of $80. 


White to Open 


2 New Branches 


CLEVELAND.—Two new factory 
branches for White and Autocar 
trucks will be opened in Denver 
and Louisville, according to H. J. 
Nave, executive vice-president, 
White truck division. 

The Denver branch will observe 
its grand opening May 7, while 
ceremonies at the Louisville branch 
are scheduled for June 15, Nave 
said. 

L. N. Lynch is manager of the 
Denver branch and R. O. C. 
Kraemer heads the Louisville out- 
let, The Denver branch serves 
users in the Rocky Mountain area, 
including Colorado, Montana, Wy- 
oming, Idaho, and New Mexico, 
while the Louisville branch covers 
Kentucky and part of Indiana. 


Renault Adds 2 Dealers 


Renault, Inc. has franchised two 
dealers in its southeastern region. 
They are Farrington Motors, Inc., 
Paducah, Ky., and Murfreesboro 
Import Motors, Murfreesboro, Tenn. 





















If you want to sell more automobiles and auto- 
motive accessories or supplies, go where every page 
is full of ideas that sell: Better Homes & Gardens, 
| the family idea magazine. BH&G’s constant flow 
of ideas about living better and what to do about 
it keeps readers forever on the move—seeing, doing, 
buying things. And Better Homes & Gardens families 
move on wheels! 94% of BH&G families have a car 


— 30% of them have two or more cars. 


4 


During the year 1/3 of America reads 


oy ut TT 


idea magazine 






NUT SPLITTER—A 12-inch hand tool 
for splitting of nuts and removing them| 
from threaded bolts has been developed | 
by Doan Tool & Die Co., 14705 Saranac} 
Rd., Cleveland 10, O. This tool removes 
stubborn fasteners more quickly than the 
usual torch-burning methods, it is said. 
lt can be operated in close quarters or 
where heat and open flame might be fire 
or damage hozards. The tool is said to 
combine lever power with screw pressure 
to grasp and split all types of nuts on 
ali bolt sizes %-inch through \%-inch. 

, 6 © 


AIR CLEANER TESTER—Any size dry- 
type air cleaner can be tested—to see 
whether it is clogged and causing poor | 
gasoline economy—in a device announced 
by AC Spark Plug Division, General Mo-| 
tors Corp., Flint 2, Mich. The tester can 
be adjusted to compare a new air cleaner | 
with the used one token from the car, 
AC explained. The tester measures the air 
flow through the cleaner. The degree of 
clogging is shown by the height to which 
the air flow causes a ping-pong ball to 
rise in a plastic column. 
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NEW PRODUCTS 


waxes, polishes and protects auto- 
mobiles, appliances, ceramic tile, 
metal and enameled surfaces, 

* * * 


PRESSURE CONTROLS—Dynarex Corp., 
6218 Clayton Ave., St. Lovis 10, Mo., has 
announced its 1959 Injecta-Flo pressure 
control units for all models of cars and 
trucks. These units are installed the 
fuel line near the corburetor and will fit 
either % or Y-inch lines. The Injecta- 
Flo unit (series 275/HC) comes equipped 
with Dynorex's Catylium “C" to nevtral- 
ize fuel acid, and a magnet and filter 
which attracts and strains ovt minute for- 
eign particles, it is said. Glass or metal 
bow! is optional. 

* * * 


in 


BEVELING ATTACHMENT —A beveling 
attachment that is said to enable a torch 
operator to change the cutting angle 
without extinguishing the flame has been 
introduced by Smith Welding Equipment, 
Corp., 2633 Fourth St. S.E., Minneapolis 
14, Minn. Designed principally for bevel 
cutting with a machine torch, Smith's 
$C290 attachment is calibrated in incre- 
ments of 15 to 90 degrees on each side 
of vertical to permit cuts at most angles. 
The absence of stops on the swivel mem- 
ber also permits reverse beveling. Fiex- 
ible seal rings imbedded in machined 


| grooves keep the gases seporoted vuntil 
| they mix properly in the tip. They also 


| make possible hand adjustment of 
|} head, and prevent 


the 
foreign matter from 


| entering and causing damage to the sect, 
it is claimed. The head of the attachment | 


TACHOMETER—A Tachometer, Mode! 
410, has been added to the testing 
equipment manufactured by Fox Valley 
instrument Co., Highway 27, Cheboygan, 
Mich. Ignition-actuated and powered by 
batteries, the unit is said to be capable 
of f.p.m. measurement on all cars and 
is recommended for use on automatic 
transmissions and carburetors. The unit 
is calibrated for six, 12, or 24-volt sys- 
tems, and has two ranges: zero to 1,000 
r.p.m. and zero to 5,000 r.p.m. Four-cycle 
engines having four, 6 or 8 cylinders can 

with the instrument. 
be tested ith t e are . t 


National Carbon Offers 
Eveready Auto Polish 


Eveready New Look Car Polish, 
which includes a free sponge on 
each can, hag been announced by 
National Carbon Co., a division of 
Union Carbide Corp. 


The company said it cleans, 


can be swiveled through its entire arc 
without extinguishing the preheat flame. 
The design also permits a change from 
bevel to vertical cutting and back again 
without a need for flame adjustment. 

=e. 2 


ADDING MACHINE—A 10-key portable 
adding machine has been marketed by 
R. C. Allen Business Machines, Inc., 678 
Front St. N.W., Grand Rapids, Mich. Des- 
ignated the 4189, the model has a 999,- 
999.99 listing capacity, a totalling capac- 
ity of 9,999,999.99, and offers such fea- 
tures as direct subtraction printed in 
red, credit totals and sub-totals printed 
in red, automatic “step-over” for ex- 
tremely fast multiplication, plus builtin 
wheels for easy, desk top movement, it 
is claimed. 


BEARING LINKAGE KiT—Eelco 70-30 
ball bearing progressive linkage kits are 
available for triple-carburetor equipped 
Chevrolets, Oldsmobiles, Cadillacs and 
Pontiacs. Eelco Mfg. & Supply Co., P. O. 
Box 4095, Inglewood, Calif. 

—2. @ 


Metal Cutter Saves Time, 
Ingersoll-Rand Claims 


Ingersoll-Rand Co., 11 Broadway, 
New York 4, N. Y., has announced 
a MCi21 IMPACutter designed to 


formerly required on body-shop 
repair operations. 

Delivering approximately 3,000 
blows per minute, this tool 


welds with ease and safety, drives 
out rivets, bolts and pins, and 
scrapes undercoating, paint and 
dirt, the firm says. 


. * > 


Rust Preventive 


with magnetic attraction, has been 
marketed by Buckeye Industries, 
Inc., 870 E. 150th St, Cleveland 
10, O. 


. > > 





Filter Cartridges 


A series of Refileo Premium-Pack 
replacement cartridges for oil fil- 
ters on Cummins-powered White 
trucks has been announced by 
Refill Filter Co., 541 Fifteenth Ave., 
Newark 3, N. J. 

> 


Folding Ladder 


A line of folding aluminum step- 
ladders, some available with hand- 
rails, have been marketed by 
Ballymore Co., West Chester, Pa. 


New Repair Material Called 
Widely Adaptable 

A new epoxy-polamide chemical 
compound, called Plastic Mastic, 


is a general repair material said 
to be permanently effective with 





| paper and most plastics. 
Available in. quart, 

|}and two-gallon sizes, Plastic Mastic 

|is being marketed by Williamson 


| Adhesives, Inc., 8220 Kimball Ave., 


| Skokie, Il. 


FRONT END HOIST—A front end tele- 
scopic hoist for eight, nine and 10-foot 
bodies has been developed recently at 
Marion Metal Products Co., Plantsville, O. 
The hoist includes three models. The F- 
513T-65 is for eight-foot body lengths; 
the F-513T-72 is for nine-foot bodies; the 
F-513T-82 is for 10-foot bodies. One of 
the outstanding features of this hoist is 
said to be the ease in which the cylinder 
is attached to the body. This method of 
attachment also allows fast, easy detach- 
ment for any servicing of the hoist in 
the field, it is said. 

* 


UMS Announces Antifreeze 


For Windshield Washers 


United Motors Service of General 
Motors announced the development 
of Delco Special 15 Antifreeze. A 
chemical solution, it is said to 
permit operation of automobile 


save up to 90 percent of the time | 


cuts | 
sheet metal, bolts, rivets and spot- | 


Buckrust, a new rust preventive | 


material such as concrete, metal, | 
wood, ceramics, glass, rubber, cloth, | 


half-gallon | 





windshield washers at temperatures 
below freezing. 


UMS said one pint added to two 
pints of water provides windshield- | 


washer operation at zero F. The 


division emphasized that the solu- | 


tion is not intended for all-season 
use, 


MICROMETER—Central Tool Co., Crans- 
ton, R. L, 
with on exclusive method of adjustment. 
The Central adjustment is said to be 
simple. You have only to loosen the big 
screw in the end of the thimble sleeve, ro- 
tate the thimble to correct the zero 
setting, and tighten the screw, it is said. 

* So 


BATTERY FAUCETS—Soafety faucets for 
cor botteries, marketed by Jano Machine 
Co., 133 E. Lincoln, Escondido, Calif., ore 
designed to provide secure mechanicol, 
low-resistance connections of cables to 
posts. The faucets cre used to shut off 
the battery by hand without tools in case 
of fire or when making repairs, When 


| the cup enclosing posts ore filled with oil, 


all corrosion and suiphation are said to 
be sealed ovt. Faucets are available for 
six, 12 and 24-volt batteries. 


ELECTRIC SPRAY GUN—The Champion 
Super sprayer is said to be a self-con- | 
tained, electrically-driven, compressoriess 
unit designed for spray application of 
paint and other liquids, whether with | 
high or low viscosity, in a super-fine 
atomized film. The body is cast aluminum 
ond the pistol grip is molded of plastic. 
Operates on 110 volts AC with power 
rating of 80 watts. Klepp Bros., Inc., Box 
951, White Plains, N. Y. 


now provides its micrometers | 





PAINT HEATER—A paint heater, incor- 
porating a design concept that provides 
safe heat with a direct type of heater 
element, has been announced by Binks 
Mfg. Co., 3122 Carroll Ave., Chicago 12, 
ill. The safe heat feature is said to be 
made possible by designing the paint 
tract around the heater element. The 
tract consists of 22 slots or passageways 
equally spaced around the outside diam- 
eter of a_ cylindrical 
| Passageways are arranged so that all the 
| paint entering the heater must pass 
| through each of them before leaving the 
heater. Overall, the paint travels a dis- 
|tance of 27 linear feet, over more than 


. 13% square feet of heating areca. The 


paint heater is available for either cir- 
culating or non-circulating paint systems, 


jand for 115 or 230-volt operation. 
. *-@ 


WELDER—A variety of utility welding 
| operations, in addition to six or 12-volt 
| battery charging, can be performed with 
@ power unit introduced by Welding 
Products Division, A. O. Smith Corp., 
| Milwaukee, The 180-ampere unit plugs 
into any 230-volt outlet. Designed to ac- 
commodate AC electrodes from 1/16 
through 5/32-inch, it has two welding 
ranges: One for deep penetration; the 
other for a smooth surface weld. Bot- 
teries can be charged in less than 14 
hours, sufficient charge for starting may 
be added to any battery in less than 
20 minutes, it is said. The charger features 
| silicon rectifiers. 








RADIATOR REPAIR KIT—Miraco Mfg. 
Co., 6445 E. Jefferson Ave., Detroit 7, 
Mich., has announced Miraco, which is 
said to permanently repair cracks in en- 
gine blocks and leaks in the cooling sys- 
tems of gas or diesel engines, Miraco is 
forced into the cooling system under 
Pressure using the Miraco kit. Equipment 
can be restored to use within two hours, 
since the repairs are made without re- 
moving radiator or other parts, it is said. 


JACK—A pushbutton § electro-hydraulic 
one-end lift, model S$J-75, that is said to 
lift full 1%4-ton capacity loads, has been 
announced by Blackhawk Mfg. Co., 5325 
W. Rogers St., Milwaukee 46, Wis. The 
$J-75 operates on a standard six-volt 
battery for a week of normal use without 
recharging. It has lifting arms that extend 
from 14 to 48 inches to accommodate the 
many different styled bumpers, tail pipes 
and extreme widths of many late model 
cars. Safety wide 5" x 5” saddles are 
fixed so user does not have to bend 
underneath the car to adjust them for 
proper contact. The SJ-75 is said to have 
an automatic mechanical safety that locks 


in any raised position from eight to 30” 


inches. 


: 7 
aluminum block. 
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(Continued from Page 16) 


53 Bel Air 2-dr., $470, $400*, $390, 
$290; Two-ten'4-dr., $425, $400*, $390* 
(ps). 

'52 Deluxe 4-dr., $240*. 

*51 Special Deluxe, $120*. 

CHRYSLER—'53 Town & Country, $445*; 
Windsor 4-dr., $250*. 

peSOTO—'54 Firedome 4-dr., $425* (ps). 

pODGE '57 Sierra, $1,500* (ps). 

"56 Coronet 4-dr., $670*° (ps). 


'55 Suburban, $800; Coronet Hardtop 2- 
dr., $720* 
'54 Coronet station wagon, $380* (ps). 


"53 Meadowbrook 4-dr., $380; Coronet 

4-dr., $270 
FORD—'58 Fairlane (8) 4-dr., $1,925° 

'57 Country sedan (8), $1,550*, $1,440*° 

56 Country sedan (6), $1,150*. 

55 Fairlane (6) Victoria 2-dr., $825; 
4-dr., $770*%; Main (6) 4-dr., $650; 
Custom (8) 2-dr., $570*, $450. 

'54 Custom 2-dr., $330. 

*53 Custom 4-dr., $200 

*51 Victoria 2-dr., $175 

LINCOLN— 58 Capri 4-dr., $2,810* (ps). 
MERCURY—'56 Monterey 4-dr., $1,000*. 
"54 Monterey 2-dr., $400*. 
53 Monterey 2-dr., $550*. 


’52 Custom 2-dr., $250 
OLDSMOBILE —'59 (88) 2-dr., $2,720* 
‘7. (98) Holiday 4-dr., $1,810*; (S88) 
Super conv $1,800* (ps); (88) 4-dr st 
$1,350° 
"56 (88) Super Holiday 2-dr., $1,400* 
(ps), $1,300* (ps); (98) Holiday 2-dr., 
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’56 Monterey 2-dr., $1,105* (ps), $855*; 510. 


























’55 Firedome Hardtop 2-dr., $750. 
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Hardtop 4-dr., $915*; Medalist 4-dr., 
° . $865". Model Breakdown DODGE—'58 Coronet (6) A-dr., $1,450. 
OLDSMOBILE — ’58 (88) 2-dr., 2,205° | e ’56 Custom Royal Hardtop 2-dr., $9 : 
Used-Car Auction Prices “mo 205°] O€ Auction Averages | 3% surtom ers Herter, 
’56 (98) Holiday 4-dr., $1,300*; 2-dr., '52 Coronet (6) 4-dr., $125. 
$1,275, $1,235; (88) 4-dr., $1,185" | aodel — a ae | FORD—'s8 Fairlane (8) 600 Victoria 2 
(ps), ,015*, 5 (ps). °» , . 
55° (98) ouacy 4-4r., $1,125° (ps). ae $2,886 $2,610 $2,775 ’57 Fairlane (8) 500 Victoria 2-dr., $1,- 
"54 (88) 2-dr., $560* (ps). 0 1,950 1,971 2,018 eeeneen iss aes pod a gy 
u¥) J —’'58 F -dr., & -. ’ ~ 
'53_Bel Air 2-dr., $355; Two-ten 4-7. Peat ree oe any ie etodoe eps); | ROBT... 1,568 1,884 = 1,366 | og5+; “2-dr., $1,010*; Del Rio Ranch 
moon . - Savoy (6) 2-dr., $630. ei risccle Oe 989 997 | (8) 2-dr., $1,180; Custom (6) 4-dr., 
52 opveluxe 4-dr., $265°*, $255; 2-dr., ‘55 Plaza (8) 4-df., $510; Savoy (8) | SERS 742 747 157 $755. 
$255; Bel Air 2-dr., $215°*. 4-dr., $435*. | 461 474 ’56 Fairlane (8) conv., $940* (ps), $965* 
CHRYSLER—'55 Windsor 2-dr., $815*. 54 Plaza (6) 2-dr., $380. 1954... ees 466 6 (ps). 
DeSOTO—'53 Firedome (8) 4-dr., $110* "53 Belvedere (6) 2-dr., $415. ne 289 300 315 | ‘55 Fairlane (8) Victoria 2-dr., $805*; 
(ps). PONTIAC '56 Chieftain 4-dr., $960*,| 1952.............. 182 218 225 2-dr., $770; conv., $730* (ps); Crest 
DODGE— 57 station wagon 2-dr., $1,175*. 640*: Star Chief 4-dr., $860". . (8) conv., $550*. 
'55 2-dr., $755. ‘55 Star Chief 4-dr., $830*; Chieftain} Overall 54 Custom (8) station wagon 2-dr., 
FORD—’59 Galaxie (8) 2-dr., $2,475; Cus- 2-dr., $805. Average $1,134 $1,079 $1,116 $395". 
tom (6) 300 2-dr., $1,680. ’53 Star Chief 2-dr., $345. LINCOLN—’ 54 Capri 4-dr., $780* (ps). 
'58 Custom (8) 300 4-dr., $1,500*; 2-dr., | WEILLYS—'54 Aero 2-dr., $265. SEOUL On Reseninn Come tenets 
$1,330; Station Wagon (8) 2-dr., $1,-| MISCELLANEOUS—’58 Pi 8) 2-dr., | . ° , MERCURY—’57 Turnpike Cruiser Hardtop 
405 | $1,310 oo eS aa (a); Barcep 2-dr., $1,575; Monterey 2-dr., $1,225*. 
’57 Fairlane (8) 500 Victoria 2-dr., $1,- | ’56 Pickup (6) 2-dr., $635. } '56 (62) 4-dr., $1,850* (ps). ’56 Monterey station wagon 4-dr., $1,- 
380; Fairlane (8) 4-dr., $1,270" (ps); ’53 %-ton pickup (8) 2-dr., $410*. '54 (62) coupe, $1,110* (ps), $1,000* 100* (ps); Custom station wagon 4- 
a cia. San ts oh 4-dr., $1,-/| | (ps). a aoe Gs). esse: Cust aa 
5*, ; ); 2-dr., ,015*, $1,005*; 2 55 Monterey 4-dr., $! ; Custom 4-dr., 
Custom (8) 300 4-dr., $1,105*, $1,040*. | WEST PALM BEACH, FLA. ar, 54,900": eae (6) 2-dr. $1 $650*; 2-dr., $510*; Montclair conv., 
‘56 Thunderbird 2-dr., $1,655; Station West Palm Beach Auto Auction. Sale ete ; ; aa $565". 
wagon (8) 4-dr., $1,125* (ps), $985;|every Thursday. Prices are for sale of| °57 Corvette (8), $2,250*; Bel Air (8) | NASH—’53 Custom 4-dr., $285 
2-dr., $645; Fairlane (8) 4-dr., $1,-| Apr. 2. Consignment of clean cars in- conv., $1,415*; Two-ten (6) 2-dr.,| OLDSMOBILE—'’56 (88) Holiday 2-dr., 
030 (ps), $835*; Fairlane (8) 500 2-|creased this week as market continued $930; One-fifty (6) 2-dr., $895. $1,165* (ps), $1,085* (ps); (88) Super 
dr., $995*, $855*; Custom (8) Victoria | very strong. Plenty of action from start ’56 Bel Air (8) conv., $1,015* Holiday 4-dr., $985* (ps); Holiday 2- 
2-dr., $945*, $855; 4-dr., $780; 2-dr.,| to finish. 76 percent of consignments were ’55 Bel Air (8) station wagon 4-dr., dr., $1,165* (ps). 
$655 sold | $860*; Bel Air (6) Hardtop 2-dr., *55 (98) conv., $950* (ps); (S88) conv., 
'55 Fairlane (8) Victoria 2-dr., $875*; | BUICK—'57 Special conv., $1,415* (ps). $725*; Two-ten (6) club coupe, $780*; $750*; Holiday 4-dr., $875* (ps); Holi- 
4-dr., $805*; Station wagon (8) 2-dr., ’56 Super Riviera 4-dr., $1,000* (ps). Two-ten (8) 2-dr., $680, $640; One- day 2-dr., $725*; 4-dr., $840* (ps). 
$800; Custom (8) 4-dr., $695; 2-dr., ’55 Century Riviera 4-dr., $885* (ps); | fifty (6) 4-dr., $490. ’54 (88) Holiday 2-dr., $550* (ps); (88) 
$690*, $655 Special Riviera 4-dr., $870*; Riviera| °53 Two-ten 2-dr., $400, $385; One-fifty Super Holiday 2-dr., $540* (ps). 
‘54 Custom (8) 4-dr., $555, $455*, $455. 2-dr., $780*, $750*%: RM 4-dr., $685*| (6) club coupe, $310. PACKARD—’55 (400) Hardtop 2-dr., $800* 
‘53 Custom (8) 4-dr., $490, $375; 2-dr., | (ps) "52 Two-ten 2-dr., $165*. (ps). 
$355 | °*54 RM conv., $550* (ps); Special Ri- | CHRYSLER—'57 NY Hardtop 2-dr., $1,-| PLYMOUTH ’58 Suburban (8) station 
"52 Custom (8) 2-dr., $305, $300. | viera 2-dr., $465 800* (ps); Saratoga 2-dr., $1,500* wagon, $1,500. 
‘51 Customized 2-dr., $600 | °53 Super Riviera 2-dr., $365* (ps). (ps). ‘S57 Suburban (6) station wagon, §1,- 
HUDSON — '55 Hornet (8) 4-dr., $505*, | CADILLAC—'58 (62) conv., $3,760*. '53 Windsor (6) 4-dr., $225* (ps). 130° 
ae '57 Eldorado coupe de Ville, $3,175* (ps); | "52 Imperial 4-dr., $200 (ps). "56 Savoy (8) 4-dr., $575 
MERCURY—'57 Montclair 4-dr., $1,505*. (62) sedan de Ville, $2,835* (ps); | DeSOTO—’57 Firedome Hardtop 2-dr., $1,- (Continued on Page 29, Col. 1) 


$1,290° (ps); (88) Holiday 2-dr., $1,- 
180*; 4-dr., $1,010*° (ps) 
‘55 (88) Super Holiday 2-dr., $1,060*° 
(ps) | 
"55 (88) Super 4-dr $670*: (98) 4-dr., 
$350* 
PLYMOUTH—'57 Plaza (8) 4-dr., $920; | 
Plaza (6) 4-dr., $840 | 
‘56 Belvedere (8) Hardtop 4-dr., $1,-| 
oso* $1,050° (ps); Hardtop 2-dr., | 
$950°*: Belvedere (6) 4-dr., $890* 5 
"5S Plaza (6) 2-dr., $480 





"53 Suburban $360; Cranbrook 4-dr., 
$260 

PONTIAC 57 Super Chief 4-dr., $1,475* 
‘55 Star Chief Catalina 2-dr., $890° 


(ps); Chieftain station wagon, $665. 
"h4 Chieftain Deluxe 4-dr., $440* (ps). 
"53 Chieftain 4-dr., $230° 
‘52 Chieftain Deluxe 4-dr., $140. 
RAMBLER—'56 4-dr.. $800 | 
"SH 2-dr.. $390; Hardtop 2-dr., $385* 
STUDEBAKER—'58 Scotsman 4-dr., $860*. 
MISCELLANEOUS—'46 Dodge 1%-ton/ 
wrecker, $430 


DANVILLE, VA. 


Danville Auto Auction. Sale every Wed- 
nesday. Prices are for sale of Apr. 1. 
Exceptional sale with very high percentage | 
sold. Retail dealers report good activity— | 
want more clean cars 
BUICK—'57 Special 2-dr., $1,430*. 

"36 Special 2-dr., $930* | 

"55 Century 4-dr., $930°, $500°; Special | 

2-dr., $730°, $605° 
"4 Special 2-dr., $625° 
"53 Special 2-cdr., $405, $295. | 
"52 Special 4-dr., $120 | 
CADILLAC 57 (62) coupe de Ville, $2,- 
800) sedan de Ville, 2,765° (ps); | 
coupe, $2,680° (ps) 
) 4-dr., $1,405*° 
) 4-dr., $1,495° (ps) 
"s 2) coupe de Ville, $1,330° (ps). 
CHEVROLET—'5S Biscayne (6) 4-dr., $1,- | 
335 
"ST Bel Air (8) 4-dr., $1,545°, $1,430°; | 
2-dr., $1,265°; Bel Air (6) conv., $1,-/ 
305; Two-ten (6) 2-dr., $1,255, $980°; | 
4-dr $1.230, $1,065; Two-ten (8) 4- 
dr $1,105* 
"56 Bel Air (8) 4-dr., $1,080°, $835°; 
Two-ten (8) 4-dr., $960°, $860*, $805 

"55 Bel Air (6) station wagon, $955, 
$605; Bel Air (8) 2-dr., $950°; 4-dr., | 
$825*: Two-ten (6) Delray 2-dr., $815; 
station wagon 4-dr $765° 

"4 Station Wagon 4-dr., $660°*. 


Used Imported 
Cars 


Albany 
Volkswagen—'56 Sunroof 4-dr., $1,000. 

Chicago 
Renault—'57 Dauphine, $830. 


Detroit 


Ford (English)—'57 Anglia 2-dr., $650. 
"56 Anglia 2-dr., $500. 
Skeda—'57 2-dr., $500. 


Dyer, Ind. 
MG—’'58, $1,850. 
Renault—’58 Dauphine 4-dr., $1,000. 
Triumph—’58 TR 3, $1,850. 


Littleton, Colo. 
MG—'51 Roadster, $580. 


Los Angeles 


Austin—’'54 Healey Roadster, $1,125. 
Borgward—'56 2-dr., $985. 
Goliath—’58 2-dr., $900. 

"57 2-dr., $465. 
Hiliman—’57 Minx 4-dr., $960. 
Metropolitan—’56, $715. 
Mercedes-Benz—'56 300 4-dr., $4,040. 
MG—’58 roadster, $1,710. 

"57 coupe, $1,625. 
Porsche—’56 roadster, $1,300. 

'55 coupe, $1,900. 
Renault—’'58 Dauphine sunroof 4-dr., $1,- 

265; 4-dr., $1,260. 

‘57 Dauphine 4-dr., $975. 
Triumph—'56 roadster, $1,375. 

’55 roadster, $810. 
Vauxhall—’58 4-dr., $1,315. 
Volkswagen—’58 sunroof 2-dr., $1,600. 
_'55 sunroof 2-dr., $860, $850. 
Volvo—’58 2-dr., $1,435, $1,255. 














West Palm Beach, Fla. 


Ford (English)—’55 Zephyr 4-dr., $655. 
MG—’57 conv., $1,230. 
Taunus—’59 station wagon, $1,850. 





The Design of Economy For more than half-a-century— 


original equipment manufacturers for 
the automotive and aircraft industries. 


The bridge between the automotive and aviation industries is made, at Holley, in the 
engineering and research department. Here, Holley engineers. are often working on the 
completely dissimilar economy problems of increasing miles per gallon, efficiency of 
automotive engines and decreasing the tons-per-hour consumption of jet engines. 
These teams of engineering specialists, including truck engineers, are able to maintain a 
remarkable degree of coordination considering their vastly different problems. 
Generally, Holley aviation customers benefit from engineering designs created to 
take advantage of manufacturing shortcuts that are the backbone of the automotive 






Ze, 


industry. In turn, automotive and truck customers find design improvements in their : 
products resulting from basic research and experience in the aviation industry. e 11955 E. NINE MILE RD. 
This kind of coordination and experience.is another reason why Americans on the 1-31 WARREN, MICH. 


move have depended upon Holley products for more than half-a-century. 
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; conv., $3,125.25, Sta- $2,562. Oustom — 2 > $2 
2-seat Custom, §2,- 3a3"  gedr. 2-seat oa saerr 
$14.25; 4-dr, 3-seat Custom, $2,990. 75; 4- V-8—Super—4-dr. sed 2 388; 4-dr. 2-seat 
dr. 2-seat Sport, $3,020.75; 4-dr, 3-seat | stat. wag., $2,692; Guleem—4-ee. sed., $2,. 
Sport, $3,130.50. 513; 4-dr. hardtop, $2,588; 4-dr. 2-seat 
PONTIAO—Catalina—4-dr. sed., $2,704; stat. wag., $2,807. Ambassador—Super— 
;| 4-dr. sed., "$2,587; 4-dr, 2-seat stat. 
. | $2,881. Custom—4-dr. 
hardtop, $2,822; 4-dr. . 
venturer—2-dr, hardtop, $4,427; conv., $4,- | Belvedere Six—4-dr. sed., $2,439.75; 2-dr. . Ohiet——4-dr. sed., $3,-| $3,026; 4-dr. 2-seat hardtop stat, wag., 
749. (Torquefiite standard on Fireflite and | sed., $2,389.25; 4-dr. hardtop, $2,524. 75; ; . ., $2,934; 4-dr. hardtop, $3,- | $3,116. 
Adventurer. Power steering and power 2-dr. hardtop, $2,461.25. Station Wagon 138. Bonneville—4-dr. hardtop, $3,333; 2-dr. STUDEBAKER—Lark Deluxe Six—4-dr, 
brakes on Adventurer.) Six—2-dr. 2-seat Deluxe, $2,574.25; 4-dr. | hardtop, $3,257; conv., $3,478; 4-dr. 2-seat| sed., $1,995; 2-dr. sed., $1,925; 2-dr. 2-seat 
DODGE—Coronet Six—4-dr.’’ sed., $2,- | 2-8eat Deluxe, $2,641; 4-dr. 2-seat Custom, | stat. wag., $3,532. stat. wag., $2,295. Lark Regal Six—4-dr, 
586.50; 2-dr. sed., $2,515.50; 2-dr, hard- a 761.50, Plymouth ‘v-8—(On the follow- RAMBLER—American—2-dr. Deluxe sed., | sed., $2,175; 2-dr. hardtop, $2,275; 2-dr, 
50. Coronet V-8—4-dr. sed., | '™& models, a V-8 engine is standard and | $1,835; 2-dr. Super sed., $1,920; 2-dr. 2-| 2-seat stat. wag., $2,455. Lark Regal V-s— 
Thatdion, 4-dr. hardtop, So eee sin: a" bear ae seat Deluxe stat. want o * Deluxe St 2-seat .. =. = $2, ‘aah 2-dr. ay — 
? rd .764; conv., — conv. ? L — 4-dr. | Super stat. wag., $2,145. Six—4-dr. | 2-dr. -seat wag. 
(Copyright, 1959, by Automotive News) | 94529" itoyal_4-dr oa. easel 934; 4-dr. | 8¢d., $2,690.50; ‘4-dr, hard .25; | sed., $2,098, Super Six—4-dr. sed., $2,268:| Hawk—six-cylinder cpe., $2,360; V-8 cpe., 
BUICK—LeSabre—4-dr. sed., $2,304; 2- hardtop, $3,068.50; ‘2-ar. hardtop, ' $2,990 2-dr. hardtop, $2,714.25. Fury. . |4-dr. hardtop, $2,343; 4-dr. 2-seat stat. | $2,495. 
. $2,740; 4-dr. hardtop, $2, Custom’ Royal—4-dr. sed., $3,144.75; 4-dr. 
, $2,849; ss $3,129; 4-ar. 
Invieta—4-dr. 


Sig at te, Par | eat De ea New Commercial-Car Registrations, 


318; ‘4dr. 3-seat Custom Sierra, ‘sha 438.50. 


ee fit areas fae 49 States for February, 1959-1958 


$2,629; ° 50; 2-dr. Truck istrations by states are 

hardtop, .50. Corsair—4-dr. sed., $2,- ectoqeed Kare weekly 

top. $2,819; _ Pi Sa nee wen 

\ conv. agons 

—4-dr., 2-seat Vinee ‘$2,971; 4-dr., 3- 

seat Villager, $3,054.70. ; ; 

28 States Previously Reported 59 | 77| 1448; 6908; 2029; 2212) 485; 189) 418) 

an Fe te nh Gn Oe mod-| For February : eH 78; 5767| _—157|_—«1087| «4844, 1418; = 2819| 326; 123) 72 

4-dr. sed., $2,273; 2-dr. sed., $2,219; busi- | Alebema = os F Taw Se S&S FT & 

ness sed.,' $2,132. Fairlane—4-dr. sed., $2,- ‘58 a CUO 14 2} _ 10 

411; 2-dr. sed., $2,357, Fairlane 500—4-dr. | Arizona a 412 | ” $5) 15 79; «54 l 8| 9 

cod., $2,500 s,3-F, sod. $2,476; ¢-dr. hard-| 4 198 | 38} 43| 55 | 2 

op, $2, r Galaxie— ; ; 5 ' 

4-dr, sed., $2,582; 2-dr. sed., $2,528; 4-ar, | ~?!ornie ‘sel 4 a ee | 2 & 

hardtop, ‘$2,654; 2-dr. hardtop, $2,589; aon 4 ew a ee ai ani 

$2,839; retractable hardtop (V-8| Florida a | %| 

, $3,346. Station Wagons—2-dr., 2-| |__ 401 7|___53)__ 454] ;__ 44] 2H} 1}, se 

seat Ranch Wagon, $2,567; 4-dr. 2-seat| Georgia 2 464 43: | 1s| =o” 5 2 

Ranch wae $2,634; os. 2-scat Country 45 2 81} 380 109) 114 | 2 
Sedan, » ; ° -seat Coun Ce er ee 7 = = as i ar : - 

-dr. | $2,745; 4-dr. 3-seat Country Sedan, $2,829; lndione 3 mI R a al ion i. a » 
4-dr. | 4-dr. 3-seat Country Squire, $2,958. Thee | —__ _ —_— i— 

derbird—(V-8 standard) —2-dr,. hardtop, | Kenses al _ ea ° = a 100 | ie) 














4l “| — ae ‘3a 
| BF Pe 79 a Rl _ 7h. 3} no 13) 


ni 5 si} 469 121 114! 5) 3 

60 1 72|_ 49 108} 15! Oi eel _ 2B 

Maine 59) | 2 14} | 2 3 2) 4 
58) 89 B 7 5! 1] 2| ae 

Massachusetts 59) 5! | 139 33) | 5| 17 
58) 163 2 48 180 52 8i| 


1 0 
Michigan "5? 197 11} 223] 1010) 356) si Is| : ; ~ 
, __ 33 | __Ta8l 455 7 Ng 5|_ . _ 8 
Minnesota "s? 3; H| sa “| 67; 9 5| “0 
“sa 269 a”! 266 56; 7] en 19 
Mississippi "39 413 2 31; 308 a) 7 % 
‘38 _ : a 18} 215 | 734 | 8 
Missouri 5? 823 2, —«3)s—«S4]CtHYa? 13) 9 47 
‘38 571 H sal 130 a 14 

New Mexico a ml | 


Kentucky a 








Louisiana Z 











Su an wm 














= na 28 





Ss 
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ww OR we KB SY we 


Z| “a - 
39 184 % 

15 say 176} 
ial 173 43! 170) a0 


a. “0CCS 
2| al 2 9 


6! . ~ $3) 2 
___—- 7 __ ss SA_062]__—sS9)— 2B 
zai #6 7 112) 267 

9) 71 53 4) 18% F 
8| 8 8 7; «Me 
2) 19 13 4) #133 
a2\| 12 % “| 7168 
7 13 5! %| 435 
10) ‘| 31} 87; 10% 


a 


| 





Station Wagons —2-dr. New York 59) 18 pt 
$3,144.50; 4-dr. 2-seat Commuter, $3,215; 58) 10} Ld a = oa a 
fdr. 2-seat Voyager, $3,793; 4-dr. 2-e0at | O77, ‘s9| | ee 
58) 622 7 126} 514 1% 239 
Oklahoma a = Se : 413 | 8! 
‘s8 539 66 i. | =~*147 
Texas ‘? an ay | 8 490 
58 __ 19% ee 470 
Washington ‘s? | | ‘h 67! 3 118] tit} 
"58 106,227, 3 a _ be Si mE 
# States Reported ‘s?/ 58 am 177 ae 19238, SI? 5055) 79 467| «(1073| Ss 1709| Ss «2795! 43782 FF 
For February ‘58] St} 16679) 251|_ _ 13978] 3601| 6345; 679/274) ~—s 8B|_—s278| «1834 48590 
Year “59! 141| 46990; 404) 7035| 36604) 10212) 9907) i919 912) «1905S! 3708] ~=—«S7BI| 125528 
To Date "58! 113] © 34335) 444| 582i| 28555) - 13870} 1524 664' 1698] 2673) 3765) 100792 


“Tho information ts fits copes? bes Gesn comotiod tram ofticlal state documents, reasonable precaution has been exercised to insure 
accuracy to the extent of the registrations received at the time the report is we tiek . RL. Polk & Co. cannot assume any liability by 
reason of inaccuracies or omissions." —R. . > 9 Se See ae eee the Oregon State Motor Vehicle 

ment is included in this preliminary U. S. These figures have not been subjected to auditing procedures usually applied by 
Polk & Co, The 1958 figures for Oregon are Polk 




















Chev-| Olds- | Pon- | G.M.|. 5? |Miscel- 
rolet |mobile| tiac | TOTAL! Stede-| lan- [TOTA' 
baker | eous 


Previously 1656) 1044/4610] 49272| 124) 4968] 43667) L1198| 11268) 79225) 4172) 16261| 174258 
Reported tor Feb. BH Me] moa| server 1064) 4056) 35282| | 37351| —9734|__-7934) a __ 1236) __7332|_135637 


2 7 4 150| 2010 ae -  $hif S43) 6t72 
— * Po 5 & 7. 502 “4 15 90! = «1183 34 1249} 316) a 2 214) 4235 


> nccce: lemme le iy 218) -730)~=C«2| 12 a 74) 118) ae i297 | 28 
Arizona 2 uo Oe , | 249 aI 18 | Gl Ss ia : | 44] 109|__—t807 tl msl 298 


imate farmer cooperatives, but only | =~, 5, 3 34m2|10176| 309 -321| 100) tiene) teat) i337 ail a 72% 00704) 7923) a 
at those “which masquerade as | lors 33 0 i =m 1248 = 542i| 7430] 3 mel 387| _1037|_-9160| 1620 17| 9885 el _ el 16390] 226| 4890 _ eal 
farmer cooperatives in order to ee ae an oe = | 140| 2378 326 157| 1973 | 64 135 Sm 
escape Federal regulation of their So 32 160} 2016 493 137| 2140) 679) 381 | 43 
operations.” Indiana 59 124 i rs 3 35) ii) +~—1969 159| 1636) 472|—~=C«A|SC 371| $27 — an 


a2 
The officials also establish ‘58 mal 7 152 1 eal so] 2071600] 432|_—1@0|_ int] sos, ml 2 156) _195|__ 6504 
ara m9 ee Kansas = 190 31 is 78 oa | 38 2 il a a 148 |S | iv 217) 1595 6! 270| 46 
3 —# “| 43 al 3 wal So} 24|_——104 7|__250|_—65|_—1006)—223|_—s231|_—*I775|_—S < 3714 
" 28) 9 321 a 62 aa 2 1205) 355) 311| 2206) 4504 
— 5 a i131 LS 9 $| 36! 85) 1337) ae a 262| ol | wm 4339 
isi |_# a 2 ! 305 152 1940 . —- 2 ‘ai | 6% 
Louisiana ia ml 150} 2301 to] 4 | Si mR a na 


EH 
‘s8 


a a = zm trol 1a 


673; 1134 1033; «318 “7| #17 

— to bring to ae, and 58 me ta) = = 1591 1684) 552 ol id al 560] 7228 

vorable conclusion eo "a" aa 1 %\ aaa Sie) an 254| 6024 255 8475| 2352| 2571| 17194, S8i|  1ee8| 34653 

—_ of the Federal Communica- — 3 | oO OO ie 2 at = | _ ee %| 194 529 1700 a 99| 723) _~—«*18731 

Commission regarding th e| Minnesota 477 7” a ry 2 sme 7 319 104) * 482 206| 2261 612 , E- 177 = 8440 
Seton of microwave radio fre-| 88 HS 72 27 67|___—224 93 1779} _— 006} 46} 223] 2154} 627} 2244] 728] 47S|__—4223|_ 4 255], 804 

seek ex- | Mississippi 7 2 3 13 2 1277 - 866 2% 903 1% 193) 1517 50) 241) 3085 

ieapttens uae aoe tax o oe z| 6 2 63 El 339 = a 204 874| 244 150) He 30| 93 ai 


communications facilities. anaues 4 = m rH | sore 90 1974 102 | ae i, oa | a ae el | ‘She 8078 


| 2s se ‘ 3 ees es 
Dealers Elect Brooks 1740 i is7| Bae Tool 2820| 2315| 15050|  ea7| 3340 31472 
| a is ]__2137| 4130 ‘wal 20) 5179 


. 240) 264 so 2it1| 1295] 11874) 291] ~—*1706) 23754 
In San Francisco 59 zi zs as Lat 1293] 2 ne 7aaa\ a8) zm a a ea es i961| 1970|i2731| 771 \995| 27883 
SAN FRANCISCO.—Ellis Brooks ‘58 477\__280)_——s62|_—3tt}_—743)_—st tt) «3007 __216|__—*173 __ 5495| 1386) «620 1543! t16t| 10193] _—159|——-735| 20016 
the fen Francisco Motor Car Deal- a act i ee 
‘Assn. He succeeds Clarence | ‘es 9 es; 16! s| | jor; 313 oa teas ~~ 1613/7514) alt Tia] $02)" 8310/1331) 663) Bt92)—-2018| tees] 13889) 457|—-2179| 27333 
Krieger (Oldsmobile). 58) 253) _—22|_—Ssa|_—s173|_—s 454] 1B 5473 142|__476|_—6293|_—«1589|——623|_— 6956] 1786) 1185) 12139] ~—«146| 874) 22131 
Washington 3) 44\" a2, iH aay 32) os 14e4{—«S3]—St«i«3]SSs«iS]SsD = mt Naat ~~ 252) «270 

Other new officers are Ray Ely ‘58 LL | 43] te et 484| 812) 64/ a 147) 1054] 205 ml 
(Buick), vice-president; Carl R. 2 Taree Repertes ‘5? 21426 ial Tine 


le ~ ‘13tf 839] 5837 
194] 1767| __-49|_—«S19|—4039 

' [3 i Tore) foees|se060/ 1 ae Wopeal Tincenl ahuas| 110971 Tasiesl aoera| Supvel Tassel — ou Mesa 010! Sie 

Carleen’ (Renault), treasurer, and | Fer Febreary sa 2943 rt] Saab _ 971 _ 26801 _ 4690 | an] Wola} 7040| _21246| 9709] 91691) 24451] Ya4i2| 1657091 2080] _ 20082] 330% 

8174| 2751 17457| 46976| 814421 198860| 7482 ~ 22076| 233425! ~ 42230! ~ 23708| 211741)” $5600! ~ 52487) 385766| ~ 19049| 76154) 938299 

a roee &. gory eee Sey. + sn 20500| 185782| 48555| 205711 195799] 843401 400651 369390] | £403] Savalas 


a "the higratog Ie i rom hewn cole] fom ofl ite comers, Grrl rnreabl craton es, boon ewvlend fp lure serra fo fhe cect of ther 
s pon Al a. oe 2) | "eee rebort te published "RL. Polk rn ibilty‘by reason oh naccaraces or crmmisions AL Polk Con - eee eee | 
_ and Frank Sherman (Dodge). U. S. These figures he auditi =” Oregon regietation mated te RU he 6 On te ee eee te ee ees 
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485°. 55 Montclair Hardtop, Seooe ore * es ae Country, $810; 
'56 Windsor 4-dr., $930* (ps). Monterey station wagon, ps); eluxe 4-dr., ‘ 
© o CONTINENTAL — ss Mark III, $3,750* Hardtop $700*; Custom Hardtop, $645* oe ee ae ———_— Station 
(ps). (ps). wagon 4-dr., ’ ‘ : 
= E O—’57 Hardtop, $1,555* (ps); 4-dr., | OLDSMOBILE—’58 (98) Holiday 4-dr., $2,- ’55 Commander sedan, $600*. 
Used Car Auction rices meee Od an a 610* (ps), $2,445* (ps); 4-dr., $2,365; | MISCELLANEOUS—’56 Ford %-ton pick- 
’55 4-dr., $580*. (88) conv., $2,495* Te sabe’ Cpe om? up, $640. 
DODGE—’57 Station Wagon (8), $1,675* 4-dr., $2,200* (ps), ,130* (ps); Fi- 
wag. (ps); Coronet (8) 2-dr., $1,350*; Cor- gata, $2,440°; (88) Super Holiday, $2,- DETROIT 
f (Continued from Page 27 (6) 2-dr., $910. Hardtop 4-dr., ps). 
wees ” $1 255° a oe 3 #4 ’57 (88) Super Holiday 2-dr., a. one Auto aa ee ee 
, s ban (6) 4-dr., $665; Plaza (ps); coupe, $1,895* (ps); (60) Special ’55 Coronet (8) Hardtop, $850*; 2-dr., (ps), $1,675* (ps); (98) 4-dr., 1,-| day. Prices are for sale 0 pr é 
roa oe oa, $500. 4-dr., $2,065* (ps), $2,050* (ps), $2,- $500*; Sierra station = Ty $800*. 770* (ps); Holiday, $1,680* (ps); (88) | BUICK—’58 Super Riviera 2-dr., $2,340* 
4-dr. 154 Savoy (6) 4-dr., $285. 025° (ps). EDSEL—’58 Corsair Hardtop, $1,785; 4- Holiday 4-dr., $1,745* (ps). ve PS): . 
2-dr. § PONTIAC—'57 Star Chief Hardtop 4-dr., ’55 (62) conv., $2,000* (ps); coupe de dr., $1,700. ’56 (98) Holiday 4-dr., $1,490* (ps), ‘57 Super Riviera 2-dr., $2,340* (ps). 
3 - “$1 550* (ps). Ville, $1,650° (ps); coupe, $1,550* | FORD—’59 Thunderbird, $3,750* (ps), $3,- $1,300* (ps), $1,100* (ps); (88) Holi- 56 Century Riviera 4-dr., $1,160* (ps), 
410: 156 Star Chief 2-dr., $945* (ps). (ps), $1,460* (ps), $1,440* (ps), $1,- 625* (ps). day, $1,105* (ps); (88) Super Holiday, $1,085° (ps); Special Riviera 2-dr., 
diver 54 Chieftain (8) coupe, $535, $400°. 425* (ps). ’58 Fairlane (8) Victoria, $1,900* (ps); $1,000*. ; eb oeD*: . ¢ 
53 Chieftain (8) 4-dr., $350*; conv., "54 (62) 4-dr., $1,220* (ps). Custom (8) 300 Country sedan, $1,000* °55 (88) Holiday 4-dr., $1,060 (ps), 55 Super Riviera 2-dr., $820* (ps); 4- 
Pe., $285*; Chieftain Deluxe (8) conv., | CHEVROLET—’58 Impala (8) conv., §$2,- (ps); Country Squire (8), $1,740; $870* (ps), $840* (ps); (98) conv., dr., $650° (ps); Special Riviera 2-dr., 
_— $255°. 315*, $2,300* (ps), $2,265*; Hardtop, Fairlane (8) 500 2-dr., $1,645; Fair- $1,000* (ps). A : $725*; 2-dr., $465*. x 
48 Chieftain (6) 2-dr., $325*. $2,180*; Impala (6), $2,155*; Bel Air lane (6) 500 Victoria 4-dr., $1,530* 54 (88) Super 4-dr., $845* (ps), $765°*. 54 Super Riviera 2-dr., $530*; Century 
RAMBLER—'56 Custom station wagon 4- (8) conv., $2,230* (ps); Hardtop 4-dr., (ps); Victoria 2-dr., $1,490* (ps). PLYMOUTH—’58 Fury (8), $2,090* (ps); Riviera 2-dr., $455*. 
 dr.. $1,275*. $1,790*, $1,755*; Biscayne (8) 4-dr., ’57 Country Squire (8), $1,680* (ps); Suburban (8) station wagon, $1,780*; CADILLAC—’58 (62) conv., $3,825* (ps). 
53 Custom station wagon 2-dr., $425. $1,735* (ps); 2-dr., $1,590*, $1,450°. Fairlane (8) 500 conv., $1,530* (ps); Savoy (8) 4-dr., $1,600* (ps). 57 Eldorado conv., $2,900* (ps); (60) 
MISCELLANEOUS— 56 Ford %-ton, $750. ’57 Bel Air (8) conv., $1,715* (ps); Victoria 2-dr., $1,385*, $1,330*, $1,- ’57 Belvedere (8) Hardtop, $1,560* (ps); Special Hardtop 4-dr., $2,850* (ps); 
: Hardtop 4-dr., $1,545*, $1,515* (ps), 305* (ps), $1,225*%; 4-dr., $1,140*; Fury (8), $1,490*%; Suburban (8) sta- , (62) coupe de Ville, $2,640* (ps). 
LITTLETON COLO $1,490* (ps); 4-dr., $1,425*; 2-dr., Country sedan (8), $1,250*;: Custom tion wagon, $1,350, $1,280*, $1,270°*; ; 56 (62) sedan de Ville, $1,950* (ps). 
» e 9 r $1,305*; Two-ten (8) station wagon, (8) 300 4-dr., $1,110*, $1,100; Custom Savoy (8) 2-dr., $1,075*; Savoy (6) | CHEVROLET—'59 Kingwood, $2,715 (ps). 
Colorado Auto Auction. Sale every $1,625* (ps), $1,615*; 2-dr., $1,290*, (8) 4-dr., $1,100*; 2-dr., $1,050*. 4-dr., $920; Plaza (8) $995. 58 Bel Air (8) Hardtop 4-dr., $1,805 
Monday. Prices are for sale of March 30. $1,250*, $1,070; 4-dr., $1,275*; $1,225; ’56 Fairlane (8) Victoria, $975*; $950*; ’56 Belvedere (8) conv., $1,020*; Savoy (ps), $1,700* (ps); Brookwood (6), 
BUICK—’58 Super Riviera, $2,250* (ps). Two-ten (6) Hardtop, $1,165; 2-dr., Custom (8) Ranch wagon, $865*, (8) 2-dr., $765*, $720. $1,695. 
"57 Super 4-dr., $1,370. $1,140; Station wagon (8), $1,575*; $835*; 4-dr., $850*, $820; station wag- "55 Belvedere (6) Hardtop, $745*; Savoy ’57 Two-ten (8) station wagon, $1,455*; 
‘O- ’56 Super Riviera 4-dr., $1,225* (ps). Station wagon (6), $1,450°; One-fifty on (8), $820*%; Country sedan (8), (8) 2-dr., $680°*. 2-dr., $1,155, $1,125. 
AL 55 Riviera 2-dr., $1,115* (ps). (6) station wagon, $1,175 $815*; 2-dr., $805, $775, $750. PONTIAC—’59 Catalina Hardtop, $2,650* 56 Bel Air (8) 2-dr., $1,055°; Bel Air 
CADILLAC—’'59 (62) sedan de Ville, $5,- '56 Bel Air (8) Hardtop 4-dr., $1,345*, '55 Thunderbird, $1,500*; Sunliner (8) (ps). (6) conv., $1,005*, $975*; 4-dr., $760°. 
2357 170, $5,000*° (ps) $1.265*, $1,260*, $1,210*, $1,155*; conv., $800*, Custom (8) 2-dr., $500*. "58 Star Chief Hardtop 4-dr., $2,655* *55 Two-ten (8) station wagon, $970*. 
! '5R (62) sedan de Ville, $3,950° (ps), Hardtop 2-dr., $995; 2-dr., $1,250*, *54 Crest (8) Victoria, $545; Custom (8) (ps), $2,200° (ps). 53 One-fifty station wagon, $500. 
ee $3,805° (ps) $1,105*; conv., $1,225* (ps); Bel Air 4-dr., $450. ’57 Star Chief 4-dr., $1,650* (ps), $1,- | CHRYSLER—’57 NY 4-dr., $1,720* (ps); 
145 ‘57 Eldorado Seville, $3,615* (ps); (62) (6) Hardtop 2-dr., $995*; Two-ten (8) | LINCOLN — '58 Premiere Hardtop 4-dr., 510* (ps); Catalina 4-dr., $1,410* Windsor Hardtop 2-dr., $1,465*; 4-dr., 
874 coupe de Ville, $3,255° (ps), $3,150°; Station wagon, $1,170; 2-dr., $1,035°, $3,000* (ps). (ps); Chieftain Catalina 4-dr., $1,640*, $1,400°. 
944 (60) Special 4-dr., $3,015* (ps), $2,- $950, $900, $890; Two-ten (6) 4-dr., "54 4-dr., $745°* (ps). Catalina 2-dr., $1,475*. 56 NY Hardtop 2-dr., $1,340* (ps); 
558 650° (ps) $1,055, $870 *53 sedan, $425°. ’56 Safari station wagon, $1,225* (ps); on trek oe ieee ae : 
° +62 de Ville, $2,375* (ps), 58 Air (6) conv., $1,080*; Hardtop, | MERCURY — '‘'57 Turnpike Cruiser 2-dr., Star Chief conv., $1,010*; Chieftain a ndsor 4-dr., $800* (ps). 
6706 2 275° “(pe). $2,100° an. $1.960° yt $930, $015°: a ~ $845°: 2a $1,460* (ps); Monterey 4-dr., $1,360* Catalina, $820*. CONTINENTAL—’58 Mark III 4-dr., $3,- 
o448 (ps) $800*: Bel Air (8) Hardtop, ' $935*, (ps). 55 Star Chief 4-dr., $915*, $885* (ps), 425° (ps). 
2248 CHEVROLET—'59 Impala (8) 4-dr., $2,- $875* ’56 Montclair Hardtop, $1,210° (ps), Catalina, $785*; Chieftain 4-dr., $700*. | DeSOTO—’57 Fireflite Hardtop 4-dr., $1,- 
1374 705* (ps); Bel Air (8) 4-dr., $2,175* °54 Bel Air Hardtop, $640°*; 4-dr., $610*. $1,125* (ps); Monterey Hardtop, $1,- | RAMBLER—’58 Deluxe (8) 4-dr., $1,565*. 710* (ps); Hardtop 2-dr., $1,690* (ps); 
1169 (ps), $2,150° (ps) CHRYSLER — ‘57 Windsor Hardtop, $1,- | 020*, $870*, $850* (ps). ’57 Cross Country (8), $1,385*, $1,295*. (Continued on Page 30, Col. 1) 
1s "58 Impala (8) coupe, $2,185° (ps), $2,- - 
150* (ps), $2,025*; Bel Air (8) 4-dr., 
1260 3 at $1,770* (ps), 3 at $1,730* (ps), 
1162 3 at $1,700° (ps); Yeoman (8), §$1,- Le 
7 640 
659 'S7 Bel Air (8) 4-dr., $1,650° (ps), $1,- | et 
1006 610° (ps). $1,445; Two-ten (8) 4-dr., | fad . 
44 $1.385* (ps), $1,245* (ps); One-fifty oO 
an | (8) 2-dr., $1,005; Two-ten (6) 4-dr., ro © D 
$715 
5 "96 Bel Air (8) 4-dr., $1,350*, $1,090°, | s 
4 $1,050° 
> ‘55 Bel Air (8) Hardtop, $1,025*; Two- oO 
ten (6) 4-dr., $690, $540 z, 
= = 54 Two-ten 2-dr., $520*; Bel Air 2-dr., © @ ge Z 
$425 | co 
3307 B)  CHRYSLER—'57 (300) coupe, $2,155*| — D's eG 
1472 (ps); NY 2-dr., $1,940 (ps); Windsor qj S + o 
11% 4-dr., $1,535° (ps) e - H ~ 
821 'S5 Windsor Hardtop, $890* (ps): 4-dr., ' f 2 q 4 _ 
$780 -« 
%1 B= = 52 Windsor 4-dr., $160°. qj ° D Zz 
7a DODGE—'57 Hardtop 2-dr., $1,515* (ps); g ad o O° oO 
he Coronet (8) 4-dr., $1,355* (ps); Royal - < 
1535 (8) 4-dr., $1,305° ® wn Ss fe & 
537 "56 Coronet (8) 2-dr.. $720 = im 0 
rt) EDSEL—'SS Citation Hardtop 4-dr., $1,- ° ae. ~ 
865° (ps); Ranger 4-dr., $1,490°. aoa w Gy O Zz H 
2502 FORD—'59 Galaxie (8) Hardtop 4-dr., $2,- mM m x} 2 
7733 BS 595°, $2,575*; Fairlane (8) 500, $2,- oa q@ eo 
567 F 365° ® Sh 
18% FP "S8 Thunderbird 2-dr., $3,260° (ps), $3,- oF - PO = n 
Lie 250° (ps); Fairlane (8) 500 4-dr., $1,- q ox a = 
i 760° (ps), $1,690 (ps), 2 at $1,600° aq - 
— : (ps); Custom (8) 300 4-dr., $1,495°, = w 4 ¢ > n>5 
‘ $1,240 | ees - ~~ 
425 ‘ST Thunderbird, $2,375*; Fairlane (8) | - oo Z } 
086 500 4-dr., $1,400*%, $1,390° (ps), $1,- | wn Ss = J 
812 f 370° (ps); Custom (8) 300 4-dr., $1,- @ ovr oO G 
ee a oq ° 
690 56 Fairlane (6) conv., $1,020° (ps), QA, oO © be 
; $925* (ps). $845*°; Custom (8) 2-dr., qa > 
528 2 at $875, 2 at $850° Sey & 2M” 
yn? © "S35 Custom (8) 4-dr., $1,020° (ps), 2 at n On a 8 
ae $700*, $730°, $585 OS 
Sy [| TNCOLN —‘s7' Capri Hardtop, $1,905° ® o O & & "i 
(ps) 
- 'S6 Premiere Hardtop, $2,125* (ps), $1,- 5 
755° (ps); Capri 4-dr., $1,410° (ps). 
"53 Cosmopolitan 4-dr., $220° a 
— MERCURY — ‘58 Voyager, $2,285° (ps); 
Monterey 4-dr., $1,850° (ps) ° 
"S57 Turnpike Cruiser 4-dr., $1,840° (ps); o 
Montclair 4-dr., $1,515° (ps); Mon- 
terey 4-dr.. 2 at $1,380° 
"55 Montclair Hardtop, $835* (ps) 
"52 Monterey, $430° 
OLDSMOBILE—'57 (88) conv., $1,545* &€ 


"6 (88) 4-dr., $1.295° (ps); (98) Rivi- 





N era 2-dr., $1,230° (ps) 
"55 (88) 2-dr., $935° (ps). 
258 "53 (88) 4-dr., $335° 
437 "62 (98) Riviera, $310°. 
in PLYMOUTH—'59 Belvedere (8) 2-dr., $2,- 
155° 
235 "SS Belvedere (8) 4-dr., 4 at $1,625° 
718 (ps) | 
198 "5S? Fury (8) Hardtop, $1,700° (ps); 
Plaza (8) 4-dr., $920*, $900° 
239 'S6 Belvedere (8) 2-dr., $900°, $810 
887 "35 Belvedere (6) conv., $690°; Savoy 
B44 (6) 4-dr., $390 
739 PONTIAC —.'59 Chieftain station wagon, 
814 : $1,900° (ps) 
504 ‘58 Chieftain station wagon, $1,800*. 
55 Star Chief 2-dr., $905° (ps). 
45 *53 Chieftain 4-dr., $295° 
4 RAMBLER—'58 4-dr., $1,650. 
04 "55 Custom station wagon, $940*; Super 
339 : 4-dr., $785, - $745. 
6 54 station wagon, $525 
9 STUDEBAKER—'59 Lark 4-dr., $1,775. 
7 *5T Commander (8) 4-dr., $1,210*. 
42 "55 Champion (6) 2-dr., $410. 
(24 51 2-dr., $150. 
i7 Ears 706 Seep. $1,175, $1,000. 
eep, 
28 MISCELLANEOUS—'56 Ford %-ton pick- 
53 up. $650 
3h "52 Chevrolet %-ton pickup, $375, $350. 
0 
ma CHICAGO 
7 Arena Auto Auction. Sale every Tuesday. 
rf Prices are for sale of March 31. Market 
98 strong. All sharp cars brought top dollar. 
78 Sold 463 cars from 687 consignments. 
51 BUICK—'59 Invicta, $2,860° (ps); Le- 
69 : Sabre, $2,690* (ps), $2,620* (ps). 
n 58 RM 4-dr., $2,410* (ps); Special Rivi- 
4 etre $1,950* (ps). 
57 RM Riviera sedan, $1,680* (ps), $1,- 
83 655* (ps), $1,585* (ps); Century Rivi- 
16 era 4-dr., $1,675* (ps); Super Riviera 
46 4-dr., $1,600* (ps); Special Riviera, 
s7 ; $1,500°, $1,470* (ps). 
56 Special conv., $1,365* (ps); RM Rivi- 
. ore 4-dr., $1,215* (ps); 2-dr., $1,160* 
Ps). 
7 "55 Special Riviera 4-dr., $960*; 4-dr., 
39 «( $790*; RM Riviera, $860* (ps), $850* 
3] ; (ps); Century Riviera 4-dr., $845*. 
1A 54 Century 4-dr., $690*%, $680* (ps); 
Super Riviera, $550*, $515*, $485*. 
7 CADILLAC—’58 (62) sedan de Ville, $3,- 
04 . 710* (ps). 
a 57 (62) sedan de Ville, $2,825* (ps), 


$2,790* (ps), $2,740* (ps); 4-dr., $2,- 
660* (ps), $2,500* (ps), $2,250° (ps); 
coupe, $2,500* (ps). 

56 (62) conv., $2,250* (ps), $2,160* 





















































Used-Car Auction Prices 





(Continued from Page 29) 


Firedome 4-dr., $1,225* (ps) 
’56 Firedome 4-dr., $1,075*, 
‘55 Firedome Hardtop  2-dr., 

$800*; 4-dr., $790°. 

‘53 Firedome 4-dr., $290*° 
DODGE—’58 Custom Royal 
2-dr., $1,905° (ps). 

’57 Coronet (8) 4-dr., $1,300* (ps). 
*56 Coronet (8) Hardtop 2-dr., $980. 
*55 Custom Royal (8) 4-dr., $725° (ps). 
EDSEL—’58 station wagon, $1,875*; Cor- 
sair Hardtop 2-dr., $1,830°*. 
FORD—’59 Thunderbird, $3,550* 
’68 Thunderbird, $3,225* (ps), 


$905°. 
$995*, 


(ps). 


(8) Hardtop 


(ps). 
$3,150° 


(ps); Fairlane (8) 500 Skyliner, $2,- 
090*; conv., $1,890* (ps); Victoria 
2-dr., $1,725*; 4-dr., $1,660° (ps); 
Custom (8) 300 4-dr., $1,400° (ps). 


'57 Country sedan (8), $1,560*; Fairlane 


(8) 500 Victoria 2-dr., $1,460° (ps), 
2 at $1,435° (ps), $1,275*, $1,265°; 
conv., $1,560° (ps); 4-dr., $1,325*; 
Ranch wagon (8), $1,420*, $1,305*; 
Country sedan (6), $1,300*; Custom 
(8) 300 4-dr., $1,140*%; Ranch wagon 
(6), $1,050. 


"56 Country sedan (8), $1,030; Fairlane 
(6) Victoria 2-dr., $1,000*; 2-dr., 
$800*, $750° (ps), $745°; conv., $725° 
(ps); Ranch wagon (8), $965*; Custom 
(6) 4-dr., $730* (ps). 

HUDSON—’'55 Fairlane (6) 2-dr., $660; 
Custom (6) 2-dr., $565°; Main (6) 4- 
dr., $465. 

"54 Custom (8) 4-dr., $435, $370°; 2-dr., 


$385. 
LINCOLN—’58 Capri Hardtop 2-dr., $2,- 
845° (ps). 





'57 Premiere Hardtop 2-dr., $2,200* (ps). 

"55 Capri 4-dr., $640* (ps). 
MERCURY—’58 Commuter, $2,110* (ps). 

’57 Colony Park, $1,785* (ps); Mont- 
clair Hardtop 2-dr., $1,390* (ps). 

°56 Montclair Hardtop 4-dr., $1,050*; 
Monterey Hardtop 2-dr., $975*; Phae- 
ton 4-dr., $970* (ps). 

’55 Custom Hardtop 2-dr., $700*. 

*54 Monterey Hardtop 2-dr., $510. 
NASH—’55 Ambassador (6) 4-dr., $475*. 
OLDSMOBILE — ’58 (98) 

$2,500* (ps). 

"57 (98) conv., $1,890* (ps); Hardtop 
4-dr., $1,790°* (ps); (88) Hardtop 2- 
dr., $1,700* (ps). 

"56 (98) 4-dr., $1,130° (ps); 
Hardtop 4-dr., $1,100* (ps). 

"55 (98) Holiday 4-dr., $880* (ps). 
PLYMOUTH—’'59 Fury (8) Hardtop 2-dr., 

$2,500° (ps); 4-dr., $2,345*. 

’58 Belvedere (8) Hardtop 2-dr., $1,665* 
(ps); Savoy (8) 2-dr., $1,400°. 

"57 Savoy (8) 4-dr., $940*, $920*; Bel- 
vedere (6) 4-dr., $900; Savoy (6) 4- 
dr., $850. 

’56 Suburban (8), $970*; 

$875°; 


Hardtop 2-dr., 
Belvedere (6) 


$815°*; 
$760°. 

4-dr., $615°; 
Savoy (6) 


(88) Super 


Belvedere (8) 
Hardtop 4-dr., 
Hardtop 4-dr., 


55 Belvedere (6) 
(6) 4-dr., $375*; 
$320°. 

PONTIAC—'57 Star Chief Catalina 2-dr., 
$1,540* (ps); Super Chief 2-dr., $1,- 
510°; 4-dr., $1,510; Chieftain Catalina 
2-dr., $1,415*°* (ps). 

"56 Star Chief Catalina 2-dr., 


Plaza 
4-dr., 


$1,130° 


Holiday 2-dr., | 





| 


i 
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Chieftain Catalina 2-dr., $910, 


$760* 


(ps); 
. 


885°. 
55 Star Chief Catalina 2-dr., 
(ps). 

’54 Deluxe sedan, $285°*. 
RAMBLER—’58 Super 4-dr., $1,685*. 
STUDEBAKER—’57 station wagon, $1,- 

. 


325°. 
MISCELLANEOUS—’56 Ford Courier, $715. 


DYER, IND. 


Len Pollak’s Dyer Auto Auction. Sale 
every Friday. Prices are for sale of Apr. 3. 
Another ‘‘red hot’’ day. Unusually big de- 
mand for sharp ’54s, ‘56s, and "57s. Sold 
262 cars out of 354 consignments. 
BUICK—’56 Special conv., $995*° (ps). 

’55 Estate station wagon, $1,105*° (ps); 

Super 4-dr., $930* (ps); Special conv., 
$880* (ps); station wagon, $760* (ps); 





4-dr., $755°*; Special Riviera sedan, 
$700° (ps). 

’54 Special Riviera sedan, $555*, $435°; 
Special 4-dr., $535°, $380*. 

’53 Special 4-dr., 2 at $400*; Special | 
Riviera sedan, $195*; Super Riviera | 
sedan, $400*. 

"52 Special sedan, $160°; Super 4-dr., 
$135°. 

CADILLAC—’52 4-dr., $460*. 

CHEVROLET — ‘59 Impala (8) Hardtop, 
$2,500* (ps); Biscayne (6) 2-dr., $1,-/ 
910. 

'S7 Bel Air (8) 4-dr., $1,435°. 

56 Two-ten (8) 4-dr., $965*. | 

55 Bel Air (8) station wagon, $1,175* 
(ps); Two-ten (8) 2-dr., $790, $710, 
$520, $510, $500, $405; Two-ten (6) | 
station wagon, $775. 

*54 Two-ten 2-dr., $460. 

*653 Two-ten 4-dr., $250, $215; 


4-dr., $155. 


i 

| 

Bel Air | 

'52 4-dr., $150. 


OHRYSLER—’'57 NY station wagon, $1,- 
800° (ps); Windsor 4-dr., $1,300° | 
(ps) 


‘55 Windsor Hardtop, $905* (ps). 
"64 NY 4-dr., $310° (ps). 


53 Hardtop 2-dr., 
*652 4-dr., $105°*. 


$175°*. 
*50 Windsor 4-dr., $120. 
DeSOTO 


— °’57 Firesweep 4-dr., $1,200* 
(ps). 
'53 2-dr., $300, $160. 
DODGE—’55 Coronet (6) 2-dr., $400. 
"54 Coronet (8) 4-dr., $400. 


'53 Hardtop, $145*; 4-dr., 


"562 4-dr., $140. 


$125. 


’48 customized coupe, $340. 


EDSEL—’58 conv., 
FORD—’58 Fairlane 
dr., $1,575* (ps 


$1,650° 


(8) 
5 


toria 4-dr., $1,565. 
‘57 Country Sedan (8), $1,480*; Custom 


Fairlane 


(ps). 
500 Hardtop 4- 
(8) Vie- 


(8) 2-dr., $1,080; Custom 300 (6) 2- 
dr., $895. 
56 Fairlane (8) conv., $990; 4-dr., 


$885*: Country Sedan (6), $930*; Cus- 


tom (8) 4-dr., 
'55 Fairlane (8) 


$880*, 
Victoria sedan, 


$750. 
$790°, 


$700*, $620; Fairlane (8) 4-dr., $680*: 


Custom (8) 4-dr., 
$450 

’54 Custom (8) 2-dr., 
$270 


"653 station wagon 
$155, $140, $100. 
"52 2-dr., 
"650 2-dr., $15 
HUDSON—’'55 4-dr., 
’53 Jet sedan, $210. 


» $435°; 
$240, $235, $160, $135, $125. 


$445". 


$505*, 


$510, $460, 


$540, $405, $340, 


Main 2-dr., 


LINCOLN—' 54 coupe, $630*. 


MERCURY—'57 Commuter 
$1,510° 


tion wagon, 
"56 Monterey 4-dr., 
"55 Montclair con 

2-dr., 
"54 Monterey 4-dr., 
"53 4-dr., $365; 
"52 coupe, $160° 
"51 4-dr., $200 


$960. 
v., 


Hardtop sta- 


$1,000; Monterey 
$665; coupe, $630*° 


$500°; 2-dr., $445 


coupe, $175. 


NASH—’'55 Statesman 4-dr., $410° 
OLDSMOBILE — ‘58 (88) Holiday 4-dr., 
$2,165* (ps) 
"56 (88) Holiday sedan, $1,280* (ps). 
$1,250°* (ps); (98) Holiday sedan, 
$1,200° (ps). 





NOW YOU CAN 


ADD GREATER 


CUSTOMER 


SATISFACTION 


TO YOUR 


SERVICE 







“fine cor’ 





sions. 


of every unit. 


Developed to meet the more 
rigid service requirements of all 
avtomatic transmis- 
Kendall's new AQ-ATF- 


670A improves the performance 





weoar. 


for you. 








ACE MOTOR SERVICE 


































































KENDALL AQ-ATF-G70A 
AUTOMATIC TRANSMISSION FLUID 


with these outstanding features 






KENDALL REFINING COMPANY 6,44, |))'\4l 


Lubrication specialists since 1881 


WE a 


pm High V.|. assures superior viscosity at all operating temperatures. 
Provides smoother, more quiet shifting; plus better lubrication to reduce 


pe Oxidation stability assures Unusual Resistance to Deposit Formation 
and trouble-free operation. 


& Produced Through Advanced Refining Techniques using 100% Brad- 
ford Grade Pennsylvania Crude Oil, world’s richest. Made to provide 
greater satisfaction for your customer . . . more profit and fewer complaints 












*55 (88) 4-dr., $330°. 
"54 (88) Super Holiday sedan, $805* 
(ps); (88) 4-dr., $630° (ps), $500 





(ps). 
"53 (88) 2-dr., $400, $355°. 
"52 (98) 4-dr., $180°. 





PACKARD—'55 coupe, $540* (ps) 
’54 conv., $250° (ps). 
PLYMOUTH — '58 Belvedere (8) Hardtop 
4-dr., $1,500° (ps) 


’57 Savoy (8) 2-dr., $1,025°. 
'55 coupe, $700*; 4-dr., $235. 
'54 station wagon, $220; 2-dr., $135. 
"53 coupe, $215*. 
"49 4-dr., $100. 
PONTIAC—’58 Chieftain 4-dr., $1,690*, 
’56 Chieftain 4-dr., $710°*. 
55 Star Chief Catalina sedan, $850* 
(ps), $800°; Chieftain 2-dr., $590. 
"54 4-dr., $275°*. 
"53 4-dr., $330°, $320° (ps), $275° 
STUDEBAKER — ‘57 Commander coupe, 
$780* (ps); 2-dr., $570 
'53 4-dr., $250; coupe, $200, $165 
NEW YORK 
Skyline Auto Auction. Sale every Tues. 
day. Prices are for sale of March 31. Mar. 
ket good—prices strong—demand heavy— 


Could have easily sold 
Sold 76 cars out of 


consignment light 
100 additional units 
101 consignments 


BUICK—'57 Special 4-dr., $1,425° (ps), 
$1,280°. 
"55 Super Hardtop 2-dr., $765*; Special 


conv., $700*; Hardtop 4-dr., 
"54 Century station wagon, $705*; 


$695° 
4-dr., 





$565*; RM Hardtop 2-dr., $520*° (ps); 
Super 4-dr., $500° (ps); Special 2- 
dr., $455° 

'52 4-dr., $220° 

CADILLAC—'57 (62) coupe de Ville, §2,- 
670° (ps) 

"55 (60) Special 4-dr., $1,285* (ps 

"54 (62) conv., $1,105* (ps) 

"50 (62) 4-dr., $165*° 

CHEVROLET—’58 Brookwood (8) station 
wagon, $1,650; Biscayne (8) 4-dr., 
$1,500, $1,450; 2-dr., $1,405. 

"ST Two-ten (8) station wagon, $1,260, 
$1,200; 2-dr., $1,100°, $1,025, $975, 
$955; 4-dr., $1,085, 2 at $1,060, $1,- 
050, $1,030 

"56 Bel Air (8) Hardtop 2-dr., $900* 

"55 Bel Air (8) 4-dr., $750°, $725°; Two- 
ten (8) 4-dr., $660° b 

"54 Two-ten 2-dr., $355 iF 

"53 Bel Air 2-dr., $310°; Two-ten club/| 
coupe, $260; 2-dr., $235 

DODGE—'53 Coronet (8) 4-dr., $110* 
FORD—'59 Galaxie (8) Hardtop 2-dr., $2,- 
350° (ps) 

"S7 Fairlane (8) 500 Hardtop 2-dr., $1,- 
440° (ps); Custom (8) 300 2-dr., $1,- 
185° (ps); Custom (8) 2-dr., $905° 

"56 Country Squire (8), $1,020°; Custom 
(8) 4-dr., $725° 

"54 Main (6) 2-dr., $230° 

‘53 Custom (6) 2-dr., $255. 

"52 Main 2-dr.. $210; Custom 2-dr., 
$115° 

IMPERIAL—'55 Hardtop 2-dr., $950° (ps). 
MERCURY—'5S7 Montclair Hardtop 4-dr., 
$1,470° 

"55 Monterey Hardtop 2-dr.. $635* 

"54 Custom 4-dr., $410°, $§390°. 

"652 Custom 2-dr., $210 
OLDSMOBILE—'52 (98) Holiday Hardtop 
2-dr., $240°; (98) 4-dr., $220° 
PACKAR D—'SS ‘400° Hardtop 2-dr., 

$440° (ps). $400 


PLYMOUTH—'53 Plaza 4-dr., $175 
PONTIAC—'S4 Chieftain Catalina Hardtop 
2-dr., $470°; Chieftain 2-dr., $340°. 

"53 Chieftain Catalina Hardtop 2-dr., 
$405*:; Chieftain station wagon, $275*. 
RAMBLER —'55 Custom station wagon, 


$505 
STUDERAKER—'S4 Champion 4-dr., $275. 
MISCELLANEOUS — ‘53 Chevrolet \-ton 
panel truck, $135 


LOS ANGELES 


Harold Henry's Los Angeles Dealer Auto 
auction. Sale every Tuesday. Prices are for 
sale of March 31 








BUICK—'59 Invicta 4-dr., $3,125* (ps). 

"S58 Special conv., $1,.985° (ps) 

"ST Century Riviera 4-dr., $1,665° (ps); 
Special Riviera 2-dr., $1,585° (ps), 
$1,460° 

"56 Century Estate wagon, $1,.380° (ps); 
Special Riviera 2-dr., $1,035°; 2-dr., 
$875° 

"SS Super Riviera 2-dr.. $960° (ps), 
$725* (ps): 4-dr.. $685° (ps): Special 
Riviera 2-dr., $910° (ps), $850*, $750°; 
4-dr., $885°. $745° 

"54 Special Riviera 2-dr., $435 

"63 RM 4-dr., $310° (ps): Riviera 2-dr., 
$305* (ps); Super Riviera 2-dr., $265*; 
4-dr., $240° (ps) 

"S52 RM 4-dr., $195*:; Special 4-dr., $120. 

"51 Super 4-dr., $145°. 

CADILLAC—'58 (60) Special 4-dr., %4,- 
500° (ps). $4,.400° (ps) 

"ST (62) conv., $3,340° (ps), $3,000° 
(ps). $2,800° (ps): coupe de Ville, 
$3,200° (ps), $2,940° (ps), $2,900° 
(ps). $2,800° (ps); sedan de Ville, 
$2,800° (ps). 

"56 (62) coupe de Ville, 2 at $2,350° 
(ps); conv., $2,230° (ps); (60) Spe- 


cial 4-dr., $2,230° (ps). 

"55 (62) coupe de Ville, $2,180*° (ps), 
$1,900° (ps), $1,745* (ps); sedan de 
Ville, $1,535* (ps), $1,400° (ps). 

"54 Eldorado, $1,525* (ps); (62) 
de Ville, $1,120*° (ps), $1,100*° 

"53 (62) sedan de Ville, $750* 
$610° (ps); conv., $685* (ps), 
(ps). 

"51 (62) coupe de Ville, 
de Ville, $250°. 

"50 (61) coupe, $320°; 4-dr., $300°, 
$105*; conv., $180*; (60) Special 4-dr., 
$190°. 

"49 conv., $225*; (62) 

"48 (61) 4-dr., $120*. 

CHEVROLET—'59 Impala (8) Hardtop 4- ff 
dr., $2,700* (ps), $2,675* (ps), $2,- 
530°; Bel Air (8) 4-dr., $2,250°. i 

"58 Impala (8) Hardtop 2-dr., $2,300° 
(ps); coupe, $2,140*; conv., $2,100* 
(ps), $2,060° (ps); Bel Air (8) Hard- 
top 4-dr., $2,000* (ps), $1,940* (ps), 
$1,920* (ps), 3 at $1,850* (ps); Brook- 
wood (8), $1,910* (ps); Biscayne (8) 
2-dr., $1,800* (ps), $1,715*, $1,680°; 
Biscayne (6) 2-dr., $1,550; Delray (6) 
2-dr., $1,530*. 

"57 Corvette, $2,585, $2,550, $2,385, $2.- 


sedan 
(ps). 

(ps). 

$565° 


$415°; sedan 


conv., $175*. 


00; Bel Air (8) 2-dr., $1,695* (ps): 
Hardtop 2-dr., $1,665*, $1,655*, 2 at 
$1,625*, $1,540*, $1,485* (ps); Hard- 
top 4-dr., $1,595; conv., $1,560*; 4- 
dr., $1,495*; Two-ten (8) Townsman, 
$1,580*; Hardtop 2-dr., $1,485*; 4-dr., 
$1,400*, $1,350*; 2-dr., $1,320*, $1,- 
285*, $1,245*; Two-ten (6) 4-dr., $1,- 
160, $1,140*. 


"56 Corvette, $1,950*; Bel Air (8) Hard- 
top 2-dr., $1,330* (ps); conv., $1,200* 
(ps); 2-dr., $1,140*; Two-ten (8) 4-dr., 


$1,060*; Two-ten (6) 2-dr., $705. 
‘55 Bel Air (8) Hardtop 2-dr., $1,095*, 
$845"; conv., $1,060*; Two-ten (8) 


(Continued on Page 32, Col. 3) 
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““Do Larks wave at each other?’ 














WHAT DOES THIS MEAN 


TO MEN SELLING 


mwhAR KN BY STUDEBAKER 


It means they’re talking it up...everywhere. People like The Lark and they tell their friends. It means not only public 


acceptance, but public affection too, for this newest car with a personality all its own. Figures bear this out. Right now, 


The Lark has the fastest rising sales curve in the industry. Dealers selling The Lark are now in the fastest growing seg- 


ment of the market, with a product that has already achieved a high level of public acclaim. In the future, this will develop 


into even greater sales potential. You can start profiting with The Lark 
right NOW. > Keep this in mind. The Lark is the most versatile car 
in the U.S.A. Depending on engine choice and options, it’s a highly eco- 
nomical car, highly spirited performer, ideal first car or perfect second car. 
This fact, plus The Lark’s broad range of models and many options, pro- 


vides alert dealers with an amazingly wide sales base...for greater profits. 


city ‘+ ZONE __ STATE 


eeccccccaccsccecceseccsnceesceececcescccescensacesecssecesceeneeesecsessseseseeeeensesereeeeeeeeeneeeeeseeseneeeee eee eeeeSeeSSSeOReS@OSSSeSeeeeeey 


| Without obligating myself, | am interested in learning more about the 
: Studebaker franchise. 


Manager—Dealer Development Dept. 
i STUDEBAKER-PACKARD CORP./South Bend 27, Indiana 


| NAME 

i ADDRESS 
Dene ne eee ee ee 
i i 


AN-4-13-59 


lanceceneeccncerencncsececsscencecesesesenenecseeeesssesecsseneresansscascesensesesesecsceneusneaneecceserspapesssesnecseneseseneneeeeneumessenend 
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MORE PEOPLE Are You Selling 
READ Used-Car Auction Prices SAFE 





(Continued from Page 30) Auto Seat Belts? 


Hous ' f \N Pp, 1S I Hardtop 2-dr., $990*; oo i os Thantena bnbee ce C] Make SURE that the Auto Seat 
ir (6) stati , ; o- , underbird, 560° (ps), 
ten (6) 4-dr., $795, $780° ‘ Belts YOU sell have been “Laboratory 


ten (6) 4-dr., $795, $780*, $650; One- (ps), $3,420* (ps), $3,350* (ps), 
fifty (6) 2-dr., $600; Utility sedan, 150*; Country sedan (8), $1,975*; Tested” to to meet S.A.E. ( iety 
Soci of 


LY $555*. Fairlane (8) 500 conv., $1,865* (ps); 
Al 54 Two-ten 4-dr., $500; Bel Air 2-dr., Victoria 2-dr., $1,835*, $1,835* (ps);| Automotive Engineers) standards. 
$395*; One-fifty 2-dr., $380. Victoria 4-dr., $1,825* (ps). P A 
’53 One-fifty 4-dr., $220; Two-ten -*.. 7 Country sedan (8), $1,755* (ps), $1,-| [] Avoid confusion and doubt—hb 
$415, $365; 2-dr., $265; Bel Air 2-dr., 85* (ps), $1,680* (ps), $1,550*, $1,- 
THAN ANY OTHER $345*; 4-dr., $275. 435°; Faitlane (8) 500 Victoria 2-ar.,| 494 sell ONLY auto seat belts that 
52 Styleline Deluxe 4-dr., $285*%, $245, $1,570* (ps); 2-dr., $1,530* (ps), $1,-| bear this black and gold “Seal of Ap 
$190, $185*. 440°; 4-dr., $1,495* (ps), $1,450*, $1,- 
HOUSTON NEWSPAPER ’51 Styleline Deluxe 4-dr., $265*, $125*; 425* (ps), $1,380* (ps), $1,370* (ps); 
2-dr., $105°. Del Rio (8), $1,300*; Custom (8) 300 
’50 Styleline Deluxe 4-dr., $195*. 4-dr., $1,165*, 3 at $1,150*, $1,075*; 
49 Fleetline Deluxe 2-dr., $135, $115, Fairlane (8) Victoria 2-dr., $1,150*; APPROVED 
The Houston Post Leads . | $100; Styleline Deluxe 4-dr., $115 Custom (8) 4-dr., $1,050*; Custom (6) ; 
. CHRYSLER—’57 Windsor Hardtop 4-dr., 4-dr., $635. 
the Houston Chronicle 7,537 $1,650* (ps). ’56 Country sedan (8), $1,315* (ps), $1,- 
"54 NY, $640* (ps). 300° (ps), $1,285* (ps), $1,250*, $945; 


in total daily circulation ’53 Windsor Deluxe 4-dr., $235°*. Fairlane (8) Victoria 2-dr., $1,075* 
’51 Saratoga (8) club coupe, $125*. (ps); conv., $1,030*%; Town sedan, 


CONTINENTAL—’58 Mark III Landau, $3- $975* (ps); Club sedan, $900*, $805*; 
POST: 200,551 CHRONICLE: 193,014 $060°. can tan aoe we 
. : . DeSOTO—'57 Firesweep Sportsman 2-dr., $930*: Main (8) 2-dr., $665 RECOMMENDED 
For basis of comparison see Audit Bureau $1,450°* 55 Fairlane (8) Victoria 2-dr., $940* 
. : : '55 Fireflite 4-dr., $750* (ps). (ps), $845*; Crown Victoria, $790*; 
Circulation report for year ending Sept. 30, 1958. | °53 Firedome 4-dr., $285*. club sedan, $775*; conv., $700*; Town! [_] ONLY auto seat belts of these 
’52 Firedome Hardtop 2-dr., $160*; 4-dr., sedan, $655; Custom (8) 4-dr., $770*, ae . . " 
W. P. HOBBY $150* (ps). $635"; $610*; 2-dr., $720, $690*, $600: | Companies bear this Automobile Safety 
- &- MEMBER DODGE—'55 Royal (8) Lancer, $725*. Main (8) Ranch wagon, $700*; Main| Belt Institute “Seal of A al.” Ask 
Chairman "53 Coronet (8) club sedan, $335. (6) Ranch wagon, $690: 4-dr., $530. - pprova 


| °51 Coronet 4-dr., $120* 54 Country Squire (8). $685* (ps);| for it—look for it, when you buy. 
et hen &® EDSEL—'59 Ranger Hardtop 2-dr., $2, Ranch wagon (6), $575*; Custom (8) 


on Bes —T 2-dr., $415*; Custom (6) club coupe, | HASTINGS MFG. CO. 

. . *t ermuda, ° (ps) $390° : sohs 

Represented nationally by Moloney, Regan & Schmitt FORD—'59 Thunderbird, $4,050* (ps), $3,-| °53 Country sedan (8), $400*; Ranch THE GREENFIELD 

980* (ps), $3,955* (ps), $3,950* (ps), wagon (8), $395; Crest (8) Victoria, | ; LD Co. 

a $325*, $250; conv., $300*, $265*: Cus- 4417 West Rice Street 
tom (8) 4-dr., $300; club coupe, $265; Chicago, Illinois 
Custom (6) 2-dr., $295°; 4-dr., $285°. | ' 

"52 Ranch wagon (8), $250*: Custom (8) BEAM'S MFG. CO. 
4-dr., $195*, $175* 13th & Robinson Streets 


’51 Deluxe (8) 2-dr., $110 Oklahoma City, Oklahoma 


FOR QUICK, EASY INSTALLATION 30 Cantom (9) conv SR satom ca) | RUPERT PARACHUTE CO., INC, 
tf 2-dr., $130 Wheeling, Illinois 


HUDSON—'56 Hornet (6) Hollywood,| JEFFREY ALLAN INDUSTRIES, INC, 


$840° 
aya] ny Car | °55 Hornet (8) Hollywood, $600° 3249 South Morgan Street 
| LINCOLN—'58 Premiere Landau, $3,280* Chicago, Illinois 

(ps) > ° ° 
"57 Premiere coupe, $2,495* (ps); 4-dr., For further information 
a f UR PRE mal $2.410* (ps): Landau, $2,235° (ps). contact these members or 

"56 Premiere coupe, $1,635° (ps); 4-dr., AUTOMOBILE SAFETY BELT 
| | $1.225° (ps) INSTITUTE—Dept. A 


"53 Capri coupe, $525* (ps). $350* . 
ALMA eed eM U8 menc Unt ‘ar Paruiane azaton iae.| 111 Wat Washington ‘Stroa 
° #\e } ~ a $2.445* (ps): Voyager 2-dr., $2,315*; Chicago, Illinois 
4 Monterey 4-dr., $1,960* (ps) 
"57 Montclair coupe, $1,705* (ps), $1,- 
4...NEW SaeyEXTRA INCOME sq iontclair coupe, $1,705" (og) 
Monterey 2-dr., $1,520° (ps) 


Wws~A FOR CAR DEALERS | °56 Montclair conv., $1,000* (ps) DO YOU HAVE 


"55 Monterey station wagon, $975*; 


\ \ DEALERSHIPS AVAILABLE/FOR THE NEW 0 Teetee cee Oa iene Cees 
es | “iar eae 2 || TQ MUCH MONEY 
hey, FrigiKing FASTEST-COOLING, FASTEST-SELLING OLDSMOBILE —-"s? (88) Holiday 2-ar.,|| TIED UP IN YOUR 9 

















$1,700° (ps): 4-dr., $1,450° (ps); (98) 
PNR le)=1) ea aod oh i ata ache nwo eee 
nr $F dos pete Hoday 2-ae $1.388¢,| | Cars Unlimited’s liberal long- 
$1,150° term leasing plan will save you 


"55 (88) Holiday 4-dr., $945°; (98) conv., | 
$a80° (ps); (88) Super "Holiday 2-dr., | money, save you worry, make 
$200° available to you our vast credit 


"54 (88) Super Holiday 2-dr., $675* (ps): | | facilities and experience. Here is 


-- 2-dr., $590; (88) Holiday 2-dr., $620°. : . 

, AUTO AIR CONDiTiONER | 53 ta) “Holiday 2-dr- $940" (ps). 98) | | 2M Opportunity to free your non 
ag Holiday 2-dr., $475* (ps), $430° (ps); | | working frozen equities. We will 

~ ; 4-dr.. $205*:; (88) Super "a a loosen this money so that you 

52 (88) Super cony., $290°; (96) Holl-/ | will do a lot more business for a 


Gag _S-4r.. Tse 5, (EE) <-ee.. GIS". | 1 ict fees money, heave RO credit 

° (88) v., $100°. | ’ ’ 
INCREASES TRAFFIC — "49 (88) conv., $155 | insurance or other operating 
| 


UPS SALES VOLUME Pea Clipper 4-dr., $200° (pe). | | problems. 
ee ee ee CALL, WRITE OR WIRE TODAY 


| PLYMOUTH—'58 Suburban (8), $2,215*, . : 
~—_- for complete details and figures 
. , ( i : . 
| $1,885 (ps); Belvedere (8) Hardtop No obligation 


4-dr., $1,825° (ps); 4-dr., $1,775° po ip 
(pe as 'r 
‘57 Suburban (8), $1,600°, $1,350; Bel- o* ®o 
vedere (8) Hardtop 2-dr., $1,435°; 2-/ 
dr., $1,425°; Savoy (8) club sedan, 
$1,050° ; 2-dr., $1,030 
‘56 Suburban (6), $1,030, $600; Plaza s 6 
(6) 2-dr., $670° SCreronatt? 
. 
'55 Savoy (6) 4-dr., $645 
‘54 Savoy 4-dr., $400°, $280*; club sedan, || 108 SOUTH FRANKLIN AVENUE 
280 je 
PONTIAC +58 Chieftain Catalina 2-ar.,| Walley Stream, N.Y.*LOcust 1-2299 
$2.005° (ps) 
'S7 Super Chief Catalina 4-dr., $1,575° 
(ps); Chieftain Catalina 2-dr., $1,500° 
(ps), $1,320°; Star Chief Catalina 4- 
dr., $1,400°. 
’56 Chieftain Safari, $1,250° (ps); Cata- 
lina 2-dr., $1,010°, $715*; 2-dr., $735°; 


© EVERYONE CAN AFFORD! PRICED RIGHT FOR VOLUME SALES! ae See Se Sa. EE 
FAST, EASY INSTALLATION IN FEW HOURS BY AVERAGE MECHANIC! See Ont +e. Cae om, Em 


(ps); 


© COMPLETELY COOLS STATION WAGONS — CONVERTIBLES, TOO! "Se Star Chet Catalina, Se00° (vs). 


- 
| 
'53 Chieftain (8) 4-dr., $235*, $150. 
Year after Year...SATISFIED OWNERS Have Made FRIGIKING '52 Chieftain (8) 2-dr., $140*; aN 
: : : ene ° $100°. 
FIRST in Automobile Air Conditioning 'S1 Chieftain 4-dr., $110. 
RAMBLER—'59 Custom (6) station wagon, 


1949 1951 1953 1955 1957 1959 $2,725°. aia 
'S7 Rebel (8) 4-dr., $1, (ps). 
1950 eae ee 1958 55 Custom (6) Cross Country, $915*. 
’51 Country a og ach te Ol 
p 2° TE , A e , STUDEBAKER —'’ residen ) 4-dr., 
te lle < aD peppered igen like $805* (ps); Commander (8) 2-dr., 
‘ininbitei inctitnccabeh-c Ls Fata Le. $755*, $675*; 4-dr., $450°. 
ie - a ’55 Commander (8) coupe, $475*. 
’53 Champion (6) 2-dr., $390°, $245*. 
WILLYS—’47 station wagon, $315*. 
MISCELLANEOUS—’'59 Chevrolet El Ca- 
mino, $2,200; Ford %-ton pickup, $1,- 


STOP TRAFFIC 
with 
PENNANTS 


There is nothing else you can buy for 
any price that will attract as much atten- [f 
tion as beautiful, colorful, pennants and | 
yet you can buy them for as little as 3c 
per foot. Write for our catalog. 


MYRLO CO. 


Dept. N, 1231 Main Ave. 
Cleveland 13, Ohie 


475. 
i eieetientennnbmnmage 58 Ford %-ton pickup, $1,175*. 
’57 Ford Ranchero, $1,360*; %-ton pick- 
up, $1,000*; GMC %-ton pickup, $1,- 
Fi j 100*. 
PIONEERS SINCE 1949 ’56 Dodge %-ton pickup, $795; Ford %- 
ADDRE KA RPOR ton pickup, $755*; GMC %-ton pickup, 
! FRIGI R co ATION el Chevrolet %-ton pickup, $780*; Ford 
nn a 1602 COCHRAN © DALLAS, TEXAS %-ton pickup, $575°. 7 
{ Riverside 1-1661 *54 Chevrolet %-ton pickup, $715; Ford 
%-ton pickup, $535; %-ton pickup, 
. 


161 MAKES AND MODELS OF CARS — 1952 to 1959 +59 Kaiser (6) Manhattan 4-dr., $200°. 
"52 Studebaker %-ton pickup, $305*. 
"50 Chevrolet %-ton stake, $275. 
ery - ; 5 . Y : net: "49 Chevrolet %-ton panel, $200. 
: CHICAGO 


Greater Chicago Auto Auction. Sale every 
Thursday. Prices are for sale of Apr. 2. 
(Continued on Page 34, Col. 3) 
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FROM START TO FINISH! 


Wherever quality is the keynote . . . wherever pride of 
possession reflects itself in good taste and gracious living .. . 
you will find BLUE CORAL in the picture! For BLUE CORAL 
is traditionally the ‘Finishing Touch" for one of man's most 


cherished possessions . . . a fine automobile! 


Discriminating people the world over have come to recognize 
BLUE CORAL for its matchless all-weather protection for finely 
engineered automotive finishes . . . for its incomparable and 
consistent QUALITY! 


Dealers everywhere agree that BLUE CORAL builds customer 
confidence . . . repeat business . . . profit and prestige the 
year ‘round! 


© H.D.T, COMPANY FACTORS, INC. 


H. D. T. COMPANY FACTORS, INC. WHITE PLAINS, NEW YORK 
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Hocoqnition 


Recognition of the 


NADA 
USED CAR GUIDE 


as the authority in the used 
car market is well known... 
and with good reason 





FIRST IT’S LOCAL—published in 8 re- 
gional editions, to give the complete 
picture of conditions in your own 
trading area. 


IT’S CURRENT—published every 
thirty days, to give you the facts: and 
figures you need in your business 
every day. 


IT’S COMPLETE—gives you the 
average wholesale value, average 
retail value and (in most areas) the 
average loan value. 


Frecoqnition 


@ New scale drawings of most imported cars 
makes recognition easier than ever before. This 
is in addition to visual identification features 
of domestic (1953-1959) makes and models. 


SECOND 


THIRD 







@ WITH ALL ITS 
SPECIAL FEATURES 


Quantity Prices on Request 


NATIONAL AUTOMOBILE DEALERS 
ED CAR Guipe Co. 


treet, N.W Washington 6 


ra) 


Us 


SALES 
SSila EXECUTIVES 


REGIONAL SALES MANAGERS 


desired. 


AREA SERVICE MANAGERS 


equivalent in experience. 


EXPORT REGIONAL SALES MANAGERS 


quarter in Wichita, Kansas. 


» 
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Requires: Executive management experience in initiating and administering sales programs. 
Several years experience in retail and/or distributor-dealer selling. Aircraft background 


Two immediate openings—One to cover Europe, Africa and Asia—one domestic. Both sales 
will be based in Wichita, Kansas. Requires: Service background in A&E desirable or the 


Two immediate openings—One to cover Europe and Africa — one for Latin America. 
Requires: Knowledge of all or part of the above areas is essential. Must be experienced 
in sales and distribution management. Previous aviation experience desired. Will head- 


CONSULTANT — STANDARDIZED DISTRIBUTOR ACCOUNTING 


Requires: Several years experience in distributor/dealer accounting. Prefer college degree 
in accounting and marketing. Willing to learn how to fly. Will be based in Wichita, Kansas. 


an unlimited opportunity: with the world's largest producer of Executive Air- 
to: Employment Manager, Cessna Aircraft Company, Commercial Division, 
5800 East Pawnee Road, Wichita, Kansas. NO PHONE CALLS. 





Used-Car Auction Prices 





(Continued from Page 32) 


FOR D—'59 Thunderbird, $3,675* (ps); 
Country sedan (8), $2,025. 


Sold 317 cars from 524 consignments. 
BUICK — ’'57 RM Riviera 4-dr., $1,685* 


; 2-dr., 1,640* (ps); "58 Thunderbird, $3,220* (ps), $3,185* 
cue, gi345° (pe): portal Riviera 2- (ps); Fairlane (8) 500 Victoria 2-dr., 
dr., $1,600* (ps); Riviera 4-dr., $1,- $1,825*, $1,695*, $1,680*, $1,610* (ps), 
335*. $1,595*; 4-dr., $1,640* (ps); Fairlane 

’56 Super Riviera 4-dr., $1,200* (ps); (8) Victoria 2-dr., $1,600, $1,560* 
Century Riviera 4-dr., $1,105* (ps); (ps); 4-dr., $1,555*. 
Riviera 2-dr., $1,000* (ps); Special ’57 Thunderbird, $2,580* (ps), $2,485* 


(ps), $2,475* (ps); Fairlane (8) 500 
‘conv., $1,590*; Victoria 4-dr., $1,510* 
(ps), $1,100, $1,265*; 4-dr., $1,375* 
(ps), $1,300*; Victoria 2-dr., $1,350* 
(ps); Fairlane (8) Victoria 2-dr., $1,- 
275*, $1,200*, $1,175*; Custom (8) 300 
2-dr., $1,030; Custom (6) 300 4-dr., 


Riviera 4-dr., $1,090* (ps); Riviera 
2-dr., $1,045*, $990* (ps); 2-dr., $780", 
$515; RM Riviera 2-dr., $975* (ps). 
'55 Century conv., $1,100* (ps); Riviera 
4-dr., $1,010* (ps), $805*, $600* (ps); 
Super Riviera 2-dr., $855* (ps), $835* 
(ps), $610* (ps); Special Riviera 4- 
dr., $830*, $735*; 2-dr., $740, $690, ‘ $1,025. 
$680; 4-dr., $685*; RM Riviera 2-dr., | 56 Parklane (8), $1,145*; Fairlane (8) 
$585* (ps). conv., $1,010*; Victoria 4-dr., $975* 
54 Super Riviera 2-dr., $560*, $480°*| (ps); Victoria 2-dr., $865*: 4-dr., 
(ps), $400*; Century 4-dr., $555*, | $950* (ps), $900*, $850*; 2-dr., $850*, 
$385*, $485*; Riviera 2-dr., $420*, $800*; Ranch wagon (8), $980*; Cus- 


$350°*. tom (8) 4-dr., $850*; Custom (6) 2- 

’ fal 4-dr., $300*; Super Riviera | dr., 3 at $600*; Main (8) 2-dr., $550. 
«an ease. | °S5 Thunderbird, '$1,575* (ps); Fairlane 
CADILLAC—’59 (62) coupe de Ville, $4,- | (8) conv., $995; Victoria 2-dr., $955°*, | 
600* (ps). $820, $800*, $745, $715*; 4-dr., $800*, 


’5S (62) sedan de Ville, — aay ~ FE $755*, $430*. 
e ¢ Ville, 3, 6% 

tye), $3,495" ion). - Victoria, $540*, $470, $450*, $380°; 
’57 (62) sedan de Ville, $3,135* (ps); ,-_Lustom (8) 2-dr., $390, $380, $275*. 

coupe de Ville, $2,505* (ps); (60) Spe-| 53 Custom (6) 4-dr., $280. 

cial 4-dr., $2,580* (ps). | IMPERIAL —'57 Hardtop 2-dr., $2,505* 
56 (62) sedan de Ville, $2,215* (ps). , (ps); 4-dr., $2,100* (ps). 

$1,675* (ps); coupe de Ville, $1,795* 54 4-dr., $565* (ps). 


(ps). LINCOLN — ’'58 Premiere Hardtop 4-dr., | 


'55 (62) coupe de Ville, $1,600° (ps), $3,095* (ps); Capri Hardtop 4-dr., $2,- 
$1,450* (ps); conv., $1,585* (ps). ; 850* (ps). 
'54 (62) coupe de Ville, $1,250° (ps). *56 Capri coupe, $940* (ps). 
53 (62) sedan de Ville, $545* (ps). 54 Capri 4-dr., $760* (ps); conv., $510* 
"52 (60) Special 4-dr., $375* (ps); coupe (ps), $480° (ps). 
de Ville, $235* (ps) MERCURY—’57 Monterey coupe, $1,440* 
CHEVROLET—’'59 Biscayne (8) 2-dr., $2,- | a 4-dr., $1,285* (ps). 
050°. 56 Montclair Hardtop 4-dr., $1,240*; 
'58 Impala (8) conv., $2,240", $2,100° | coupe, $920* (ps); Monterey coupe, 
(ps); coupe, $2,025*, $2,020* (ps), $1.- $950* (ps), Custom 2-dr., $985 


800; Nomad (8), $2,130*; Brookwood "55 Monterey coupe, $745*, $710*; Cus- 
(8), $2,030*; Bel Air (8) Hardtop 4- tom 2-dr., $630*; Montclair coupe, 
dr., $1,750° (ps), $1,780* (ps); Hard- $575°. 


top 2-dr., $1,775; Biscayne (8) 4-dr.,| _'54 Monterey coupe, $510°. 


1,800* (ps), $1,730° (ps); Delray (6) | NASH—'55 Ambassador (8) 4-dr., $680°, 
Par $1 570°; Biscayne (6) 4-dr., $1,- $655°; Country club, $625°. 
as8 ‘ , |  °54 Statesman (6) 2-dr., $335. 

'57 Bel Air (8) Hardtop 2-dr., $1,545*, | OLDSMOBILE—'57 (88) Super Holiday 2- 
$1,400, $1,370; Hardtop 4-dr., $1,480*| dr., $1,735* (ps), $1,650* (ps): 4-dr., 


$1,340*: Two-ten $1,625* (ps), $1,510*; (88) Holiday 2- 


, $1,300*; 2-dr., 
(ps), $ $1.320: | dr., $1,725* (ps), $1.710* (ps): 2-dr., 


(8) station wagon, $1,350°, 


2-dr., $975; One-fifty (8) 2-dr., $925.| | $1,450° (ps); 4-dr., $1,400* (ps). 

56 Bei Air (8) conv., $1,350* (ps), $1.- 56 (98) Holiday 2-dr., $1,195* (ps): 4- 
075*: Hardtop 4-dr., 2 at $1,150*, dr., $1,180* (ps); (88) Super Holiday 
Hardtop 2-dr., $1,090%; Two-ten (5) 4-dr., $1,195* (ps). 


station wagon, $1,190* (ps); Two-ten "55 (88) Super Holiday 2-dr., $1,105* 
(6) station wagon, $1,175; One-fifty (ps); Holiday 4-dr., $1,085* (ps), $1,- 


(6) 4-dr., $960; One-fifty (8) 4-dr., 075* (ps); (98) conv., $1,030* (ps): 4- 

$935° dr., $780° (ps); (88) conv., $975*: 
‘SS Bel Air (8) 2-dr., $790*, $615*. 4-dr., $860° (ps). 

$505*: 4-dr., $715*; Two-ten (8) 2- "54 (88) Super 4-dr., $520*, $500*, $450*: 

dr., $685, $670°, $575, $555, $295, (88) Holiday 2-dr., $375* 


$550 "53 (98) Holiday 2-dr., $520* (ps): (88) 
‘54 Bel Air coupe, $545°; 4-dr., $480° Super 2-dr., $465*; (88) 4-dr., $460* 
(ps); One-fifty (6) 2-dr., $470 
'53 Bel Air conv., $380; Two-ten 2-<r., | (ps). 
$220". | PLYMOU TH—'5S8 Savoy (8) 4-dr., $t.345*: 
"41 Styleline 4-dr., $275 | Plaza (6) 2-dr., $1,340*. 
CHRYSLER—'57 NY Hardtop 4-dr., $1,-| "57 Belvedere (8) conv., $1,255* (ps): 


725° (ps). | 4-dr., $1,230°; Plaza (8) 4-dr., $1,- 
DeSOTO—’57 Firedome station wagon, $1,- O85*; Plaza (6) 4-dr., $1,025, $600; 
575*; Hardtop 4-dr., $1,500° (ps); Savoy (6) 4-dr., $670°. 


Fireflite Hardtop 4-dr., $1,350* (ps). | "56 Belvedere (8) 4-dr., $950*; Suburban 
55 Firedome 4-dr., $560* (ps). (8), $875; Savoy (8) Hardtop, $850*; 
DODGE—’57 Coronet (8) 4-dr., $1,330°. | Plaza (6) 2-dr., $760 
"55 Royal (8) Lancer, $635*; 4-dr., $605* Sseee (6), $380; Savoy (8) 4-dr., 
(ps). “ 
"53 Coronet (8) Hardtop, $280°. | "53 Suburban, $300. 
EDSEL—’58 Pacer Hardtop 4-dr., $1,340*. PONTIAC—’58 Chieftain Catalina 4-dr., 
ssaeienaaaeeiede cxnteagnmnmmmmnesman I $1.885* (ps); 4-dr., $1,720* (ps), $1,- 
| 550°. 
| ‘'S7 Chieftain Catalina 2-dr., 
| Star Chief Catalina 4-dr., 
"56 Chieftain Catalina 2-dr., 
Chief Catalina 4-dr., 





$1,440°; 
$1,270* (ps). 
$930°; Star 
$850* (ps). 


$700* (ps). 
| °S4 Chieftain 4-dr., $400*. 


"53 Chieftain 4-dr., $290*. 
| RAMBLER. — ‘59 Ambassador (8) 4-dr., 
$2,455* (ps) 
"55 Custom (6) Cross Country, $785°*, 
S700*, S500 
STUDEBAKER—’'55 Champion (6) station 
wagon, $670; Commander (8) 2-dr., 
$660° 
| _°53 Champion (6) 4-dr., $320 
| MISCELLANEOUS—'56 Ford %-ton pick- 
| up, $350. 


"55 Chevrolet Carryall, $425 


— Auctions in Brief — 
NASHVILLE, TENN. 


little change noticed in the prices paid 
this week. Sold 163 cars from 259 con- 
signments. 


BORDENTOWN, N. J. 


National Auto Dealers Exchange. Sale 


leaped 
getting its share of additional sales. 1958- 
59 group sold well and we could have used 
an additional 50 cars in all models in these 
late units. Sales are getting larger each 
week. Sold 82 percent of 442 cars reg- 


istered. 

+ BUFFALO 

Thruway Auto Auction. Sale every Tues- 
day (March 31). A little short now on 
good clean late used—due to a temporary 
slow up in new car deliveries—plenty of 
older models—more than average on the 
rough side. Sold 53 cars from 73 consign- 


ments. 
FARGO, N. D. 
Tri-State Auction. Sale every Thursday 
(Apr. 2). Market steady. Sold 135 cars 
from 168 consignments. 


FLINT 
Flint Auto Auction, Inc, Sale every Wed- 
nesday (Apr. 1). Prices seemed to be off 
slightly. The consignment as well as per- 
centage was down. Sold 169 cars from 240 
consignments. 


MANHEIM, PA, 


Manheim Auto Auction. Sale every Fri- 
day (Apr. 3). Sold 78 percent of 629 cars 


registered. 
SYRACUSE 


Syracuse Auto Auction. Sale every Wed- 
nesday (Apr. 1). Sold 58 cars from 83 
consignments. 


WAREHOUSE POINT, CONN. 
Southern Auto Sales, Inc. Sale every 








| 





’54 Country sedan (8), $705*; Crest (8) | 


| PACKARD —'55 Clipper Hardtop, $530* 


"55 Star Chief Catalina 2-dr., $850*; 4-| 
dr.. $675; Chieftain 2-dr., $710: conv., | 


Nashville Auto Auction. Sale every Wed- | 
| nesday. Prices are for sale of Apr. 1. Very | 


every Wednesday (Apr. 1). Prices strong | 
due to rise in retail sales. Percentage of | 
forward with every group| 
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Wednesday (Apr. 1). Active sales thr ugh. 





out. Consignments again increased «as the 
weather has been good. Many old (faces 
were noticed as spring business is ©: the 
upgrade. 


VALDOSTA, GA. 

Tom Hewitt Auto Auction. Sale every 
Friday (Apr. 3). Weather was rea: clear 
and warm, We had lots of clean car« that 
were selling for the high dollar. 


EBENSBURG, PA. 
Ebensburg Auto Auction. Sale every 


Thursday (Apr. 2). Car season is here 

again, all units in demand if clean, buyers 

were anxious and plentiful today. 
DETROIT 


Motor City Auto Auction. Sale every 
Monday. Prices are for sale of March 30, 
Market steady and buying is brisk. Sold 
221 cars from 351 consignments. 








DO YOU HAVE 


TOO MUCH MONEY 


TIED UP IN YOUR 9 
CAR LEASING OPERATION § 


Cars Unlimited’s liberal long- 


term leasing plan will save you 
money, save you worry, make 
available to you our vast credit 
facilities and experience. Here is 
an opportunity to free your non- 
working frozen equities. We will 


loosen this money so that you 
will do a lot more business for a 
lot less money, .have no credit, 
insurance or other operating 
problems. 

CALL, WRITE OR WIRE TODAY 


for complete details and figures 
No obligation 


oat? UNLIMire, 





e ” 
SCrronat'? 


108 SOUTH FRANKLIN AVENUE 
Valley Stream, N.Y.eLOcust 1-2299 





A PORTABLE ALL-STEEL 


Ofi:t« BUILDING 
for you 
CAR 
LOT 


DELIVERED FULLY ASSEMBLED and EQUIPPED 


Here’s an attractive, all-steel building that 
we deliver to your lot and set on your 
prepared foundation. Attach utilities and 
you're in business. Simple to move to new 
location as business shifts. Includes heat- 
ing and air conditioning; available in 
several sizes. Write for complete details, 


VALENTINE MFG., INC. 
P. ©. BOX 667-N WICHITA, KANSAS 






| 












Sowite 
BUILD Y BUSINESS 


WITH STEMAC INDIVIDUALIZED 


DEALER NAME PLATES 


Identified and satisfied cus 
tomers assures better serv- 





fee relations . . . builds 
repeat business . . in- 
creases sales volume 

Typical sample, complete 


details on request. 


- $temat wn. 


Division of C. A. Norgren Co. 


5434 So. Delaware, Littleton, Colo. 











WHAT | 

IS THE 
BASIC 
OVERALL 
PROFIT 
FORMULA? 





field. if, after 10 days, you are not 
convinced that this book merits being 
@ worthwhile, permanent reference, re- 
turn it and your money will be re- 
funded. Send for your copy now. 


PHILPENN PUBLISHING. COMPANY 
1750 N, Broad St.. Philadelphia 21, Pa. | 


Send copy (copies) of the new book, 


| 
| 
| 
| “The Automobile Dealer" 

| (I Check enclosed for books at $5.20 ea. 
| 

| 

| 

| 

| 








0) Send books C.O.D., plus postage 
Name 
Street 
GO Saati Retina BO iccienlicee | 
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“l Saw Gasoline History 
Made’’...Jim Bryan 





JIM BRYAN, winner of the 1958 Indian- 
apolis “500” and performance steward 
of the 1959 Mobilgas Economy Run, 
saw gasoline history in the making. 
KANSAS CITY, Mo., April 9 — 
Just four hours ago, 47 men and 
women, drivers in the 1959 Mobil- 
gas Economy Run, wearily crossed 
the finish line in front of the 
Muehlebach Hotel. They were 
dog-tired after 442 days and 1;898 
miles of some of the toughest 
driving I’ve ever seen. 


Powered by Mobilgas Special, 
stock cars representing every U.S. 
make started from Los Angeles’ 
Civic Center at dawn on April 5. 
First across the blistering desert, 
then up, up to 11,988 feet and over 
the jagged spine of the Rockies, 
then over the prairies. And by the 
end of the Run they had bucked 
342 miles of traffic in 147 towns 
and cities. Deserts, mountains, 
prairies and cities—running at 
maximum legal speeds all the time! 


One of the drivers summed it up 
for me: “Toughest, most demand- 
ing grind I’ve ever been through. 
But when I needed it, Mobilgas 
Special came through with plenty 
of smooth, knock-free power. And 
it came through with plenty of 
economy, too!” 
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1959 MOBILGAS ECONOMY RUN 
TESTS MILEAGE OF ALL U.S. CARS 





Official Results 1959 


Mobilgas Economy Run 


COMPETITIVE CLASS OFFICIAL WINNER MILES PER 
TT aaa Compact Car Class........ Rambler American Deluxe. ..... 25. 
SNS a. 6.0 wea Low Price Class, Six Cyl. ....Chevrolet Biscayne ......... . 22. 
Pi canescas Low Price Class, Eight Cyl... Plymouth Belvedere .......... 21. 
ee Low Medium Price Class... .Dodge Coronet ............. 21. 
ClassE.........Upper Medium Price Class. ..Ford Thunderbird ........... 19. 
MWe sadekacs High Price Class.......... Cadillac Sixty-Two ........... 19. 


Average of all cars entered 19.4 m.p.g. 


PE. auwss depedsud 18.8 ETI Es cewece ss 19.6 Oldsmobile ......... 18.2 
errr Ts i) Se ke 17.8 Plymouth “8" ....... 21.1 
Chevrolet 6" ....... 22.3 the Ae 20.3 iii. eee row 18.6 
Chevrolet 8" ....... 19.2 PO CO 56 2 Ge ec:o0% 19.6 

, RE a oars ones aes 25.2 
EE 6 6'ed scarce’ s 19.6 MEN iad cao weeds 18.2 
Ede cas chs ant i) a oper 17.2 Studebaker ......... 22.4 
SEES) o\ainials aaa «9 6% 22. .. SE ; Fo Sense es 18.9 Thunderbird ........ 19.1 
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ARIZONA | 





! 

| j lARKANSK' 
| NEW | LOK LAHOMA) ’ 
| MEXICO | agent - 
I i TEXAS 





The Mobilgas Economy Run — an official test of cars competing with others in the same Ee uy 
price class — is sponsored annually by General Petroleum, far-west affiliate of Socony 
Mobil, as a public service to motorists. Throughout the entire Run, cars, drivers and - 
gasoline are carefully supervised by United States Auto Club officials. 
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Retail Deliveries U 


AUTOMOTIVE NEWS, APRIL 13, 1959 


in March... 


Factories Report Sales Surge 


(Continued from Page 2) 
tribution vice-president. The pre- 
vious high was 27,151 in December, 
1958. 

Abernethy said the March total 
was more than double the 14,139 
cars sold in March, 1958. 

In the first six months of AMC’s 
fiscal year, Abernethy said, Ram- 
bler sales totalled 148,931, compared 
with 62,189 in the year-earlier pe- 
riod, 

: * e 
M-E-L Division 

Ford Motor Co, said Mercury 
sales for the first three months of 
this year were 37,650, up 7 percent 
over the corresponding 1958 period. 

The company said Mercury 
sales have increased each month 
this year, topped by the 13,200 
units merchandised in March. 

First-quarter Edsel sales were 
put at 12,400 units compared with 
11,800 last year, and the division 
said that 21 percent of January 
deliveries were sixes. 

The company said Lincoln-Conti- 


nental sales in mid-March were the 
highest of any 10-day period since 
introduction day and that dealer 
stocks were the lowest for any 


March in the last five years. 
* + + 


Thunderbird 


Ford said Thunderbird’s daily 
sales rate hit an alltime high in 
March and that 16,500 units were 
sold in the first quarter. 

The quarterly total, Ford said, 
was equal to 45 percent of all 
Thunderbirds’ sold during the 1958 
model year and was about one- 
third the number of two-passenger 
Thunderbirds sold during the three- 
year life of that model. 

* om = 


Pontiac 


General Manager S. E. Knudsen 
said Pontiac dealers delivered 36,- 
641 new cars in March, making it 
the best month since December, 
1955. 

He added that the March total 


NEW PROFITS for 
NEW CAR DEALERS 


@ Cars Unlimited is the only plan that offers the dealer 
the opportunity to lease single cars to individuals, 


@ Go into the car leasing business tomorrow ... 
no franchise or initiation fees 


capital investment ... 


with no 


. no additional overhead. Immediate profits. 


@ Become a franchised dealer of the Cars Unlimited Long- 


Term Car Leasing plan... 


@ The only plan of its kind 


at no cost to you. 


non-recourse, non-repur- 


chase, no-capital-investment, complete long-term leasing 
plan . . . geared to the needs of small or large-scale deal- 
ers, on local or national basis. 


Cars Unlimited offers a complete insurance plan and full 
maintenance. We also offer a plan which enables the 
dealer to own the leased vehicle. Choose either plan... 


no change in rate structure for either plan _.. 


micks .. . no extras. 


no gim- 


Offers at no extra cost to you advice based.on long ex- 
perience for setting up or expanding your C.U.C_ Plan. 
We supply the necessary forms, documents, suggestions, 
and sales-provoking promotional merchandising aids. 


To find out if you qualify for this unique plan 
CALL, WRITE OR WIRE TODAY 
for complete details and figures 


oak? PPS IGire, 


c 
SCrReporati? 


Cc 


CARS UNLIMITED 
CORPORATION 
108 S. Franklin Ave., 
Valley Stream, N. Y. 
LOCUST 1-2299 


If you now own a fleet or leasing company .. . 
ask for details about our special plan available 


to qualified dealers for the purpose of expansion 
or refinancing equities. 


CONVENTIONS 
BANQUETS 
MEETINGS 

GROUP LUNCHEONS 
DINNER PARTIES 


For Dealer Doings 


800 OUTSIDE ROOMS WITH BATH 
ALL WITH RADIO AND TELEVISION 
GRENADIER DINING ROOM AND LOUNGE 


POPULAR PRICED COFFEE SHOP 


14 Air Conditioned 
. . Function Rooms 


Convenient Expressway, 


LANSON M. BOYER, Gen. Mgr 


Convention Hall 


was 82.9 percent above last year’s 
and that the daily selling rate was 
the highest since 1955, First-quarter 
deliveries were 52.49 percent ahead 
of the corresponding 1958 period, 


Knudsen said. 
* oa 


e 
Cadillac 

Domestic retail deliveries in the 
first quarter were the highest in 
Cadillac’s 57-year history, accord- 
ing to James E. Roche, general 
manager. 

Roche said the three-month 
total was 39,491. The former 
record was 39,447 in the first 
quarter of 1957. 

Roche said Cadillac delivered 
13,559 cars in January, 12,649 in 
February and 13,281 in March. 
Both the March and first-quarter 
totals were 14 percent ahead of the 
like 1958 periods, he said. 

am + = 


Oldsmobile 


Oldsmobile dealers delivered 34,- 
561 new cars in March, an in- 
crease of 25 percent over March, 
1958, according to Jack F. Wol- 
fram, general manager. 

He added that sales have in- 
creased substantially in each of 
the last seven 10-day periods. 

* + * 


Studebaker 


Lark sales reached 14,207 last 
month for Studebaker’s best 
March performance since 1953, ac- 


Horse Trading— 


The old saying “get a horse” has been 
reversed by Larry LaFave, Detroit, who 
traded in his 1952 model quarterhorse 
for a 1959 Rambler. “Horsetrader” Bill 
Cawood, center, salesman for Grosse 
Pointe Rambler, Inc., allowed LaFave $150 
for the hay-burner, which will become a 
resident of the farm of Charles Record, 
right, dealership president. Instead of 
having one horse, LaFave now has 127— 
under the hood. 


cording to Harold E. Churchill, 
|S-P president. March sales were 
| 3,807 last year and 6,784 in 1957, 
| he said. 

| Churchill asserted that 71 per- 
| cent of the cars traded in on Larks 





NLRB Ruling 


Gives Unions 


New Picketing Power 


By Frank Gawronski 
Staff Writer 

HE National Labor Relations 

Board gave management a jolt 
last week when it ruled to extend 
the rights of unions to picket and 
to call for consumer boycotts, 
The NLRB held that where a 
majority of employes vote against 
a union, the rejected union may 
nevertheless picket and boycott the 
establishment, provided the union 

carefully states that 
the purpose of its 
acts is other than 
to force recognition 
by an employer. 
Previously, the 
board ruled these actions unlawful 
if directed against a company 
whose employes have rejected the 
union, and if the purpose is to 
force the employer to recognize the 
union. 

But if the union states other 
purposes, the NLRB held in a 
new case, picketing and consumer 
appeals are legal even if they 


Antitrust Probe 
Assailed by GM; 
Aim Questioned 


NEW YORK.—General Motors 
Corp. will go to court today (Apr. 
13) to try to scuttle the Federal 
Government’s current probe into 
its antitrust status. 

GM, under subpena by a grand 
jury here for tomorrow (Apr. 14), 
has called the inquiry “a politically 
inspired fishing expedition.” The 
auto firm will try to have the sub- 
pena thrown out. 

Henry M. Hogan, GM general 
counsel, went into Federal Court 
last week to obtain the order for 
today’s hearing. He argued that 
the Justice Department has made 
plain “what the subpena shows on 
its face—that the antitrust division 
is subverting the grand jury to 
search for evidence for a possible 
civil suit.” 

Hogan said the subpena is really 
aimed at an investigation of GM’s 
size, which “obviously is a distor- 
tion and misuse” of the grand 
jury subpena. GM’s voluminous 
records, some dating back to 1929, 
have been subpenaed. 

To obey the subpena, Hogan 
went on, would impose a staggering 
burden on GM, both financially 
and personnel-wise. 


The grand jury here has been 
probing GM for several months. 


produce the same economic pinch 
on the employer. 

In the new case, a radio-TV sta- 
tion in Mobile, Ala, WKRG, 
| brought charges against a local 
union of the International Brother- 
hood of Electrical Workers after a 
series of events that allegedly cul- 
minated in the economic pressure 
against the station. The station 
employes had voted 2-to-1 to oust 
the union as their bargaining agent. 

o 


> 
ie THE hearing that followed, 
the union convinced a trial ex- 
aminer that its picketing of the 
| Station was solely to protect its 
bargaining position with competing 
companies in Mobile. 

That is, the union said, if WKRG 
advertisers could be persuaded to 
transfer their business to unionized 
stations, the union would be better 
able to preserve existing wages and 
working conditions at those sta- 
tions 

A three-man panel of the 
NLRB upheld the trial examiner. 

In other words, even though a 
normal effect of picketing may be 
harmful to the employer and there- 
fore coerce his employes into sec- 
ond thoughts about the union, it 
does not necessarily follow that this 
was the union’s object and motive. 

* > 

OX THE dealership front, the 

decision on 12 challenged votes 
will determine the outcome of an 
election to decertify Local 882-A, 
Automobile Salesmen’s Union, as 
bargaining agent for office em- 
Ployes of automobile dealerships in 
Seattle. 

The vote was 69 in favor of 

remaining in the union and 66 

for no union in a NLRB election 

petitioned for by a group of office 

workers, according to Thomas P. 

Graham, NLRB regional director. 

In New York, the NLRB has 
ordered Burke Buick, Inc., to with- 
draw and withhold all recognition 
from Teamsters Local 868 as rep- 
resentative of any of its service em- 
Ployes “unless and until said union 
shall be certified by the board.” 

It also ordered the dealership to 
refund all dues, initiation fees and 
other monies they were required to 
pay Local 868 in order to acquire 
and maintain membership in the 
union pursuant to the contract be- 
tween the company and union. 

” * a 








| company also was ordered to 
cease interfering with, restrain- 
ing or coercing employes “in their 
rights to join or assist” United 
Auto Workers Local 259, Teamsters 
Local 868, or any other labor or- 
ganization, or to refrain from such 
activities, 


——. 


in January and February were 
competitive makes. 
* * * 


GMC 


General Manager Philip J. Mona- 
ghan said domestic retail deliver. 
ies of GMC trucks in the first 
three months of this year were 
42.2 percent ahead of the like 1958 
period. The unit totals were 18,093 
and 12,726. 

March sales, he said, were 448 
percent over the comparable month 
last year and constituted the best 
sales month for GMC trucks since 
August, 1956. 


* * 


= 
Willys 

Jeep retail deliveries in the first 
three months of 1959 were the high- 
est of any first quarter since 1955, 
according to C. W. Moss, Willys 
general sales manager. 

He said first-quarter deliveries 
were 37 percent ahead of 1958, 
March sales continued a seven- 
month rise and were 43 percent 
above those of the year-ago month, 
Moss added. 


> * > 


Mercedes-Benz 


Retail deliveries of Mercedes- 
Benz cars set a record of 986 in 
March, according to Harold E. 
Churchill, Studebaker-Packard 
president. Churchill said it was the 
highest monthly total since S-P 
began distributing the German 
cars. 


Simca 


Simca’s March sales in the U. §. 
were more than three times as high 
as those of March, 1958, according 
to David R. Crandall, Chrysler 
Corp. sales director for the French 
import. 

He said March sales totalled 3,- 
739, compared with 1,126 for the 
year-earlier month. It was the 
fourth straight month that Simca 
sales have surpassed all prior 
monthly records, Crandall said. 

* . > 
English Ford-Taunus 

Ford Motor Co. said English Ford 
sales topped 4,000 in March for the 
first time since the car was intro- 
duced into the U, S, 10 years ago. 

March sales were said to be 65 
percent above those of March, 1958, 
and first-quarter sales were put at 
74 percent ahead of the correspond- 
ing period a year ago. 


Excise Tax on Rebuilts 
Is Postponed by U. S. 


WASHINGTON.—The effective 
date of the excise tax on rebuilt 
automotive parts has been ex- 
tended from Apr. 1 to July 1, ac- 
cording to the Automotive Parts 
Rebuilders Assn. 

The Industry-Wide Committee 
for Removal of the Discrimina- 
tory Automotive Excise Tax is 
fighting the Treasury Depart- 
ment’s ruling bringing parts re- 
builders under the excise tax. 


ATTENTION... 
1 TEs by 
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ince 19.04 miles per gallon. 17.54; Pontiac Bonneville (Bob | the high-priced cars of Class F| miles an hour, slow to a complete | the featherfoots. 
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caps backward; others have card- 
board shields covering the window, 
and one car has the back window 
nearly covered with aluminum foil. 
Even tinted glass fails to do the 
job, according to several riders in- 


terviewed by Automotive News. 
- * ” 


Third Day 


XCITEMENT reached a new 

high on the run from Grand 
Junction to Denver. 

Drivers were faced with the 
toughest leg of all, a 258.4-mile 
stretch crossing the Continental 
Divide at Loveland Pass, Colo., at 
an elevation of 11,988 feet, and for 
the first time they would have of- 
ficial USAC mileage figures for all 
three days of the run, 

After leaving Grand Junction, 
the highway was fairly level for 
a few miles. Then it turned into 
@ mule-track detour with flagmen 
making it difficult for contestants 
to maintain scheduled speeds, 

From then on it climbed from one 





Simea Dealers’ "Bold Promotion'— 





—" — ee ean switchback to another. A light 

snowstorm blanketed the Western 

Economy Run Gets Under Way— Slope. As the road climbed higher, 

J. C. Agajanian gives the green flag to the first of 47 cars in the 1959 Mobilgas — snow was replaced by ice 
Economy Run. The run started in Los Angeles at dawn Sunday (April 5) and finished and fog. 

in Kansas City Thursday (April 9). Road scrapers and rotary brushes 


Simca dealers in 25 major cities throughout the country are attributing record- 
breaking sales to their “Bold ¢hallenge” promotion in which they display “Car ¥" 
and “Car R” in their showrooms beside a Simca and invite customers to compare 
for themselves. Robert Matick, right, partner in Northwest Auto Co., Detroit, points 
out Simca's features to a customer. The Detroit Simca Dealers Advertising Group 
has extended the advertising campaign for two additional weeks. 
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Who's Afraid of the Big Three? ... 


Show Note: Imports Here to Grow 


(Continued from Page 1) 


Corp., importer of BMC lines, said, 
“The Big Three has already helped 
us. 

“For a long time we could not 
reach some of the new-car pros- 
pects because they were ‘scared’ 
of foreign-car dealers. Some of 
these prospects bought imported 
cars through their old friend, the 
U. S.-line dealer handling Opel 
or Vauxhall or English Ford. 


“They've become acquainted with 
the imported car, they’re no longer 
shy and the rest of us can have 
a fair crack at them.” 

A spokesman for one importer 
said, “Imagine what it will be like 
when the Big Three come out 
with their new models and their 
advertising begins to shout, ‘Buy 


@ small car.’” 


* * * 


pwd so, although virtually no- 
body sees any threat to their 
business from new U. S. entries, 
most importers are already warily 
eyeing other makes in their own 
field. 

This is particularly true among 
the “volume” makes and many 
exhibitors readily name their 
candidates for early sales ex- 
tinction. 

Some, in discussing their own 
efforts to become more competi- 
tive, will frankly identify the par- 
ticular makes they are gunning 
for in the sales war. 

Howard O. Lund, imported-car 
marketing manager for M-E-L di- 
vision, said frankly, “Ten percent 
of 500,000 imported-car market is 
our goal. The growing number of 
smaller cars in the U. S. market 
will not lessen the demand for 
our imported car.” 

The dealer problem, in some 
form, occupies the attention of just 
about every imported-car factory | 
branch or distributor. 

As in previous years, there were | 
many dealers at the show looking} 
for franchises or ways to get) 
quotas increased on franchises they | 
now hold. 

Series of dealer and distributors| 





boom, said Oppenheimer, the dis- 
tributor with some cars on his 
hands could thumb through the 
phone book, call up a dealer and 
offer him the units. The dealer’s 
reaction, said Oppenheimer, was 
pretty likely to be: “So send me a 
couple carloads. What can I lose?” 
Said Oppenheimer, “Those days 
are gone forever.” 
* > a” 
- TREKKING through the show, 
it was obvious that there were 
many “hot ones” among the 60-odd 
makes on display. 

Action at the Fiat stand cen- 
tered around a facelifted road- 
ster, the 500 Jolly (with a fringe 
on the top) and the 1800. The 
1800 will be imported into the 
U. S. only with the bigger 2,100- 
c.c. engine, and the sedan is ten- 
tatively priced at $3,192 p.o.e. 
DAF, which is able to boast a 

fully automatic drive with a car 
priced at $1,469 p.o.e., found its 
stand jammed with eager Ameri- 


cans. 


* * * 


D*F EXPECTS to bring in the 
first shipment of several hun- 
dred units this summer and aims 
at a total import of 4,000 before 
the end of the year and 20,000 
annually starting in 1960. 

DAF’s Soeten intimated he will 
use a rigorous screening process 
in selecting dealers. 

“It’s better to have no dealer 
than a bad dealer,” Soeten says. 
In his dealer application form, 
Soeten bluntly asks DAF dealer 
prospects whether they would be 
willing to take on the car as a 
single-line operation. 

Extreme care in selecting dealers 
also was advocated by H. Gordon 
Munro, president of Rover Motor 

Co.-of North America, Ltd. 

Because Rover “is in a mental 
bracket rather than a price 
bracket,” Munro said, Rover will 
seek only the dealer who “under- 
| stands” the product. 

Rover has no sales goal in terms) 
of volume, he said, but seeks only 
to set up. properly in the U. S. with 


conferences were held in several|# g00d organization. 


lines, although they were kept 
quiet in an attempt to bar “out- 
siders.” 


e * . 


7s dealer problem, for some} 
makes, revolves around a se-| 
lection from numerous applications 
for the few points that may be 
open. 

In the case of firms newly en- | 
tering the market, or expanding 
sales to previously untapped | 
areas, dealers and distributors | 
were being actively solicited. 
DAF, the new Dutch entry, and| 
Daimler, planning to bring in its 
new Dart sports car, were looking 
for distributors. Both J. Soeten, of! 
DAF, and Denis McCormack, of 
Daimler, reported they were 
swamped. 

Moretti was seeking dealers. 

In the long view, several importers 
said they could see a battle to win 
dealers shaping up. Some admit 
they have franchised marginal 
dealers which may fall by the way- 
side if import selling goes hard. 

No make can risk standing pat 
on its dealer body and let the solid 
prospects line up with a competi- 
tor, said one import spokesman. 

cf * * 


THERS anticipate that Big 

Three dealers who have dualled 
with an import may kick out the 
alien line in favor of their own 
factory's small car when the latter 
becomes available. 

Fred R. Oppenheimer, of Fadex 
Commercial Corp., importer of 
BMW and NSU, in discussing 
the problem of building AND 
KEEPING a quality-dealer body, 
said, “The real battle is not for 
the consumer, but for the dealer. 
And that is a very tough battle, 
indeed. 

“The importer has one job: To 
give the dealer confidence in the 
product and in the integrity of the 
distributor. 

“The more confidence in the 
product and in the distributor you 

can give the dealer, the more suc- 
cessful will be the product,” said 
Oppenheimer. “The importer must 
sell the dealer—and it’s strictly a 
question of confidence.” 

In the early days of the import 








ANY show visitors selected the 
Citroen line as the most lux- 


urious car in the under-$3,000 class. 


The Citroens on display had long 
lines of visitors waiting to sit in 
the car and “float” in its deep- 
foam seats and foam-padded floor. 

Citroen, with its front-wheel 
drive, also afforded visitors a 
chance to see how a low-slung 
car can be built without a floor 
tunnel. 

Most complete mechanical dis- 
play was provided by BMC for its 
Morris. On a merry-go-round ar- 
rangement were three Morris se- 
dans turned on edge, various com- 
ponents cut away. 

The exhibit, originally designed 
for last fall’s London Auto Show, 
left nothing of Morris’ design and 
construction to the imagination. 

Simca, with a prime spot near 
the entrance, featured a sleek Ve- 
dette V-8 and a sporty convertible. 

7 . ” 


yas Triumph display featured a 
chassis poised on a pedestal, as 
if in full flight. 

Several displays were high- 
lighted by cars being shown for 
the first time in the U. S, Among 
them were the Volvo 122-S, Mor- 
retti Spyder, Jaguar Mark IX, 
Morris Oxford, Austin A-55, MG 
Magnette Mark III, Aston-Martin 
DB4, Renault Caravelle, Peugeot 





Willys to Exhibit 
2 Jeeps in Moscow 

TOLEDO.—Two Jeep vehicles 
will be displayed by Willys-Over- 
land Export Corp, at the Ameri- 
can National Exhibition in Mos- 
cow this summer, Twenty-one 
U. S. passenger cars also will be 
shown. 

Willys will display a Jeep Uni- 
versal equipped with a rotary 
broom on the front and a plow 
on the rear and a forward-control 
Jeep FC-170 truck, largest Willys 
vehicle with a GVW of 7,000 
pounds, The latter will be equip- 
ped with a front winch. 


mercial 


station wagon, Deutsch-Bonnet, 
NSU Sport Prinz and Asardo, 
The Asardo was probably the 
ugliest car at the show, and its 
makers noted it was “made for go, 


not show.” 


* * * 


MucH of the visitors’ curiosity 
was directed toward the Jap- 
anese displays. Luxury car from the 
Far East is the Toyopet, featuring 
such refinements as push-button 
ash trays. 

Erik J, Hansen, general man- 
ager of Toyota Motor Distribu- 
tors, Inc., predicted that Toyota 
will move into the $1,700 small- 
car (four-passenger) and sports 
car field later this year. 

The Prince Skylark, a Fuji prod- 
uct, made its debut at the show 
and was considered by most visitors 
to be a rather pleasing copy of 
British design. 

Datsun’s extensive display fea- 
tured cars that were perhaps lack- 
ing in some of the niceties but were 
obviously of rugged, simple con- 
struction. 

Daihatsu’s line of three-wheel 
commercial vehicles (and small 
four-wheelers) was of appeal mainly 
to dealers seeking a line one step 
bigger than the scooter-type truck. 


a * > 


E Rootes stand found a sur- 
prising interest in the Humber, 
a luxury-priced compact car de- 
scribed by factory representatives 
as “competitive for a car of its 





specifications.” 
Only American cars at the show 
were Chrysler, Rambler, Asardo 
and Studebaker. On the other 
hand, two makes — Skoda and 
Wartburg—represented the auto 
industry behind the Iron Curtain. 
Discussing merchandising of 
such cars, a spokesman for Skoda 
said, “We sell it as a fine product. 
The car has no political opinions.” 

Biggest trucks shown were two 
Volvo diesels, although other com- 
types were displayed by 
Rover, English Ford, Datsun, 
Tempo, DKW, Lioyd and Daihatsu. 

Prominent were booths of orig- 

inal-equipment firms and other 


suppliers to the industry. Tires, | 


brakes, shock absorbers, 
ments, 
sories were on display. 


a 


With last bit of polish rubbed down, 


just before International Automobile Show's doors opened in New York. Approzi- 


mately 250,000 persons pushed through 


closed. View here, showing one corner of one of the three floors, takes in only a 


small number of the cars exhibited. 


———_ 
Se 


And Then They Came— 


Waiting for the First Visitor— 


When the doors were opened at New York Coliseum, tens of thousands of eager 
instru- | Americans paid $1.50 each to get a look at more than 400 avtos at the International 
grease and oil and acces-| Automobile Show. Visitors stood in block-long queves to buy tickets. 
| beck of small cors: They’ re. hard to see in a crowd. 
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imported cars gleam in lonely splendor 


the display before the nine-day show 





One drow- 


Sidelights of the International Auto Show 


EW YORK.—This year’s Inter-| 
national Automobile Show was | 


the ultimate flowering of imported- 
|} auto exhibitions which started in 
| the U. S. in the early 1900s in the 
form of exclusive salons. 

The salons, held in plush sur- 
roundings in leading hotels of 
major cities, grew in importance 


through the ‘20s but were wiped| 


out in the crash of ’29. 

In the early '50s, the first step 
toward an international show in 
the U. S. was staged in New 
York’s Sixty-sixth St, Armory by 
Herb Shriner, who found one 
effort enough. 

This was followed by shows in 
the basement of the “new” Madison 
Square Garden and they were def- 
initely the poor-relation type. 

In 1957, the Charles Snitow or- 
ganization put together the first 
International Automobile Show at 
the new Coliseum, with exhibitors 
using one floor and a mezzanine. 
Things began looking up. 

Last year, the show grew to two 
floors and this year’s show used all 
three floors. 

> 


E International Automobile 

Show becomes more American- 
ized each year. Among other things, 
the importers have discovered that 
Americans like pretty girls. There 
were more models this year than 
ever before. That held true for cars, 
too. 

The girl bit was developed to just 
about the ultimate in the booth of 
Playboy magazine. 

Unfair competition may have 
been provided for many of the 
models when Tina Louise turned 
up to grace the Rover stand. 
Down, Rover! 

. 


* + 


NIMALS shared the stand with 








pretty girls in the Ford ex- 
hibits. Ford of Germany had a! phony,” he told a reporter. “We 


pony near its station wagon, with 
the pony’s blanket reading, “It’s 
just good horse sense to buy a 
Taunus.” 

A gent dressed in Madison Ave- 
nue type cowboy duds handled the 


| dustpan. 


English Ford had a pretty girl 
and a shaggy sheep dog in its 
convertible. 

Jaguar featured a lazy jaguar 
peering out the window of one of 
its cars. To contribute to visitors’ 
peace of mind, the big cat was 
stuffed. 

The Three Bears slept through 
the entire show in a SAAB whose 
seats were folded down to make a 
bed. Placard read: “Who’s been 
sleeping in my bed?” . 

> 


A small, neatly lettered sign on 
the hood of one car read, “Let’s 
keep the lid shut. This little en- 
sine hates drafts.” 


os Panhard inten featured an 
elaborate mechanical device in 
which the body of the car was 
hinged at one side so that the en- 
tire body could swing up and over 
to reveal the car’s interior and 
engine. 

Cracked one wag: “They ought 
to build American cars that way 
so a man could get in and out of 


them.” 
+ 


| MID-MARCH, exhibitors got 
together and agreed on a “quiet” 
show—no microphones on the 
stands and no displays utilizing 
sound mechanisms. 

The agreement was adhered to by 
all exhibitors save one—an Ameri- 
can firm. 





+ * 
E of the dealer-visitors at the 
show drove into New York in 


a Bentley. 
“Those Rolls-Royce ads are 





got up to 60, where the only thing 

you’re supposed to hear is the 
ticking of the clock. 

“Well, we couldn’t hear a thing. 

The bloody clock wasn’t working.” 
> > > 


The show did not work its 
magic on everybody. One young 
woman seated herself daintily in 
a hydrangea bed and calmly 
worked a newspaper crossword 
puzzle as the crowd flowed 
around her. 

> > 

One of the most popular ques- 
tions at all stands was, “How much 
will I save if I take delivery in 
Europe?” 


* * * 


Sang out one young man to 
another as they left the show, “OK, 
Charley. See you on the bus to- 
morrow.” 


Sales Increase Predicted 


At Montreal Import Show 


MONTREAL.—Dealers attending 
Montreal’s first imported-car show 
were optimistic about sales pros- 
pects, and some predicted that they 
will sell considerably more impor 
this year than in any previous year. 

Called “Salon Autorama 1959,” the 
exhibition was held at the Shov 
Mart. Alec R. Budd, Autoram 
president and Alfa-Romeo distribu- 
tor, said the event marked the 
“coming of age” of the imported- 
car business in Montreal. 

Shown for the first time in Mon- 
treal were the Vespa car, made by 
the Italian motor scooter company; 
Ford’s Taunus and the German 
Hansa. 

Other makes displayed we 
Alfa-Romeo, Fiat, Renault, Peugeo' 
Citroen, Panhard, Simca, Mercedes 
Benz, Borgward, Volkswage 

DKW, Goliath, NSU Prinz, Volv 
and Skoda. 
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Car, Truck Output Estimates Ford and Rambler 
° 
By Automotive News Step Up Output 
PASSENGER CARS P P 
(U0. 8S. PREDU 
Week Week Output, Jan.1 Jan. 1 Industry’s Car Total 
Eatea = Some Fated ADO” apreiz, apr.t,| Again Tops 133,000 
— — gst oo rs ao (Continued from Page 1) 
AMERICAN MOTORS. 9,300 3,068 Sk 16 aTt a iS vision is having currently is find- 
EE 7,087 2,252 6,730 11,641 95,261 88,038) | facilities to fulfill orders for| 
American. .................. 2,213 811 2,101 «= 3,636 = «11,395 27,497 | the six-cylinder engine. 
CHRYSLER CORP, .... 22,150 13,809 23,172 36,521 179,380 214,318) ajthough the percentage of sixes| 
Chrysler Soveserecesevosovccoosee 2,250 1,613 2,268 3,685 17,733 22,413 | this year is not running as high as 
OUD cxcestesseeccrcssccssovees 1,400 553 1,479 2,214 11,129 17,632|/a year ago, the increase in overall 
IID» nevarevossenveenenessonsccese 5,000 «3,465 «= 5,034 0 «7,986 =. 28,769 9 49,885 se ; “te r on of ~ eae ine| 
‘ orce e division to import engine 
Imperial ........................ 500 480 527 816 5,343 6,385 blocks: from Ford Motor Co. of| 
Plymouth. ..................... 13,000 7,698 13,864 21,820 116,406 117,503 Canada, Ltd 
FORD MOTOR. .............. 36,525 21,795 35,321 58,811 373,052 524,569 a ar? On 
925 14 952 1,521 4,431 15,255|rqveTe 83,527 cars equipped with| 
BIEL cccorereccconcsevcvccsccosvecees 30,300 16,168 29,676 49,145 309,685 , 429,406 six-cylinder engines during the | 
Thunderbird ............ 1,565 1,175 1,396 2,416 9,562 20,877 | first quarter of this year repre-| 
ERmCON nes ene seen seen eseeeeee 780 511 631 1,163 10,456  10,112| sented 21 percent of the division’s| 
Mercury ............ ietiighia 2,955 3,927 2,666 4,566 38,918  48,919| total output, while 74,481 sixes in 
GENERAL MOTORS .. 61,417 45,720 63,064 99,476 765,394 905,946 | Sama eee ib oom oni an on 
— SE 4,627 4925 4,741 17,347 cca pe eutpat. | 
ome SEIN § — cccevccsscccecceseneoees 3,360 3,233 3,392 5,397 » 188 +5 The 9,046-unit increase has | 
ya Chevrolet grqquocensccccsonccces 34,200 27,115 35,977 55,900 442,141 $97,838 | taxed to the limit the Cleveland 
Oldsmobile 9,430 6,543 9,067 15,089 112,013 © 129,760) engine plant, which is working 
ES 3,904 9,887 15,743 79,732 131,695) 20 hours a day. 
SP CORP. Mercury-Edsel-Lincoln division of 
Studebaker 3,685 3,491 5,926 9AT7 56,002 | Ford Motor Co, also announced | 
—_—_—_—— ———-| sharp increases over the second 
Total Cars, U. S.** 133,077 84,387 133,879 216,011 1,375,137 1,816,370 | quarter of 1958, but in all cases 
Reveed. a = ; sds projections for the second quarter 
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**Totals for 1958 include Packard production. 


COMMERCIAL CARS | 
(U. 8S. PRODUCTION ONLY) 














of this year are well below the 
January-March period of this year. 
Mercury has scheduled 38,023 as- 


semblies for the second quarter, 
| which is a 30 percent hike over the 

















SS a ee OE CS" "To | 29,259 cars turned out during the 
Apr. 11, Week, Apr. 4, To Apr. 12, Apr. ii, | second quarter a year ago, but well 
1959 1958* 1959* Date 1968° 1959 under the 44,353 units assembled in 
CHEVROLET 8600 6606 8464 13,591 86,560 114,354) the first quarter this year. 
DIAMOND T ........ 125 119 126 204 1,586 1,973| Lincoln and Continental produc- 
BEE ccccnccesvecocessceseccsneceee 80 62 64 92 851 917 | tion for the second quarter of this 
year is estimated at 7,281 units 
ES 1,700 1,130 1,695 2,582 15,323 25,259 a 40 percent increase over the 5.183 
FORD . 6975 4,230 §=67,109 «11,340 = 67,289 = 94,106 | nits turned out during the same 
GMC a 1,790 1,146 1,688 2,791 18,608 25,707) period a year ago, but again under 
INTERNATIONAL 3520 1,768 3,330 5,529 31,261  38,341|/the 8,949 cars assembled by Lin- 
Ree ..........-. 360 334 350 573 4,396 4,963 | COln during the first quarter of this 
year. 
STUDEBAKER . 215 —_i. 238 359 1,855 4,714 , , 
Edsel, which worked six days for 
WHITE*** 415 356 413 663 5,214 5,332! the second consecutive wok last 
WILLYS 2,360 996 2,378 3,760 22,705  33,306| week, is scheduling an output of 
MISCELLANEOUS** 86 &5 84 145 949 1,125 | 11,591 units in the second quarter. | 
ger ania: cae —————— —_____ | That’s a 302 percent increase over 
el} Total Trucks, U.S... 26,226 16,832 25,939 41,629 256,597 350,097 the — assemblies = the second 
ow: “Total Cars, = — — _ = | quar er & year ago, ut well below 
a Truc the 13,734 units turned out during 
pa! S. _ 150,308 101,219 158,518 257,640 1,631,794 2,166,467 the January-March period of this 
Total Cars, Trucks, year. 
Canada 10,045 8,303 9,893 15,770 112,563 129,026 ae 
p Grand Total, AMBLER, which is scheduling 
Cars and Trucks, more than 40,000 assemblies this 
1g U. S. and Canada ...169,348 110,022 169,711 273,410 1,744,297 2,295,493 | month, turned out an estimated 
se 1 Revised. — : i. a ee ~ | 9,300 cars last week to top its pre- 
“Miscellaneous includes Corbitt, Marmon-Herrington, Federal, FWD, ete. | vious high of 8,831 a week earlier. 
ng.@ “Autocar, Freightliner, Reo and Sterling are included in White totals; Brockway in Other makers besides Ford 


g.” Mack totals. 








om the sales ladder, moving up to 
sixth from 10th. 
> > = 

KF OTHER adjustments for the 

year thus far recorded, Pontiac 
Moved up two places from sixth to 
fourth, and Oldsmobile and Cadillac 
each moved up one notch—Olds- 
Mobile to third and Cadillac to 
eighth. Pontiac, however, is briskly 





place. 

On the downside are Dodge, 
which dropped four places to No. 
ll; Buick, down two to seventh; 
Plymouth down two to fifth; De- 
Soto, down two to 14th, and Chry- 
sler, down one to 12th. 

Edsel, Imperial and Lincoln so 
far have managed to hold to their 
year-ago positions. 

Among the imports, latest avail- 
able figures show Volkswagen, Ren- 

















"39900 Stolen from Deal’s Safe 


nan} MINNEAPOLIS.—An agile thief 
iclimbed a utility pole to steal $900 
Tom a safe at Peterson Motor Co. 
(Mercury). The thief entered the 
dealership by jumping from the 
Pole to the company roof and pry- 
-_ the window of a balcony 









NB. All U. S. totals include cars and trucks for military orders. 


Imports Set New Record 
As Standings Are Juggled | 


(Continued from Page 1) 


challenging Oldsmobile’s hold on) 


division and Rambler to show | 
output gains last week were Mer- 
cury, up from 2,666 to 2,955 as- 
semblies; Lincoln, up from 631 to 
780; Oldsmobile, up from 9,067 to 
9,430 units, and Studebaker, up 
from 3,491 to 3,685 assemblies. 


Off from the previous week’s| 
output (in addition to Chevrolet) | 
| were Chrysler division, from 2,268 
|to 2,250 units; DeSoto, from 1,479) 
to 1,400; Dodge from 5,034 to 5,000; 
ault and English Ford topping the | Imperial from 527 to 500; Plymouth, 
list in that order—as they were a| despite six-day operations in De- 
year ago. Of the three, however,/|troit, from 13,864 to 13,000 units; | 
Renault has shown the greatest| Edsel, from 852 to 925; Buick, from 
rate of gain. 4,741 to 4,627; Cadillac, from 3,392 

. wos to 3,360, and Pontiac, from 9,887 to 
GIMCA, which has forged into| 9800 units. 
fourth place for the year to 
date, has tripled its registrations 
over the year-ago count, when it 
had a shaky hold on fifth. 





> * * 


OMMERCIAL-CAR output rose 
to the year’s high of an esti- 
mated 26,226 assemblies, topping 
the previous high of 25,939 units) 
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SUCCESS OR FAILURE 


(for the Automotive Dealer!) 


CAN BE DECIDED IN THE SERVICE DEPARTMENT 


Let us show you how to improve service profit, service absorption and customer 
relations. No obligation 

Our survey costs you nothing. 
Complete program, including personnel training, installed on a 60-day ie 
bring results—or you owe us nothing Lease-purchase plan for as little as $80.00 
per month. 


FLASH-A-CALL SERVICE CONTROL 
2170 Se. Canalport Avenue, Chicago 8, Ill. 
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“Sta-Gon”’ 


ACK WINDOW 
SCREEN 


ASK US! 


for all’56’57’58’59 
RAMBLER 


REBEL and AMBASSADOR 
Station Wagons 
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Discourages Thievery! 
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ENJOY 


drive-in movies — or relaxation 
Tit (Meee Mie Mt ar Melle 
safe from prowlers! Sleep 
securely on camping trips! 
Full ventilation protects 
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Fiat, in fifth place this year, also 
shows tripled registrations from 
last year, when it ranked seventh. 


Opel, now in sixth place as 
compared with eighth last year, 
is selling at a rate four times 
greater than in early 1958. 
Hillman, although it has doubled 

year-earlier sales, has fallen from 
fourth place last year to seventh 
place this year. 

Vauxhall, with year-ago figures 
unavailable, is in eighth place, and 
Triumph, with registrations up 
slightly less than 100 percent, con- 
tinues in ninth. 

The Top Ten imports are rounded 


produced during the week ended} 


Apr. 4. 


The week ended Apr. 12 a year | 


ago saw the truck manufacturers 
turn out 16,832 units. 


Canadian manufacturers also hit 
a high for the year last week as 
an estimated 10,045 cars and trucks 
were rolled from assembly lines. 
That compared with 9,893 vehicle 
assemblies a week earlier and 8,803 
cars and trucks produced during 
the week ended Apr. 12 a year ago. 


*‘Brush-Glo’ a Dealer Item 
DETROIT.—Brush-Glo,” a new 


pets —left in car—from 
heat exhaustion in 
warm weather. 
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raised, the tailgate is 
automatically locked 


A few territories open to representatives contacting automobile dealers direct 


(left) 


Screens (right) 





Ask about Rambler 
Side Window Screens 
and Radiator 
Protect - O - Core 


cool-engine driving. S3S22S5=. 
eC end - 





for 


out by Volvo, which was not placed | compound for removing rust from 

in the 1958 Top Ten, chrome trim, is available only 

Two makes in the Top Ten last through dealers and not through 

year—MG and Metropolitan—are no} the factory as stated in a news- 

longer listed among the sales elite. paper supplement magazine, Chev- 
—Rosert M, Liznert | rolet has announced. 
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MANUFACTURED BY dp CORPORATION 


2945 Coolidge Highway Serkley, Michigan Telephone Lincoln 7-9707 








40 


AUTOMOTIVE NEWS, APRIL 13, 1959 


Balance Sheet and Profit Statement ... 


How to Tell If Dealer Is in Black | 


(Continued from Page 3) 


worthless. Reserve for bad debts 
is an example. 


Before moving from assets to 
liabilities, it should be noted that 
some assets are directly cancelled 
by comparable liabilities on the 
other side of the balance sheet, 


For instance, the new-car in- 
ventory on the asset side of a 
dealer’s balance sheet may be equal 
to the floor-plan notes owed the 
finance companies to carry the in- 
ventory. 

* * * 
ST as assets are generally 
broken down into current (non- 
fixed) and fixed assets, liabilities 
are broken down into short-term 
and long-term liabilities. 

Short-term liabilities are the 
debts that arise out of the normal 
course of business and will be 
paid off in a relatively short 
period, Earned but unpaid wages 
and floor-plan notes are exam- 


Long-term liabilities are debts 
which will be paid more than a 
year after the date of the balance 


sheet, including long-term loans 
and mortgages. 


in the case of incorporated busi- 
nesses. In other companies, it is| 


short-term liabilities from current 
assets and is an indication of the 
business’ liquidity. 

The computation assumes that 
. current debts are paid with pro- 
| ceeds of current assets. The re- 
| aang current assets are the net 
| working capital. The higher the net 
working capital, the more liquid 


The interest on long-term debt expressed as the proprietor’s or | the company. 


represents a charge on the poten- 
tial profit of a business, The lower 
the long-term debt, the higher the 
net profit on a given volume of 
business. 

* ok a 


N MANY cases, of course, it is 


better for a business to borrow | 
in order to have the facilities to| 


generate more business. The added 
profit from this business pays the 
interest on the debt and still yields 
a profit. 

However, the business would 
have an even higher profit if it 
had been able to use its own 
money to generate the new busi- 
ness and thereby was able to save 
the interest and keep all the in- 
creased profit. 


The remainder of the right side | 


of the traditional balance sheet lists | 
the net worth of the business, As- 
sets minus 
worth or’ the owners’ 
the business. 


interest 


The net worth is expressed in |— 
capital stock and earned surplus |§® 


Dealer Forum By Robert M. Finlay 


(Continued from Page 3) 


over again, seeking to pinpoint a 
feature that will move them.” 
* > a2 


Has the Touch 


OME tools work better than | 

others for individual salesmen, 
probably because they have a feel-| 
ing for them. For example, Jack| 
Summers says: 

“I mail out 10 to 60 postcards a 
week . from local registration | 
lists, service customer records, the 
telephone directory and former 
ownérs ... 

“I have as high as 50 percent 
response .. . and it is not uncom- 
mon to have a prospect walk in 
with a card in his hand and say 


Obituaries 


Bill Lassiter Slain; 
Imported V olkswagens 

DETROIT.—Parvin (Bill) Las- 
siter, 38, owner of Detroit Car Co. 
in suburban Royal Oak, was found 
shot to death in a roadside ditch 
west of here Apr. 8. 

State Police determined that Mr. 
Lassiter had arrived the evening) 
before at Willow Run Airport on) 
a flight from Albuquerque and left | 
the terminal in the company of a 
“dirty man” who had paged him. 
Mr. Lassiter was one of the leading | 
nonfranchised Volkswagen dealers 
in the Detroit area and did much 
of his own buying in Europe, He 
also handled late-model Cadillacs 
and Thunderbirds and was associ- 
ated with an auto auction in Mur-| 


ray, Ky. 


Sidney J. “4llen. 61, 


Allen Industries Chief 
DETROIT.—Sidney J. Allen, 61, 
president and chairman of Allen 
Industries, died Apr. 8. He came 
to Detroit from Syracuse in 1915 
to join his father in Detroit Bed- 
ding Co. The company became 
Allen Industries after World War I. 
The firm grew into a multimil- 
lion-dollar corporation and today 
is considered the world’s largest 
producer of automobile insulation 
and rug cushions. | 
af 





” 


John R. Haselden 


LANCASTER, Ky. — John R. Haselden, 
85, retired automobile dealer, died of a 
heart attack at Garrard Memoria! Hospital 


here March 29. 
* * * 


Frank Murchison 
SWEETWATER, Tex.—¥Frank Murchison, 
53, Sweetwater auto dealer, was found 


de&d March 16. 
* 


Dr. Edward L. Lloyd 

OXFORD, England.— Dr. Edward L. 
Lioyd, 56, a business consultant, died 
March 30. He had been in business for 
himself since Jan. 1 when he resigned as 
vice-chairman and managing director for 
A. C. Nielsen Co. in Great Britain. Niel- 
sen, which is headquartered in Chicago, 
conducts market surveys. Before joining 
Nielsen in 1939, Dr. Lioyd was with Gen- 
eral Motors and the U. 8. Department of 


| cards, 


| Says 


he had no idea of buying a car 
until he received the card... I 
follow the cards with phone calls 
and personal contact.” 


It isn’t just a matter of sending 
though. Summers writes 
warm messages on them, for, he 
“many of them tell me how 
they enjoy the message that I write 
on the postcards .. .” 


* * * 


Loyalty Is Goal 


Att™ 40 years of selling cars, 
Milton Winner, Scott Motors, 
Baltimore, says to make your local 
customers loyal, for they are the 
backbone of your future... “You 
cannot fail, providing the selling 
dealer furnishes the necessary co- 
operation and service.” 


John M. Wren notes that he is 
never too busy to drive the cour- 
tesy car downtown because it 
gives him an opportunity to talk 
with customers and learn from 


“One must constantly expose him- 
self to people,” Wren says. 


Wren says he also is always 
watching the used-car department 
and the service shop. 

* * > 


Keeping Records 

ACOBSON was once an account- 

ant, and he makes use of this 
background in planning, He dates 
daily worksheets for 60 days ahead. 
He works his worksheet during the 
day, and spends between 7 a.m. 
and 8 a.m, the next morning post- 
ing future worksheets. 


“In that way,” he says, “each 
morning when the sales meeting 
is over, I have my work arranged 
for that day.” 


Charles Sawin, of O’Brien Motor, 
Indianapolis, says he began keeping 
records 33 years ago and now his 
old owners are his best source of 
new prospects. 

Sawin says he never asks for 
the order, but starts writing it 
up when he feels the time is 
right. 

Keith Miller says “you just can’t 
sell a car until the customer has 
driven it,” so he goes to any length 
to get the prospect into the car, 
offering to pick him up and take 
him to work, or take him home, or 
drive him anyplace. 


He keeps a file on every ap- 
praisal, and even when he loses him 
one year, he still keeps him on 
record and goes after him again 
when he figures the time is right. 

Ben Hur Lawson, of Danny Mc- 
Groo, Culver City, accents profes- 
sionalism, positive thinking and 
common sense. 

Tasso L, Potter, Columbia Mo- 
tors, Columbia, Mo., says: 

“After church or meetings and 
other social gatherings, I never 
miss a chance to inform people that 
I sell Imperials and Chryslers.” 





liabilities equals net | 
in| 








investment, 
ed ed + 


partners’ 


EARLY all dealers’ financial 
statement forms call for the 
computation of net working capital. | 


This is determined by subtracting | 


The fixed assets are not con- 
sidered in this measure of a 
company’s ability to meet current 
expenses, since fixed assets are 
very seldom turned into cash. The 
company with a _thin supply of 


working capital would be in a 

poor position to meet the norma] 

rise and fall of income and outgo, 

Net working capital requirements 
will vary with the method of opera. 
ting the dealership, For instance, 
the dealer who carries an above. 
average stock of used cars wil] 
have above-average needs for capi- 
tal. 

Experts recommend that the 
dealership be amply liquid to move 
with trading conditions and have 
| ample cash on hand to meet normal 
expenses for at least the month 

ahead. 
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RATES: 


HELP WANTED 


Manager for exclusive General Motors 
dealership in large midwestern city. Must 
be young, aggressive and thoroughly ex- 
perienced in developing and training 
salesmen. 750 to 900 car potential. This 
is a real opportunity for the right man 
Salary and bonus open. Submit complete 
background and recent photo in first 
letter. Replies strictly confidential. Box 
299, c/o Automotive News, Detroit 7. 





EXPERIENCED BOOKKEEPER for fast 
growing Florida Mercury-Lincoln-Edsel- 
Studebaker dealer. Prefer older man of 
unquestioned integrity who is looking 
for pleasant work at a leisurely pace 
in the heart of the northwest Florida 
resort area. Congenial co-workers, won- 
derful climate, unsurpassed fishing, boat- 
ing and swimming. The opportunity of 
a lifetime for the right man. Send com- 
plete resume including references to 
_ Box 5698, Pensacola, Florida. 


ONE OF THE MAJOR AUTOMOBILE 
MANUFACTURERS has an immediate 
opening for ‘a man with general man- 
agement experience and background. 
This man must be able to take over a 
complete dealership operation with full 
authority to operate all departments. 
Must be able to furnish excellent refer- 


ences with proven success in past years. | 


A thorough knowledge of every depart- 
ment is essential. Must be familiar with 


financial statements and business man- | 


agement. Excellent compensation plan 
with many additional benefits. Box 310, 
c/o Automotive News, Detroit 7. a 


NEEDED—DYNAMIC SALES MANAGER. 
Excellent opportunity for sales manager 
who is a terrific closer. Our salesmen not 
allowed to close deals. Qualifications: 30- 
45 years of age, good personal habits, 
sober. Must be powerful closer. Our firm 
in business 16 years, very prosperous, | 
handling Dodge-Plymouth, Renault and | 
Peugeot. Starting salary. $10,400 plus 
bonus. Write resume of experience to: 
430 Montgomery Street, Savannah, 





ALE s MAN AGER, Assistant General 


HELP WANTED 


SALESMEN to sell the book “AUTO 
COSTS which gives factory invoice 
prices of 1959 American and foreign cars 
and trucks. Huge demand. 
missions—No territory restrictions, 
Costs. Box 224, New York 1, N., 
ILLINOIS REPRESENTATIVE, Direct 
Mail—Follow-Up Firm. Sell top man- 
agement, protected territory, excellent 
future. Earn $7,500 plus. Box 337, c/o 
Automotive News, Detroit 7. 


Auto 


Service Manager 


200 cor and truck “Big 3" deal, New 
Jersey metropolitan area. City 30,000, 
buying crea 100,000. 


Complete direction and supervision of 
up to the minute equipped cor and 
truck service department. 


Salary, commission, vacation, bonus, 
Life, Health, Accident, Hospitalization 
Insurance. 


Write for interview giving complete 
qualifications, experience, schooling and 
background. 


We'll not contact present employer until 
successful interview. 


Box 332, </o Automotive News, De- 
troit 7, Mich. 





Georgia. Attention Melvin Karp. Tele- 
phone: ADams 6-6121. 


EXPERIENCED SALES MANAGER FOR 
Imperial-Chrysler-Plymouth dealership in 
one of Texas’ largest cities. Must be 
capable of taking full charge of sales 
force and be good closer. Real oppor- 
tunity with future for right man who 
wants to make over $10,000.00 per year. 
Box 334, c/o Automotive News, De- 
troit 7. 

OFFICE MANAGER—Experienced GM ac- 
counting, preferably Chevrolet. Detroit 
area. Good pay and incentives. Send full 
qualifications Box 329, c/o Automotive 
News, Detroit 7. 


OPPORTUNITY for men familiar with the 
franchised and used car dealers in their 
area to sell “LEATHER LOTION,” a 
new automotive chemical for used car) 
appearance reconditioning. ‘‘Leather Lo- 
tion’’ gives natural new appearance to 
all leather, leatherette, rubber and plas- | 
tic surfaces. Eliminates polish residue 
around doors, removes door lock grease, 
cleans and shines metal plates under) 
doors, dresses tires for showroom ap-| 
pearance. Dilutes to make an excellent | 
foam type upholstery cleaner. Dealers 
find many other uses. To demonstrate 
simply apply, brush lightly and wipe off. 
Enthusiastically accepted by dealers in 
Missouri, Kansas and Oklahoma—all other 
areas open. Guarantee perfect results or 
return full cost to dealer. First sale 
repeats indefinitely. Factory representa- 
tive will help open first accounts. Original 
investment $250.00 secured by inventory. 
This is an opportunity to start part 
time and develop into full time employ- 
ment in a prosperous uncrowded field. 
Write immediately giving full particulars 
and references to: Guard Sales Com- 
pany, 242 New York, Wichita 7, Kansas. 


WANTED! ENTHUSIASTIC!! DYNAMIC 
USED CAR MANAGER—Earn $15,000 
annually. Excellent opportunity for right 
man. Must be terrific closer and able to 
take over Used Car Department in its 
entirety. Will have to be able to ap- 
praise, sell, and close—must be powerful 
closer. Our salesmen not allowed to close 
deals. Qualifications: Age 30-45, good 
personal habits, sober and good charac- 
ter. Our firm has been in business for 
28 years, very prosperous, and finances 
95% of our own paper. We sell Ram- 
blers, Metropolitans and all five English 
Ford lines. Starting salary $5,200 per 
year plus $8.00 on every used car sold 
(we should sell 70 to 100 used cars 
monthly). Right man can earn $15,000 
annually plus bonuses. Car and expenses 
furnished. Write resume of experience 
to: Southern Motors of Savannah, Inc., 
301 E. Broughton St., Savannah, Georgia. 
ee: John Rhodes; Tel. ADams 





GENERAL MANAGER — Experienced all 
phases dealership operation. Can take 
full responsibility immediately. Now 
profitably managing deal in competitive 
area selling 70 new, 100 used per month. 
Desire change with possibility of even- 
tual buy-in. Box 302, c/o Automotive 
News, Detroit 7. 


High com-| 


POSITION WANTED 
EXPERIENCED GM SERVICE 
desires connection with reliable 
E. C. Woodford, 83 Claremont Avenue, 
Buffalo 22, N. Y. (Phone: Lincoln 7787) 


SERVICE MANAGER. Broad scale expe- 
rience. Efficient, progressive—analyzing, 
organizing, supervision. 100 % owner, 
factory, personnel control. Mechanical 
knowledge second to none. Well versed 
on institutional, service meetings. Perma- 
nent expectations. No service problems 
my leadership. Write: 2339 Everett St., 
Lakeland, Florida. 


SERVICE MANAGER with demonstrated 
ability for improying all phases of dealer 
service operation. Age 34, married, excel- 
lent physical condition, better than aver- 
age education, high rating on vocational 
tests, technical and modern management 
practices training Ability to analyze, 
organize, deputize and supervise proved 
and supported by references. Operation 
with large potential monthly sales iz 
multiple dealer city preferred. Box 338, 
c/o Automotive News, Detroit 7 


| MANAGER: New-Used-Trucks. Age 45, 
married, college graduate, 15 years’ ex- 
perience in all phases of automotive 
business. Ten years management level. 
Heavy duty truck experience. Excellent 
references. Prefer midwest or east. Box 
333, c/o Automotive News, Detroit 7. 

SALES MANAGER-GENERAL MANAGER 

Young, successful, married man with 
no bad habits, have had 13 years’ 
success at same 
phases of operation. Having definite goals 
and objectives in life, I have now 
reached top at present position (sales 
manager), and am looking for a mor 
challenging job with a future, possibly 
buying-in now or at future date. Am 
especially adapted to truck and feet 
sales. Am not interested in a razzie 


manager 
ea ler. 





dazzle deal, but hard working, honest 
organization that has profit per unit in 
mind. I believe I can be of help and 
assistance to someone—is it you? Prefer 
Chevrolet. Box 324, c/o Automotive 
News, Detroit 7. 


“DEALERSHIPS AVAILABLE 


DEALERSHIPS AVAILABLE with a non- 
competitive TE RRA MARINA mobile 
houseboat—combination boat cruiser, 
house trailer—stee! hull, aluminum cabin, 
toilet, kitchen, three open sun decks, 
One person operation. Sleeps four is 
luxury. Only $2,495 retail F.O.B. Texas 

less liberal dealer discount. Enjoy the 
additional profits that are in boat sales. 
Your regular finance company wil! give 
wholesale-retail financing as in cars. Don 
Pierson Distributors, Eastland, Texas. 

FOR SALE—With American Motors ap- 
proval, dealership handling Ram bier. 
Good location and good potential, within 
80 mile radius of Greensboro, North 
Carolina. Box 303, c/o Automotive News, 





MANAGER or general sales manager. In- 
terested in dealership with 400 to 500 
new and 800 to 1,200 used cars per year. 
Completely qualified in all phases of 
dealership management. If you have need 
of a man who can increase sales, cut 
reconditioning cost, organize an efficient 
service department and run your dealer- 
ship to make money on a sound basis, 
I would like to talk to you. My ability 
and character will pass the acid test. 
Box 328, c/o Automotive News, Detroit 7. 


ACCOUNTANT-BOOKKEEPER, age 31, 
married, ten years’ GM experience—de- 
sires midwest position. Box 312, c/o 
Automotive News, Detroit 7. 


PARTS MANAGER: Experienced in Lin- 
coln, Mercury and Ford. Familiar with 
ali phases of dealership operation. Spe- 
cialize in high volume wholesale mer- 
chandising. Will also consider distribu- 
torship for any good line for state of 
Indiana. Reason for this ad—dealership 
sold. R. E. (Dick) Munz, 810 N. College 
St., Indianapolis, Indiana. MElrose 7- 
5415. 


WORKING SERVICE FOREMAN, middle 
aged, sober, white. Thoroughly experi- 
enced. Central state. Box 313, c/o Auto- 
motive News, Detroit 7. 


FORD PARTS MANAGER wishes to re- 
locate. 20 years’ experience managing 
large parts departments. References from 
all former employers and from Ford Mo- 
tor Company branches under which I 
worked. Interested in south, southeast 
and southwest regions. Box 314, c/o 
Automotive News, Detroit 7. 


GENERAL MANAGER or Sales Manager. 
25 years’ experience as general, sales, 
and service manager. Available within 
90 days. Interested only Chevrolet or 
Ford dealership. Location New England 
only; not interested in family deals; only 
progressive well financed dealerships con- 
sidered. Can furnish best dealership and 
factory references. Box 335, c/o Auto- 
motive News, Detroit 7. 

















Detroit 7. a 

GEORGIA AND FLORIDA DEALERS. 
Some key points are still open in your 
territory for the fabulous GOLIATH, the 
German vehicle—cars and trucks—with 
Front-Wheel drive. Truly the finest im- 
ported car in its price class. Sedan, 
$1,982.00 POE; Wagon, $2,095.00 POE. 
Contact Clark Lyndon, J. C. Lewis 
Imports, Inc., P.O. Box 1318, Savannah, 
Georgia. Phone ADams 4-4421. 


PARTNER WANTED—Rural dealer han- 
dling Ford in fast growing community 
wants partner capable of rapidly devel 
oping to handle entire load. Write giving 
complete background and qualifications. 
W. C. Hudson, Butler, Alabama. 


AGENCY HANDLING FORD—Wisconsin. 
Due to other interest, will sell dealership 
at reasonable price. Short or long term 
lease on building. Fully staffed. Factory 
approval necessary. Act fast. Box 331, 
c/o Automotive News, Detroit 7. 


CENTRAL NEW YORK, beautiful Finger 
Lakes region, long established dealershi 
handling Rambler. Prosperous industrial 
and farming area, 150 car. Modern build- 
ing on main highway, well equipped 
shop, large used car lot. Will sell parts 
shop equipment, building at inventory. 
Good mortgage on building available. 
Owner retiring to other interest. ‘‘A 
money maker for a good manager.’’ Bot 
293, c/o Automotive News, Detroit 7. 


DEALERSHIP WANTED __ 


EXPERIENCED MANAGER, presently em- 
ployed, with outstanding record 
achievement, desires buy-out or general 
manager-partnership in General Motor# 
dealership in east or midwest. $20,000 
to $15,000 available for investment 
Qualified to assume complete control, 
Ethical policies and dynamic leadership 
35 years old, family, GM Institute gradu 
ate. Will furnish excellent character, 
business references, and financial stat 
ment. All replies held in strict conf 
dence. Box 336, c/o Automotive Ne 
Detroit 7. 
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Cadiliac with Olds or Chevrolet pre- 


ferred, in Florida or Arizona. Box 304, 










ments age, 
Automotive News, Detroit 7. no automatic transmissions. Quote prices 
opera-g ¢/° oy yl in first air mail letter. A.P.M. P.K., 539| Sedans - Convertibles, ‘59, "58, 
ance, WANTED: GM or FORD franchise in Wis- Izmir, Turkey. Direct Shi from many ¢ 
ibove'y "cousin, Michigan, Iiinolt, Pay all cagh | Seven PASSENGER CADILLAC Jima — 
immediately, lease or buy facilities. Write —Eastcoast 
Ss will fully—strictly confidential. Factory ap- sines, ne -Baker, Belmont 4-6611. 
capi- val assured. Box 338, c/o Automotive | 2836 N. E. Sandy, Portland 12, Ore. —Southeast & Gulf Ports 
News, Detroit 7. —Westcoast 
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os ee eer Attention: Buick Dealers CENTRAL & SOUTH AMERICAN 
m 
have] STOP LOSING NEW CAR SALES! Dis || Rediws 150 Miles Kingston, Now York IMPORT & EXPORT CO. 
cover how much your compe ors’ cars ew purchase your ire stoc 
ormal really cost, The book, “AUTO COSTS,’’ new and unused Opels. 366 Broadway, New York 13, New York 
nonth ves you the factory invoice prices of Write, wire or phone: 


all 1959 American cars, 25 foreign cars, 
4 American trucks and all their equip- 
ment. Used by dealers and banks nation- 
wide, Order your ‘59 edition today for 
only $10— three year subscription $18 
Ee (including all supplements). AUTO 
= COSTS, Box 224, Dept. 3Z, New York 
é 1, N. Y. 





Let Military Acceptance 
Help You SELL 


ry. 
Ys MORE MILITARY PERSONNEL 
4 Military Acceptance Corporation will help 
me you make more auto sales to Military per- 
. . because: 
4 We finance up to 36 months, 
G: 2. Cars may be taken overseas without 
ncing. 
3. We make auto loans finance, or re- 
finance, anywhere in world, at low, 


money-saving rates, for officers and non- 
commissioned officers of pay grades E5 
and above . . . on a simplified, non- 
recourse basis. 
MaITARY ACCEPTANCE CORP. 
Dept. ©. Box 2166, 800 eeerl 
Sen Pit "Daey ication CApitol 6-268! 
“Worldwide Financing for Military Personnel” 
(USAA Insurance available 
to qualified officers) 








Air Force Cadets 


Ne Down Payment 

36 Months te Pay 

lew Bank Rates 
We handle all branches of the se 
gts. and officers, No dealer habiity. + 
may be taken overseas. 


Write, Wire or Phone 








SERVICE TRUST & SAVINGS 
ration CA 34356 2625 Broadway 
es is San Antonio, Texas 
« 330, 

e 4, 

setnel TWO ESSENTIAL SERVICES 

i) INVENTORY SERVICE 
Box Parts, accessories and similar goods. 


‘GER APPRAISAL SERVICE 
re 


with 

s of} Buy /Sell Agreements, Annual Fiscal. 

all) oo Tex, Banking and insurance 

a Write for free 

(sales “Hidden Earning Power” booklet. 
more) AUTOMOTIVE INVENTORY & APPRAISAL CO. 

ssibly ) 10040 Freeland Ave. Detroit 27, Michigan 
Am wi 3-6445 
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amine 9 one NS 
WANTED 
TO BUY 


SPORTS CARS 


Corvettes 
Thunderbirds 
Austin Healeys 
MGAs 
Triumphs 
Porsches 
Jaguars 
Top Dollar for clean cars. 


Call H. H. Willis 


ATLANTIC 
AUTO SALES 


Norfolk, Virginia 
JU 7-7711 














































Advertise in 
Automotive News 


Classified Ad 


Section 


CARS WANTED 


General Motors dealership, | CHEVROLETS, FORDS, PLYMOUTHS — 
new 1958s, or with extremely low mile- 
in lots of ten, 


four-door sedans, 


KINGSTON BUICK CO., INC. 


10 Main Street, Kingston, New York 
FEderal 8-4000 





CARS FOR SALE 





USED MERCEDES-BENZ 
Selected Ist class condition 
All models, 1951-1959 
220A Cabriolets our Specialty. 
Supply on hand. Tel.: NEwburgh 2248 


GLOBE AUTOMOTIVE IMPORTS, INC. 
Box 508 


Cash in on 
profits now! 


VOLKSWAGENS 


Any model « Any type 
Any year 


IMMEDIATE DELIVERY 


directly to your port of destina- 
tion. Choose your colors and 
models from large stocks al- 
ways available. 
We Supply 

English Manuals 

Trade with America's 
Largest and Most 

Reliable Volkswagen 

Organization 


KENT IMPORTS, 
INC. 


Small Cer Division, 
Sales and Service 
2911 35th A 


Long Island City 6, NM. Y. 
EMpire 1-1690-1-2 





FOR SALE 
1,000 USED 
1958-1959 


Ford 500 Fairlanes 
Chevrolet Bel Airs 
and Impalas 
Immediate Delivery 


We arrange delivery to your door 


$50 per car. 
Write—Phone—Wire 
RUDY STERN 
Hollywood Motors, Ltd. 


805 N. Federal Hwy. 
Hallandale, Florida 








1958's 


DEALERS ONLY 


CHEVROLET BEL AIRS, 
FORD 500'S, 
BUICK SUPERS, 
OLDS SUPER 88'S, 
CADILLAC 62'S 


—all hardtops with automatic transmission, 
power steering, radio, heater, padded 
dash and windshield ‘washers — Buicks, 
Olds and Cads with power brakes and 
whitewall tires— 














These are clean low mileage cars for 
sale in small lots—available for mares: 
tion in heated inside storage at 9 
Kinzie, Chicago, 


For information call, write or wire 


HERTZ RENT-A-CAR 
9 W. Kinzie 
Chicago, Illinois 


DElaware 7-7272 Don Miller 





Montgomery, New York 
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CARS FOR SALE 


Mercedes-Benz 


1959s 


Chevrolet, 
Oldsmobile, Ford 


Most models with mile- 

age up to 4,500. 
OLIN'S U DRIVE 
2830 N.E. 2nd Avenue 


Miami, Florida 
FRanklin 1-6591 


WHOLESALE 
300 1959 MODELS 


CHEVROLETS-FORDS-BUICKS 
OLDSMOBILES-CADILLACS 


Plaza 7-2425 


Volkswagens 


TOD-O-CAR, INC. 
Immediate Delivery 


1959 sedans, convertibles, Karmann- 
Ghias, Micro Buses, 
All commercial models. 


On Hand at Our 2 Locations 
1415 Haines St. 
Philadelphia 26, Pa. 
Phone: WAverly 7-3500 


Darlington, $. C. 
Clanton’s Auto Auction 
Phone: L. D. 2 





VOLKSWAGENS 


Why Use A Middle Man? 
Buy Direct from the Largest 


Exporter in Germany 


1959, "58 and ‘57 sedans, Ghias, 
Convertibles, Micro Buses. All 
commercial models. 


ALL CARS COMPLETELY 


AMERICANIZED 


Bank and trade references will 
be furnished. 

Rudi Arons, International Agen- 
cies G.M.B.H. Newe Rabenstrasse 
32, Hamburg 36, Germany. 


Cable Address: 
RARONS HAMBURG 








VOLKSWAGENS 


Sedans, Ghias, Buses 
AMERICAN MODELS 
















to NEW YORK, JACKSONVILLE, 
HOUSTON 


Phone: Circle 5-0630 
Texas Division: P. O. Box 578, 
Houston, Texas, CApital 7-5260. 





"57 








Driven only 3,000 to 4,000 miles. 
Fully equipped. Delivery arranged. 
MORSE AUTO RENTALS, INC. 


7726 W.E. 2nd Avenve, Miami 38, Florida 














Immediate delivery direct shipments 


BENTON ENTERPRISES, INC. 
1860 Broadway, New York 23, N. Y. 


PARTS FOR SALE 


SIMCA PARTS — 35% OFF Simca Parts 
Book list. All orders shipped C.0.D, day 
received. Box 322, c/o Automotive News, 
Detroit 7. 


LLOYD PARTS—Orders shipped promptly. 
Al Lloyd Motors, Inc., Fort Lauderdale, 
Florida. Attention Dan Smith. 





PARTS 


At a Tremendous Savings 
for 


DODGE, PLYMOUTH & DESOTO 
CARS AND DODGE TRUCKS 


Brand new engines, radiator cores and 
many other parts. 


Write or call us—regardiess of year 


GRO-PAR MOTOR PARTS CORP. 
309-313 Central Ave., Newark, N. J. 
Phone: HU 2-0200 





PARTS WANTED 


WANTED: Chevrolet and Ford obsolete 
parts for export, 1928 and up. Passenger 
cars and trucks. Send lists for immedi- 
ate orders to: Jack’s Auto Parts, 606 
Anderson Ave., Cliffside, N. J, Phone: 
WHitney 3-6666. 


ACCESSORIES FOR SALE 
EE SRT OS, 
NEW AUTO RADIOS 





S°SD Chevrolet, PB ......cccccccccccssscseees $39.95 
CF POIRIER DB cececvecesccsccccccsvsonsess 41.95 
CD TI, FU ccccccccsnccccccccccnccesccsscccsoes 38.95 | 


"5S Tube, 2 Transistor sets with rear speaker, 
fader control. 
'S7 Chevrolet, Manual 
'S7 Plymouth, Manval .. 
"S9 Lark, Manvel 
"S59 Renavit, 
"59 
'S9 Simca, Manval 
Write for complete catalog 
Mail and phone orders 
Fast C.0.D. shipments 


LIBERTY AUTO RADIO 


191 E. 161 Se. New York 51, N. Y. 
WWdlow 8-7111 








———_————————————— 


DECAL TRANSFERS 


TRUCK DECALS; no for sketch; 
durable, brilliant colors. Write for sam- 
ples. Allied . Ine, H 
Cleveland 3, Ohio. 


ANTIQUE CARS FOR SALE 





1925 DODGE four-door in good running 
condition—Can be easily restored. 
Swope Motor Company, Winchester, 
Kentucky. 


FOR SALE—1929 STUDEBAKER 4-door 
Royal Dictator sedan—Very sharp inside 
and out. Priced a. Call Richmond, 
Michigan, RA 717-3515. 





MISCELLANEOUS 


CHROME 
NAME PLATES 


ZINC DIE CAST—TRIPLE PLATED 


BUY DIRECT FROM 
MANUFACTURER 


NO DIE CHARGE 
$$$ SAVE $$$ 


Write Now for Samples and Prices 
LEONARD SMITH COMPANY 
2424 Amber St. Philadelphia 25, Pa. 


One Year $9 [] or 





TORR EOE eee eee 
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Car Dealer [] , Truck Dealer [] 
Jobber [) Insurance [] 
Make of Car........... yi ceesccees 





Us 


BLUE ® CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 


& BRAKE CABLE 
DEALERS’ SPECIAL (F.0.8, Factory Net) 


$52.35 Fed. Tax Included 


THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


With Universal Swivel 
Action 


r Clamp Hook-Up 
oenens’ 2 SPECIAL fr.o. 8. Factory Net) 


.85 Fed. Tax included 


Liberal Quantity Discounts 
To Distributors 


Write for Illustrated Cataleg 


Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 


“Leaders in the Industry 
Since 1939" 


Canedian Distribvtors 


FIVE WHEELS, LTD. 
Es. 


1959 PRICEMASTER 


The encyclopedia of dealer cost prices of all 
American cars, three trucks, 25 foreign cars 
|—plus all optional accessories— Shows all 
Standard Equipment for All oe 


subscription price—$10. 5% discount for 
with order, All plements free. 


NOT SOLD TO 
SRoeR YOURS TODAY!!! 


K-B SALES CO., INC. 


Dept. D-i, 924 lith Street 
ROCK ISLAND, ILLINOIS 


RENT OR LEASE—670 sq. ft. 





E sup DEALERS 
-_ AUTOMOTIVE. AFFILIATES ONLY — 
THE GENERAL PUBLIC. 


of office 


space — suitable for manufacturers’ 


agents or similar concerns. 
Couzens, Detroit. VErmont 5-4500. 


The “ORIGINAL YELLOW" 


Automatic Braking 


Is the ONLY—TOW BAR—TODAY 
WITH THE UNIVERSAL 
S 51 45 


“WRIST ACTION" 
Incldg. BRAKE HOOK-UP 
TowKinG 4.20’) 545° 
TRAIL-KING $37.50 
Fast Pickup and Delivery 
ones 6s 2° Gan 


CLOSING OUT RED ARROW 
PARTS AT 50% DISCOUNT 


Tow Bar Sales Co. 


Exclusive Factory Distribytors 
DE 2-0700 AN-3-6886 Nites: BA 1-87!17 


40 So. Clinton St., Ch 6, il. 





New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S.-Possessions 


Two Years $16 [] 


All Other Countries — One Year $13 [] or Two Years $22 [J 


AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. ~ 


CPR eee eee eee eee eee 


SPREE eee eee ee eee 
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TRADE CONNECTION: 


Financial [) 


20069 James 








How much advertising can 
a PLYMOUTH dealer in DETROIT get for... S 


- 
That amount buys 6 lines (less than half an inch) in the leading Detroit newspaper or a full-color, 
full-page ad in The Saturday Evening Post! Every Plymouth ad in the Post is exposed 500,679 times to prospects 
right in Detroit —to Post-Influentials who not only buy’ cars, but help sell them, too! Yet the factory's 
cost per Detroit Plymouth dealer is only $7. That's efficiency, that’s sales power ...at the local level! 

Proved! Plymouth gets more than 29 million Ad Page Exposures—29 million face-to-face contacts 

with Post-Influentials — with every ad it runs in The Saturday Evening Post! Like to know how many of your local 
prospects your factory's ad will reach ...and at what cost? Drop me a card. Let me know 
the make of car you sell and your city: Jim Gavagan, Vehicle Marketing Mgr., 
The Saturday Evening Post, Independence Square, Philadelphia 5, Pennsylvania. 


YOU CANT BEAT 
Mee) 
h A CURTIS MAGAZINE 
; ¢ the fF La i aa s NT fay 4 


FOR LOCAL IMPACT! 





